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INDUSTRIAL SUB-STATION 


Skokie, Ill. warehouse of Rolled Steel 
Corp., selected by Illinois Bell Tele- 
phone Co. as site for sub-station to 
serve 24-acre industrial area. Fifty 
of 75 lines now operating are used 
by Rolled Steel’s’ 18-man sales staff, 
which sells exclusively by telephone. 





@ 100% TRANSISTORIZED...You get years of service 


without replacement with Stromberg-Carlson's completely 


transistorized "541" negative impedance voice repeaters. 
You save space, too: a 19-inch shelf holds 8 repeaters, 
using only 3 1/2 inches of vertical rack space. Power 


drain is the lowest -- less than 1 watt per repeater 





from existing 48-volt battery. Cable loading can be 
reduced; you use smaller gauge cable to meet today's 
transmission standards. ''541" re- 
peaters come in series and shunt 
types. Ask for full details. 
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in the power field.... 


NEWS ABOUT RAYTHEON DEVELOPMENTS 


HOW TO REDUCE YOUR TOTAL POWER SYSTEM COSTS 


With Raytheon 48-volt Rectichargers you 
can extend the life of your storage bat- 
teries and cut maintenance and operating 


costs ..ee-facts below 


BATTERY MAINTENANCE AND REPLACE- 


MENT. Close regulation of "float volt- 
age", adjustable from 2.13 to 2.18 volts 
per cell with batteries of 23 to 26 


TERMINAL 
PANEL 


| EQUALIZING CHARGE | 
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MAG NEFIC AMPLIFIER 
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POWER RECTIFIERS 


cells, prevents gassing, loss of water 
and sulfation caused by over and under- 
charging. 


Line voltage changes of +10% from no 
load to full load are controlled within 
+1%. Life of batteries maintained on 
"float voltage" at their proper cell 
rating may exceed 18 years. 


POWER SUPPLY OPERATION AND MAIN- 


TENANCE. Automatic, completely static 
charger, with conservatively rated com- 
ponents, is self-protecting and needs 
no periodic maintenance. Recommended an= 
nual inspection is all that is required. 


No manual adjustments needed to correct 
for the effects of rectifier aging. Mag- 
netic amplifier automatically compen- 
sates for output variations resulting 
from changes in circuit characteristics. 


SYSTEM PERFORMANCE AND MAINTE- 


NANCE. Charger performs at higher effi- 
ciency in the normal operating loads of 
your switchboard, resulting in signif- 
icant savings in power costs. 


Built-in overload protection automati- 
cally limits available current when 
load increases beyond 125% of charger 
rating. This safeguards Recticharger 
and other exchange equipment. 


In case of line power failure, a relay 
in the charger input opens the output 
circuit and prevents battery discharge 
back into the AC supply. 


RECTICHARGERS — 3 to 400 Amps, 48 Volts °- RECTIFILTERS 
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RAYTHEON MANUFACTURING COMPANY 


WALTHAM, MASSACHUSETTS 


.... with Raytheon 


IN TELEPHONE POWER SUPPLIES 


. 














AN EFFICIENT WAY TO EXPAND 


CAPACITY OF THE RECTICHARGER 


Economical too! With the help of a Ray- 
theon Auxiliary Charger, an existing in- 
stallation handles the additional load 
during the peak demand periods and takes 
care of “borderline loading" --too high 
for the Recticharger but too low to war- 
rant the purchase of a higher capacity 
charger. System diagram above shows 
interconnection of Auxiliary Charger, 
Recticharger, control relay and load. 
Auxiliary charger is cut in and out of 
circuit depending on load condition. 


A SPECIAL EDITION 


COMPLETE LINE ASSURES YOU OF THE 


RIGHT EQUIPMENT. Raytheon's line of 
telephone power supply equipment in- 
cludes battery eliminators and Recti- 
ringers (battery eliminators with 20 
cycle ringing power), both shown below. 


48-volt Rectichargers range from 3 to 400 
amps in single and three phase models. 
Two typical models are shown below -- 
panel at left, rack-mounted at right. 


TAKE ADVANTAGE OF RAYTHEON'S NA- 
TIONWIDE SALES AND SERVICE FACIL- 


ITIES. Ask your Raytheon distributor 
about the special field assistance 
available to you. 


For further facts, please write directly 
to Raytheon Manufacturing Company, Mag- 
Department, Commercial 


Waltham 54, Mass. 


netic Components 


Equipment ivision, 


‘RECTIRINGERS + AUXILIARY CHARGERS «- ALL POWER SUPPLY ACCESSORIES 
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NORTH HANDS PUT MORE “SERVE” IN YOUR TELEPHONE SERVICE 


ee eeeeeee 


In your exchange, the “service” is the switching equipment. 
North By-Path Crossbar switching equipment is the finest in 
the world—no other system has all the features 
engineered into North By-Path Crossbar! 
North By-Path Crossbar puts more “serve” into your telephone service 





than any other switching equipment! 
* To the subscriber, the Ericofon is the personification of service. 
The Ericofon is the most modern, beautiful, convenient and 
most wanted telephone instrument in the world! 
- Now, with the first transistorized electronic tone signal in the 
world the Ericofon is the only instrument as modern as the 
j service it represents! | 
All North equipment is engineered. and built to put real “serve” into 
your telephone service. 
a Behind every piece of North equipment lies the background 
: and experience of 75 years—75 years of leadership that 
have developed North into 
e , k 
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the dynamic force in the telephone industry 


ona al Yamapisee 


NORTH ELECTRIC COMPANY 


GALION, OHIO 
2 











FLASHES 
AND PLUGS 


A SLIGHT REVERSAL. A not-so-bright young man bought a 


book describing inexpensive, fabricated houses and became so fas- 
cinated with the subject that he drew his last penny out of the 
bank and ordered a house by mail. 


Some weeks later he telephoned to protest to the manufacturer: 
his house was a complete failure. 


An inspector came to investigate and seeing the structure roared, 


“You've put up the whole thing upside down! 


“Oh, that’s the trouble, is it?” pondered the befuddled customer. 
“No wonder I kept falling off the porch.” 


FORTY WINKS. It is a legend on Broadway that Playwrite Moss 
Hart can function on little or no sleep. One Tuesday in London, 
wearied by his rounds of the night spots, Mr. Hart went to bed 
at 9 p.m. hoping to get a good twelve hours of shuteye. 


As George Kaufman tells the story, Mr. Hart awoke enormously 
refreshed, saw it was 9:30 by his watch, and that the fog outside 
was still a dismally thick blanket covering the sun. He bathed and 
shaved, whistling like a lark, and then ordered up a full breakfast 
of eggs, toast, coffee, and marmalade. 


By the time he’d stowed them away, he was bursting with vigor. 
“Nothing like a good night’s sleep,” he told himself. “*] must do 
this more often. 


It nettled him a little, though, to find they’d sent him yester- 
’ , 
day’s newspaper. He telephoned down to complain. 


“But that is this morning’s newspaper, sir,” the operator said. 
A horrible suspicion overtook Moss. ‘“‘What time is it?” he asked. 


“Ten o'clock, sir.” 
“Ten o'clock when?” 


“Ten o'clock Tuesday evening, sir.” 


He had slept exactly half an hour. Without more ado, he 
donned white tie and tails, and hurried to the Savoy and Quagli- 
one’s. 


BOOTH SUITS BOTH SEXES. The new telephone booths in 
London, England, are to be painted in various “tender” colors and 
will be occasionally perfumed for the benefit of feminine callers, a 
recent report states. 


The booths will also be subjected to “violence tests” to prove 
their strength. It seems that even Englishmen can sometimes forget 
their restraint and react violently when they have trouble getting a 
number or are cut off in mid-conversation. 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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OUTPUT 
24 voits DC 


15 amps., 350 watts 


THE (VeW LORAIN 


BAT RANA 


FLOTROL, 
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NO POWER LOSS 
Voltage reduction by CEMF cells or 
resistors wastes half the power used. 
Bat-Tap prevents this loss. 


PROTECTS BATTERY 
Voltage reduction by tapping the bat- 
tery causes uneven charging and dis- 
charging of cells, unless an extra 24-volt 
charger is used on the cells involved. 
Bat-Tap protects your battery, needs 
no extra equipment. 


NO MOVING PARTS 
The Lorain Bat-Tap uses a new tran- 
sistorized inductor arrangement com- 
bined with silicon diodes. 48-volt DC 
is first converted to AC, then to 24-volt 
DC in a simple, foolproof circuit. 


SAFE ON OVERLOADS 
Bat-Tap easily withstands intermittent 
overloads up to 30%. 


FULL EFFICIENCY 
Efficiencies are as high as 80 to 89% 
from 25% of rating to 30% overload. 
Efficiency at full load is 87.5%. 


RATINGS 
Model QBI5A 


Input: 44-52 volts, 0.5 ampere no load, 
8 amperes 400 watts full load. 


Output: 21-27 volts at full load of 15 
amperes, 350 watts. 

Regulation: 1.5 volt drop from 1 ampere 
to 15-ampere load. 


Filtered input and output (output filtered 
to 2 millivolts). 


MM kL OG ZR PEER ERG BEES 
] 

+—__4+—4—_4 4 4 4} 4 4 dg gp 
| | 


| | ee | 
++ — arr vet fn Sn on on oe a on oe | 

















+t ttt ttt tt 





ee ee ee | +++ OUTPUT VOLTAGES VS OUTPUT CURRENT | 





EASY INSTALLATION 
Bat-Tap requires only simple external 
connection of input and output leads. 
Fits 19” relay rack. Height 6*4”. Depth 
934”. Weight 32 Ibs. 


ZERO MAINTENANCE 
The Lorain Bat-Tap never needs atten- 
tion. There is nothing to wear out or 
need adjustment. Install it and you can 
forget about your 24-volt power supply. 


NS AND INDUSTRY 


Coton 


» Ohio Phone: ATiantic 8-9191 
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Really Smarter Than People...? 


No doubt all of us have run into some bumptious, eat-drink-and-be-merry 
characters who strike us as being one stage below the rascally 


squirrel in their planning for the future. 


Right here and now you may quote us as saying that telephone people 

are smarter than any forest full of squirrels ever will be. In fact, 

their job of planning for next year . . . for the next five years . . . for the 
next 10 years . . . is probably one of the toughest forecasting jobs that any 
business has to face. 


Who would know that a motel would triple in size, or that a cable 
lead which was considered adequate for 5 years would be completely 
loaded in two? Or that farmer Johnson’s cornfield 


would become a bustling village? 


That’s why we, here at Leich, suggest and offer equipment and 


supplies for whatever expansion may come. 


Sometimes—in our effort to be of genuine service—we might even lose 
an order by suggesting that you buy more equipment than you need right 
now. This is our responsibility and we know many telephone 


companies appreciate this service. 


If we sound like the company you would like to do business with, 


we’re glad. Give us a call. 


———S— 
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LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


manufacturers of telephones, switchboards and related apparatus since 1907 
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With a Recorder-Announcer, you make inter- 
cept announcements and give public service 
messages, automatically! You save on labor 
costs because operators are relieved for other 
duties. And, you can make an announcer pay 
for itself quickly by selling advertising time 
to sponsors. Automatic Recorder-Announcers 
save money, and make money for you. 


Automatic Electric offers a complete line of 
Recorder-Announcers for giving any type of 
message. These precision-engineered ma- 
chines use magnetic recorders for lifelike re- 
production. Messages are free from annoying 
breaks or changes of pitch. Current consump- 
tion is low, even when an announcer is run 
continuously. 


One or more of the announcers shown here 
would be ideal for your exchange. For further 
details, write: Automatic Electric Sales Cor- 
poration, Northlake, Illinois. Or call, Fillmore 
5-7111. In Canada, Automatic Electric Sales 
(Canada) Ltd., 185 Bartley Drive, Toronto, 16. 


TIME ANNOUNCER automatically broadcasts the correct 
time every 15 seconds with a message between announcements. Some 
telephone companies use the “between” time for giving public service 
messages. Others sell it for sponsored commercial messages. Any 
way you use it, the Automatic Time Announcer is a revenue-builder 


for you! 





TYPE VMC (at right). 


Remote 


the VMC Recorder-Announcer 


(below). 


TYPE VMC gives any message up to four minutes 
long: weather forecasts, paid commercials, public service 
messages or a combination of any of these. Anyone can 
record the announcement from anywhere (even from an- 
other city by remote control). Old message erased and a 
new one recorded in one step. 


een 
Control! Unit for | as 
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TYPE SCC This compact, low-cost announcer gives 
any message, 12 seconds long. Ideal for intercept service 
when only one announcement is needed (or, you can profit- 
ably use two SCC machines for two different messages). 
Can also be used for giving commercial announcements. 


TYPE FML is designed to give a single message (either 
6% or 12 seconds long). Telephone companies use this 
machine to inform volunteer firemen of the location of a 
fire. You might also find it useful for announcing theater 
and train schedules. And, there are a dozen other uses for 
this Recorder-Announcer. 


TYPE MCF is used for repetitive services such as in- 
terception of calls to disconnected lines, dead levels, etc. 
Provides up to five separate messages. Initially, you buy 
equipment for only the number of channels you need. 
Other channels can be added at any time. 


AUTOMATIC ELECTRIC 


Subsidiary of G EN ERA L 
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See the Man from Anaconda for 


Paper-lead Telephone 
in the type and size you need... 


Choose Anaconda Paper-lead 
Telephone Cable 
in the type you need. 


PAPER-LEAD for aerial and duct use. 


POLYETHYLENE PROTECTED LEAD CABLE offers high 
resistance to corrosion and electrolysis. 


JUTE PROTECTED LEAD CABLE resists corrosion and 
electrolysis. 


BURIED TAPE ARMORED LEAD CABLE (2 layer steel) 
for areas subjected to low-frequency induction 
from nearby power lines. 


GOPHER PROTECTED LEAD CABLE | | layer steel ) 
direct burial cable where mechanical protection 
iS nee ded. 
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ANACONDA PAPER-LEAD TELEPHONE CABLE being installed near Harold, Kentucky. 





Cable from 6 to 2121 pairs— 


...when and where you need it! 


Anaconda offers you everything you need in paper-lead 
telephone cable—produced in a new, modern plant devoted 
exclusively to telephone cable products. Telephone experi- 
enced personnel who understand your problems utilize the 
latest, most exacting quality control standards—to produce 
quality telephone cable. And order service is prompt and 
efficient wherever you are because of a national network 
of distributors, Anaconda sales offices, and mills. 

Call your Anaconda distributor or the Man from Ana- 
conda for your paper-lead telephone cable needs. Also— 
write for new Catalog DM-5771. Anaconda Wire & Cable 
Co., 25 Broadway, New York 4, N. Y. 


58324 


Shown here is a typical unit construction for 152 pairs 
through 1515 pairs, No. 24 Awg. Following construc- 
tions also available: 

No. 19 Awg 6 through 455 pairs 

No. 22 Awg 1] 7 909“ 

No. 24 Awg 1] r 1515 

No. 26 Awg 1] 4 2121 

The number in the assemblies denotes the number of 

pairs in the unit. The letters refer to the color of the 
outside pairs of the unit. GW, green-white; RW, red- 
white: BW, blue-white. The units are further distin- 
guished by a color-coded binder string. 


Choose Anaconda Paper-lead Tele- 
phone Cable in the size you need. 
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606 PAIRS 1515 PAIRS 


= PHONE THE MAN FROM ANACONDA 


The Independent Manufacturer to the Independent Telephone Industry 


FoR TELEPHONE CABLE 


ALPETH — Polyethylene -insulated, low-resistance 


aluminum shield, polyethylene jacket. tape, polyethylene jacket. 


STALPETH—Paper-insulated, aluminum shield, steel DISTRIBUTION WIRE—rural [#19], 


suburban [#22] and urban [#24]. 





NUMBERS 
LIKE THIS 


are permanently stamped, in sequence, 


TO GUARANTEE THE FOOTAGE 
YOW GET AND LET YOU 


ACCURATELY MEASURE 


e THE FOOTAGE YOU NEED 
e THE FOOTAGE YOU USE 
e THE FOOTAGE IN STOCK 


(inion 


Save time. save money, save cable .. . order 
Superior Cable with sequential measurement 
marking on the jacket. 


Available on all Superior Cables meeting require- 
ments of REA PE23 and PE24. 


Write for further details 


SUPERIOR CABLE 
SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 


TELEPHONY 





SUTTLE-—Suppliers 


INDOOR 

OUTDOOR 

COOK 
PROTECTOR 


COOK ELECTRIC’S Type “O” Sub- 
station Protectors are a single circuit 
protector equipped with a pair of fuses 
and a pair of high-potential arresters. 
The body is a _ single-piece, heavy 
glazed porcelain. Fuse and lighting 
arrester clips are Phosphor bronze 
fastened to the body is a single-piece, 
heavy glazed are on the reverse side, 
thus giving instrument wires maxi- 
mum protection for the hot wire. In 
stock at SUTTLE’s Lawrenceville, 
Illinois warehouse. 


\\ \\ 
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FAST DELIVERY 
ON CROSSARMS 


Suttle speeds crossarm delivery by 
using any one of six shipping points. 
Manufactured by AMERICAN CROSS.- 
ARM to meet full NELA and REA 
specifications, these arms are avail- 
able in clear grades of Douglas fir, 
yellow pine and cypress. Regular tele- 
phone pony-size arms are stocked in 
4, 6, 8, and 10-pin sizes, as well as 
10-pin arm with wide spacing in the 
center. SUTTLE also stocks the “REA 
type” dead-end arm drilled for 10 in- 
sulated fork brackets. For prompt 
delivery, order from SUTTLE. 


MODERN, COMPACT 

STEEL DIRECTORY 

HOLDERS 
This compact, modern Directory Ref- 
erence Systemizer is made by ART 
STEEL STEELMASTER. This rugged 
unit is constructed of the best furni- 
ture steel. The Moderne holds up to 6 
large directories with additional stor- 
age space on either end for smaller 
directories or record information. Also 
included in the STEELMASTER line 
are wall-mounted units, also available 
in your choice of four colors. Write 
to SUTTLE for a catalog showing the 
complete line with prices. 


CHARCO GAUNTLET 
GLOVE PROTECTORS 
The gloves, made of soft durable leath- 
er, are manufactured by CHARLES- 
TON RUBBER CO. They are care- 
fully tailored to fit “FPLEX-SAF” 
gloves without crimping the rubber. 
Precision fit improves flexibility and 
reduces hand fatigue. CHARCO glove 
protectors have an adjustable strap 
on the back to insure the precision fit. 
When ordering these protectors from 
SUTTLE, specify size of rubber gloves 
on which protectors will be worn. 
Prompt inspection service available 


through CHARCO. 


LOW COST 
SOURCE 
OF NEW 
REVENUES 


Use surveys prove that 
SUTTLE Drive-Up 
Booths are the most 
profitable outdoor tele- 
phone pay stations yet 
devised. Motorists phone 
from their cars and 
coin boxes jingle with 
increased revenues. A 
complete line of acces- 
sories — lights, signs, 
roadside indicators—stimulate use of 
these “Phone From-Your-Car” booths. 
Call or write SUTTLE for literature 
and prices on these low cost money- 
makers. ($99.50 ea.) 


EASY-TO-INSTALL 
COLOR CODED 
INSIDE WIRING CABLE 
Specify ANSONIA Inside Wiring 
Cable, Type 1255. You get economy 
plus ease of installation. Conductor, 
insulated with 12 mils of color-coded 
plasticized polyvinyl chloride, are 
paired and cabled with steel rip wire 
to facilitate stripping. Supplied in 22 
and 24 gauge (brown or ivory when 
specified) vinyl jacket with #29 rip 
wire. Be sure to get SUTTLE’s quote 

on your needs. 


Manufacturers, suppliers, and printers to Telephone Men — Since 1910 


For further information, specifications or 
quotations on these telephone supplies— 
write, wire or telephone— 


SUTTLE EQUIPMENT CORPORATION 


401 North 15th St., Lawrenceville, Illinois 135 S. La Salle St., Chicago 3, Illinois 
Phone: Lawrenceville 782 Phone: DEarborn 2-3108 
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October's 
“Girl of 
the Month’ 


She’s the young lady featured in our October 

advertisement —‘“‘It’s handy, low in cost, wonderful 
. a bedroom phone.”’ 

She’s appearing in a long list of nationally circu- 
lated magazines, and often in full color to show off 
her pretty pink bedside phone. 

These magazines have 70,000,000 readers 
throughout the country. That means people in areas 
served by all of America’s telephone companies will 
be told of the benefits of a bedroom extension —the 
step-saving convenience, the security at night, the 
lift to a busy girl’s morale. 

This ad should prompt many people to call! their 
local business offices for a bedroom phone. 


BELL TELEPHONE SYSTEM 








Commands attention anywhere! 


Kellogg Loud Ringing Belt 


Compatible with All Circuits...Complete Alarm Penetration 


A Kellogg Code 75 Loud Ringing Bell com- 
mands attention in any noisy or exposed loca- 
tion. This tried and proven attention-getter is 
compatible with all types of circuits—includ- 
ing high impedance ringers—without causing 
line unbalance. 

The Code 75 Bell is ideal for factories, foun- 
dries, mills, taxi stands, school yards, docks, 
construction sites, police or fire alarms. Its 
rugged construction will withstand every ad- 
verse weather condition. 

The entire unit is protected by an attractive 
rustproof and weatherproof cover and can be 
quickly mounted anywhere with only two 


Regional Offices and Warehouses: 


CALIFORNIA 

23 Broderick Road 
Burlingame, Calif. 

OXford 7-5780 

TWX SAN MATEO CAL 06 


GEORGIA 

1594 Southland Circle, N.W. 
Atlanta 18, Georgia 
SYcamore 4-2441 

TWX AT 351 


ILLINOIS 

4600 So. Tripp Ave 
Chicago 32, Illinois 
CLiffside 4-4300 
TWX CG 3296 


KANSAS 
7th & Sunshine Road 


MAyfair 1-4418 
TWX KC KAN 1055 


Kansas City 15, Kansas 


mounting screws. Available in harmonic, syn- 
chromonic, decimonic ringing frequencies, or 
imposed straight-line ringers. 

Ask your local Kellogg representative for 
complete information. 

Kellogg Switchboard and Supply Company, 
6650 South Cicero Ave., Chicago 38, Illinois. 
Communications Division of International 
Telephone and Telegraph Corporation. 
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CHICAGO, ILLINOIS 


rt 


MINNESOTA 

6100 Excelsior Blvd. 
Minneapolis 16, Minn. 
West 9-6715 

TWX MP 1195 


NEW JERSEY 
165 Prospect Street 
Passaic, New Jersey 
PRescott 9-3610 
TWX PAS 1067 


OHIO 

1555 West Fourth Street 
Mansfield, Ohio 
LAfayette 4-6511 

TWX MANS 0132 


TEXAS 

1515 Turtle Creek Blvd. 
Dallas 7, Texas 
Riverside 7-5191 

TWX DL 02 


ExPORT—165 Prospect Street, Passaic, New Jersey, PRescott 3-5100, TWX PAS 1067 


TELEPHONY 





EDITORIAL 


Our Future Service Responsibilities 


(Third of a series of four editorials addressed 
to the telephone industry-at-large ) 


AST AUGUST Congress passed, and the President signed, a so-called “rail aid” bill. 

It was designed to bail the nation’s railroads out of serious financial difficulties in 

which they now find themselves, due to adverse economic developments over the 
years. These include unfair competition and over-regulation. 

The new law gives federal backing for new equipment loans, some tax relief, and 
other much needed assistance to the railroads. But, there is widespread fear that all 
this may be too little and too late. And, there is the growing realization that more and 
more federal control must inevitably follow more and more federal financial aid. So, it 
is possible that the American railroads may yet slip into the morass of public ownership 
by default. 

How did the railroads get into such a shape? Railroad men, themselves, are very 
frank. Some of their troubles were of the kind which nobody could help, such as the 
coming of the private automobile and motor truck and, more recently, the airlines. But, 
there were other things which might have been helped with foresight. Forty years ago 
the railroads were secure as a profitable national industry. Their stocks and bonds were 
among the bluest of the blue chips. And, the regularity of dividend payments by such 
lines as the New York Central and the Pennsylvania compared favorably with the per- 
formance of prime telephone securities today. Does the mere invention of such a paral- 
lel suggest anything? 

It was about that time that the railroads—as a railroad industry man once said 
during a congressional committee hearing—went into a ‘‘Rip Van Winkle act.’’ The 
threat of competition from automobiles, buses, and trucks was not taken too seriously. 
It was pointed out, at that time, that there were relatively few miles of good highways 
on which these newfangled horseless carriages could even operate. And, so, instead of 
marking out and insisting on their own participation in the newer forms of common 
carrier transportation, the railroads—under Interstate Commerce Commission domina- 
tion and restrictive federal statutes—were confined to conventional track and roadbed 
operations. What has developed since then is too well known to repeat. 

It is a fair question to ask whether the telephone industry may not be today at 
just such a crossroad in the historical development of public communications service. 
Nobody, today, disputes the right of telephone companies to be in the strictly conven- 
tional telephone business. But, there are a lot of people disputing the right of telephone 
companies to engage in the newly developing forms of radio and other electronic-type 
communications—even on a common carrier basis! 

There is a real danger, here, that new and different forms of industry can be estab- 
lished which will eventually throw telephone companies out of the profitable end of 
much public communications business in years to come. The situation demands both 
vigilance and discipline within the telephone industry, along with a community of pur- 
pose which matches its obvious community of interest. 

All of us have seen—many with our own eyes—how the telephone business has 
grown and greatly changed in character since the days of Alexander Graham Bell. 
Years ago, the telephone industry’s goal was one telephone for every home. That was 
at a time when some companies were lucky to have a half-dozen telephones in a single 
city block. Today, the telephone industry’s merchandising objective is more likely to 
be in the order of one telephone for every major room in every house in America, and 
two or more subscriptions for every family-sized home or place of business. 

But, the time is not too far off when the industry must again raise its sights — 
when we will be talking about one telephone for every automobile or even every per- 
son! This means that the telephone industry will be going “off the wires” more and 
more, and into the realm of radio-telephony. This means that the industry must stake 
out its own preserves or be left behind in the race. Its public responsibilities are 
growing. 
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Civilization is fast moving into an era of greater dependence on new and faster 
forms of communications. We have seen how the era of steam and electrical develop- 
ment has freed mankind from much of the back-breaking burdens of physical toil, and 
has created a society of high living standards based on dynamic mechanical production. 
Now, the era of electronic and radio development promises to free man’s mind from 
such mental burdens as recording, computation, and other tedious routines, thereby giv- 
ing him more leisure and better equipping him to cope with the ultimate challenge of 
space conquest. 

For the telephone business there beckons a future of multiple new tasks in the 
realm of strictly public service communications. Already, automatic switching equip- 
ment has assumed the complexity and subtlety of large-scale computers. The advent of 
electronic switching has opened up such new possibilities as push-button dialing, cen- 
tralized answering and recording services, and other special business services and 
operational improvements. Already, radio-telephony points to individual telephone pag- 
ing service. The time approaches when two-way telephone communications between the 
home, the office, the shop, the plane, the train, and the auto will become commonplace. 

Already on the horizon are tremendous increases in the carrying capacity of telephone 
facilities which will come with the use of pulse modulation, wave guides, and other 
things now in the laboratory or engineering stage. We may logically expect that the 
telephone industry in the future will be carrying great masses of routine information 
—the “freight” of communications, so to speak—just as the railroads now carry the 
masses of physical freight transportation. Whole books and volumes of pictures, in- 
ventories, and case histories, in greatest detail, will be flashed around the world in a 
matter of minutes. Isn’t it clear that those to whom will be given the great responsi- 
bility for handling such business will be in the very center of things to come? This is 
not foreign to the present character of telephone service—it is simply a logical evolu- 
tion. The industry would be blind, indeed, if it did not follow up, aggressively, its 
manifest destiny as an indispensable public servant. 

To cash in on this, the industry must get away from the traditional “pair-of-wires” 
concept of telephone service. We no longer have a telephone business based on fixed 
installations on subscribers’ premises connected by a physical “pair-of-wires” with each 
other. The very continued use of the time-honored phrase “telephone station” could 
become a mental bloc, obstructing clear vision regarding the shape of things to come. 
This dynamic telephone business of ours is anything but stationary. And, there is a 
positive hazard in lazy thinking along outmoded lines. 

All this is not to suggest that the small Independent telephone company of today 
must necessarily concern itself with such complex matters as wave guides and electrical 
pulses. But, even the small company must concern itself with its own proper part in 
the picture—its position as a cog in the industrial machinery as-a-whole. The Bell 
System and the larger Independents have their work cut out for them, blazing the trails 
and securing the right-of-way, so to speak, for these new communication highways of 
the future. The role of the smaller Independent companies will be unfolded in due time. 
And, it will be an important and profitable role if proper planning and coordinating 
steps are taken now. But, both branches of the industry—Bell and Independent — 
must function cooperatively, or this golden opportunity will be frittered away. Worse 
yet, it may be scattered among numerous outside rival business interests already 
clamoring to pick up the pieces. 

To sum up, we must convince the public, the Federal Communications Commission, 
and Congress, if necessary, that this big and important job can be better done in the 
public interest by an experienced regulated communications industry than by an un- 
regulated bunch of newcomers or business opportunists. But, we must first convince 
ourselves what the score is. 


Before the telephone industry can even bid for general recognition and acceptance 
of these responsibilities by the FCC, or anybody else, there must be some fundamental 
agreement within the industry as to what these responsibilities are; or what they 
should eventually embrace. Telephone companies, large and small, cannot afford to go 
to sleep at this critical time. 


NEXT—“Setting the Industry’s Own House in Order.” 
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TTENDANCE at the 61st annual 
of the United States 
Independent Telephone Associa- 
held Oct. 12, 18, 14 and 15 in 
Chicago—equalled the record estab- 
lished at the 1957 convention. As in 
previous years, representatives of In- 
dependent compaines from every state, 
U. S. and territories, as 
well as from several foreign countries, 
attended the meeting. 


convention 


tion- 


possessions 


Emphasis again was placed by con- 
vention speakers on the many new de- 
velopments, equipment and techniques 
recently introduced in the telephone art, 
especially at the sectional conferences 

Accounting, Commercial, 
ing, Plant and Traffic. 


Engineer- 


Discussions centered around such sub- 
jects as merchandising and selling, Di- 
rect Distance Dialing (DDD) and its 
effects on the different phases of tele- 
phone company operation, supplying 
and other facilities for data 
transmission, mark-sensed toll tickets, 
application of electronic developments 
to telephony, and other new techniques. 


circuits 


The importance given to new equip- 
ment and developments was also em- 
phasized in the displays of manufac- 
turers and suppliers. The exhibits were 
“packed” all during the convention, 
which clearly indicated the interest in 
the new products by operating company 
personnel. The Independent industry, 
with its modernization programs and 
adoption of electronic equipment, is at- 
tracting the attention of many new sup- 
pliers as evidenced by the fact that at 
this year’s USITA convention there 
were 93 exhibitors, compared with 84 
in 1957 and only 50 in 1953—five years 
ago. 
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USHT 


Convention Report 


By R. C. Reno 


Also coming in for a big share of 
attention at the convention is the neces- 
sity for state regulatory commissions 
to recognize the need for higher rates 
and adequate earnings on the part of 
telephone companies if they are to con- 
tinue to attract sufficient new capital to 
finance new and expanded plants to 
adequately serve their communities. 


Telephone companies which have bor- 
rowed funds from the Rural Electrifi- 
cation Administration held a meeting 
on Oct. 12, prior to the general con- 
vention. The meeting, which is the first 
of its kind held at USITA conventions, 
was sponsored by the USITA REA 
Borrowers Committee, of which W. G. 
Winters of Houston, Tex., is chairman. 
Mr. Winters presided over the meeting. 


The Independent Telephone Pioneer 
Association also held its annual meet- 
ing on Oct. 14. The principal items of 
business were reports by President 
Richard N. Cole of Marion, O., and 
Executive Secretary-Treasurer Mayme 
Workman and various committees. 


The following Pioneer directors were 
elected: Douglas S. Guild of Honolulu, 
Hawaii; Berney Simner of St. Louis, 
Mo.; and Fred H. MacGougan of Mon- 
rovia, Cal. They succeeded Mr. Cole, 
R. J. Alter of Galesburg, IIll., and W. P. 
Strickenburg of Meadville, Pa. 

The Pioneer directors elected the fol- 
lowing officers: President, W. F. Miller 
of Des Moines, Ia.; vice presidents, 
E. M. Hiestand of Madison, Wis., and 
G. A. Hearne of Kansas City, Mo., and 
executive secretary-treasurer, Mrs. 
Workman. 


Secretaries of state telephone asso- 
ciations and chairmen of USITA Re- 


gional Small Company Committees also 
held meetings during the convention. 


Of interest to Independent telephone 
companies were two actions of the 
USITA board of directors. 


The board voted to rescind a resolu- 
tion which it had passed in March, 
1958, directing the USITA to intervene 
in FCC cases having to do with acqui- 
sitions of Independent telephone proper- 
ties by Bell companies. 


The resolution, passed in March and 
rescinded at the convention meeting of 
the board, among other things, pro- 
vided “that whenever there is an In- 
dependent telephone company, ready, 
able and willing to purchase Independ- 
ent property and provide adequate 
service in the public interest, in in- 
stances in which the purchase price 
offering is approximately equivalent to 
the offering price by a Bell company, 
the USITA shall intervene in any pro- 
ceeding before the Federal Communica- 
tions Commission . and shall also 
confer with any other interested federal 
agency, in order to protect the proper 
interests of the Independent branch of 
the telephone industry.” 


In another action, the board of di- 
rectors approved the continuation of 
the USITA national advertising pro- 
gram for next year, subject to con- 
sideration and action by the associa- 
tion’s executive committee at its budget 
meeting, to be held later this year. 


The board also presented retiring 
USITA president, Clive W. Haas of 
Big Timber, Mont., an inscribed gold 
watch in appreciation of his service and 
leadership as president during the past 
year. 
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H. A. BARNHART 


President 


KELLEY McNISH 


Third Vice President 


+ D. BROREIN 


Treasurer 


F. B. McHENRY 


First Vice President 


Mr. Haas also was presented a plaque 


by the association at the last session 
of the convention, expressing the or- 
ganization’s appreciation for his serv- 


ice. 


The following directors were re- 
elected by the convention: J. Ballard 
Atherton of Honolulu, Hawaii; E. G. 
Bellamy of Knoxville, Ia.; C. D. Brorein 
of Tampa, Fla.; H. E. Hageman of 
Lorain, O.; A. L. Hart of Kansas 
City, Mo., and C. C. Pearce of Riceville, 
Ia. 


New directors elected were: E. C. 
Gates of Minneapolis, Minn.; R. F. 
Lucier of Warsaw, Ind.; P. A. Nenzel 
of San Francisco, Cal.; H. G. Payne 
of Export, Pa.; R. E. Rudolph of 
Ellensburg, Wash.; R. J. Schafer of 
Pinconning, Mich.; K. L. Schroeder of 
Freeport, Ill.; H. M. Stewart of Cor- 
nelia, Ga., and H. W. Vaughan of 
Fayette, Ala. 


Other directors are H. G. Allen of 
Milton Junction, Wis.; F. S. Barnes 
of Rock Hill, S. C.; H. A. Barnhart 
of Rochester, Ind.; E. M. Blakeslee of 
Santa Monica, Cal.; H. R. Bollinge: 
of Waconia, Minn.; T. A. Boyd of 
New York City; D. H. Campbell of 
Rochester, N. Y.; E. H. Danne1 
of San Angelo, Tex.; L. D. Densmore of 
Lincoln, Neb.; R. J. Fegan of Junction 
City, Kan.; C. W. Haas of Big Timber, 
Mont.; M. M. Hale of Lincoln, Neb.; 
W.C. Henry of Bellevue, O.; L. W. Hill 
of Tarboro, N. C.; D. O. Hood of 
Medford, Ore.; F. G. LaPrade of Mar- 
tinsville, Va.; R. A. Lumpkin of Mat- 
toon, Ill.; F. B. McHenry of Jefferson 
City, Mo.; Kelley McNish of Bristol, 
Tenn.; A. J. Sordoni of Wilkes-Barre, 
Pa., and W. G. Winters of Houston, Tex. 

The USITA directors elected the 
following officers; President, Mr. Barn- 
hart; first vice president, Mr. McHenry; 


Cc. C. PEARCE 


Second Vice President 


Cc. S. BAILEY 


Executive Vice President 


G. C. RICHERT 


Secretary 
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USITA Executive Committee 
H. A. BARNHART, 
Ind., Chairman 

F. S. BARNES, Rock Hill, S. C. 
Cc. D. BROREIN, Tampa, Fla. 
R. J. FEGAN, Junction City, Kan. 
MERLE M. HALE, Lincoln, Neb. 
Cc. W. HAAS, Big Timber, Mont. 
F. G. LaPRADE, Martinsville, Va. 
R. A. LUMPKIN, Mattoon, III. 


FOSTER B. McHENRY, Jefferson 
City, Mo. 


Cc. C. PEARCE, Riceville, La. 


A. J. SORDONI, Wilkes-Barre, 
Pa. 


Rochester, 


second vice president, Mr. Pearce, third 
vice president, Mr. McNish, executive 
vice president, Clyde S. Bailey of Wash- 
ington, D. C.; Mr. Bro- 
rein; Richert of 
Washington, D. C., and assistant secre- 
Snyder of Washing- 


treasurer, 
secretary, George C. 
tary, Courtney S. 
ton, D. C. 


To provide a permanent record of 


the convention those 


who did not get copies of addresses and 


proceedings for 


for those unable to attend the conven- 


tion, TELEPHONY, as it 


has done in 
past years, is publishing, on succeeding 
pages, addresses given at general ses- 
with the ex- 
reports of 


addresses by 


sions and conferences, 
ception of the 


chairmen 


conference 
Hanson 
Baldwin, military editor of the New 
York Times, and Dr. M. Graham Clark, 
president of The School of the Ozarks, 
Point Lookout, Mo. 


The fact that the 
communications, is 


and 


world, through 
shrinking, is 
of the reasons behind the struggle for 
between the United 
the U.S.S.R., Mr. Baldwin said in his 


speech, ‘Where Do We Go From Here?” 


one 


power States and 


Pulitzer Prize winning Mr. Baldwin 
analyzed the world situation giving as 
othe the conflict: (1) the 
fact that whenever there are two super- 
like the United States and the 
U.S.S.R., history shows that a rivalry 
springs up between them; (2) the rise 
of nationalism; (3) 
(4) the creation of 
World War II; (5) local and regional 
problems; (6) the spread of industrial- 
ization; (7) 


reasons fo: 


states 


anti-colonialism ; 


new states since 


the technological revolu- 


tion; (8) expanding population. 
Considering all these sources of 
potential strife, how does the United 
States rate as a military power in re- 
lation to Russia? Mr. Baldwin believes 
that the United 


military power due mainly to its naval 


States is a stronger 


and nuclear superiority and also due 
to the fact that the U. S. 
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has un- 


rivalled industry and a superior air 
force. However, we do need more tacti- 
cal nuclear weapons and anti-submarine 
and aircraft weapons. Also, Russia has 
a greater advantage in its land army, 
How- 
visualize 
1960-1966. 


and Russia is getting stronger. 
Mr. Baldwin 


a superior Russia by 


ever, does not 

On the subject of the “Cold War,” 
Mr. Baldwin areas of the 
world, strengths 


lined up 


detailing our and 


weakne in each. 


He felt that Western Europe is the 
important area to the United 
States and he listed as its bright spots, 
NATO, Western 
fact that 

seems to be 


most 


and the 
DeGaulle, 
some 


Germany, 
under 
headed for 


France, 
renais- 


sance. On the minus side, is Cyprus. 


Middle East, Mr. 
said he felt that the United 
States’ sending of troops to Lebanon 


Turning to the 
Baldwin 
was an error. We were not opposing 
The trouble 
there was caused by a Moslem-Christian 
civil war, and as a result of our inter- 
vention, Mr. Baldwin thinks a 
friendly government in that 


communism in this action. 


less 
country 
may emerge. 


Problems in the Middle East, Mr. 
Baldwin said, are unsolvable in our life- 
time. We should put first things first, 
he said, and not insist on pro-western 
governments everywhere or 
The most we 
can ask for is neutralism with the im- 
portant things being our continued ac- 
cess to oil and the prevention of com- 


munist domination. 


oppose 
Nasserism everywhere. 


Going on to the Far East and Asia, 


New 
President 


H. A. 
Ind. 


USITA Officers 


BARNHART, 


Rochester, 


First Vice President 
FOSTER B. McHENRY, Jeffer- 
son City, Mo. 
Second Vice President 


Cc, C. PEARCE, Riceville, Ia. 


Third Vice President 
KELLEY McNISH, 


Tenn. 


Bristol, 


Executive Vice President 
CLYDE 8S. BAILEY, Washing- 
ton, D. C. 


Treasurer 
CARL D. 
Fla. 


BROREIN, Tampa, 


Secretary 
GEORGE C. RICHERT, Wash- 
ington, D. C. 


Assistant Secretary 
COURTNEY 8S. SNYDER, 
Washington, D. C. 


New USITA Directors 


Re-elected 
J. BALLARD ATHERTON, Hono- 
lulu, Hawaii 

E. G. BELLAMY, Knoxville, Ia. 
Cc. D. BROREIN, Tampa, Fla. 

H. E. HAGEMAN, Lorain, O. 

A. L. HART, Kansas City, Mo. 

Cc. C. PEARCE, Riceville, La. 


Elected 
E. C. GATES, Minneapolis, Minn. 
I 


R. F. LUCIER, Warsaw, Ind. 

P. A. NENZEL, San Francisco, Cal. 

H. G. PAYNE, Export, Pa. 

R. E. RUDOLPH, Ellensburg, 
Wash. 

R. J. SCHAFER, Pinconning, Mich. 

K. L. SCHROEDER, Freeport, Ill. 

H. M. STEWART, Cornelia, Ga. 

H. W. VAUGHAN, Fayette, Ala. 


Mr. behind 


Quemoy. 


Baldwin gave the history 


The world struggle for power is by 
no means over, Mr. Baldwin declared. 
However, there are cracks in Russia’s 
armor and slowly seeds are sprouting. 
There is the struggle for power between 
Russian leaders; Titoism is springing 
up, as in Poland; vested interests want 
to keep the status quo and are con- 
tributing to the rise of classism, and 
mass education has created questioning. 
What 
situation 


However, it is a slow 
about the 
in the meantime? 


process. 


can we do world 


All that is left for us, he felt, out of 
the alternatives of isolationism, stabili- 
zation by world order, war, and balance 
of power, is to keep a balance of power. 
This has been followed before and his- 
tory shows it has made for periods of 
stability. The United States must con- 
tinue to keep her military strength and 
her ability to fight any kind of war. 
The only course we can follow, he said, 
is collective security. 

The telephone industry, both with re- 
spect to customers and to employes, is 
very dependent on public relations, Dr. 
Clark, in his talk, “Getting Along with 
People,” emphasized. He outlined a 


technique for achieving better inter- 


personal relations: 


(1) Realize your dependence on other 
people and the extent of this depend- 
ence. Our complete technology has made 
us interdependent both materially and 
psychologically. 

(2) Be genuinely friendly 
resorting to backslapping 
compliments. 


without 
and false 


(3) See whatever the difference may 
be from the other fellow’s point of view. 
Many things depend on where you sit 
as to how you see them. 

(4) Practice the tenets of your faith. 
Dr. Clark said that we must do more 
than profess our faith glibly on Sunday 
and cast it aside the rest of the week. 
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INCE you elected me your presi- 

dent here a year ago, I have had 

many nice things happen to me. 
But, this occasion is, I think, the nicest 
of all. To be given the opportunity to 
stand here on this platform, to be able 
to look into the faces of so many key 
people in the ranks of Independent 
telephony, and officially to welcome you 
to this, the 61st annual convention of 
the United States Independent Tele- 
phone Association, is a great and happy 
privilege. The memory of it will stay 
with me for a long, long time. 

This has been a great year for Inde- 
pendent telephony and, if you will par- 
don a personal reference, this has been 
a great year for Clive Haas. It has, in 
fact, been the greatest year of my life. 

As your president, I have traveled 
far and wide. I have attended a num- 
ber of state telephone association con- 
At them, I have heard our 
problems analyzed by expert telephone 
men. I have heard these same men tell 
us what to expect in the future and 
how to prepare for it. I learned a lot 
about the problems of the telephone 
business that I never knew before. 


ventions. 


This afternoon, I want to look back 
for just a moment. In recent years, and 
particularly during the past year, we 
have read and heard much about rock- 
etry and the space age and how near 
we are to meeting up with the man in 
the moon. This is something I’ve 
wanted to do since I was a child, but 
now that the time approaches I’m not 
so sure. If any of you wants my place 
in the first space ship, I will gladly 
relinquish it, provided it has not al- 
ready been reserved by an enterprising 
newspaper editor in my state who is 


*Mr. Haas is 
USITA and is 
Telephone Co. 
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immediate past president of the 
President of Big Timber (Mont.) 


Independent 


Telephony 


Marehes On 


By CLIVE W. HAAS* 


conducting a “First-Man-into-Space” 
contest. He has asked his readers to 
nominate persons they would most like 
to have shot into orbit. One man nomi- 
nated his boss, another proposed his 
mother-in-law. And, a third man volun- 
teered to make the trip provided he 
could take along Brigitte Bardot! It 
is becoming painfully obvious that this 
first ship into space is going to be over- 
loaded. 

I became actively engaged in the 
telephone business just prior to the 30’s. 
It is with some nostalgia that I recall 
those days, which were uncomplicated 
by sputniks, hydrogen bombs, sublimi- 
nal advertising, and purple people 
eaters. True, there was a depression. It 
was a real and it 
through eight full years of frantic 
planning and pump-priming. But even 
so, the 30’s were relatively good years 
in which to live. 

We have come through 
beyond the 1930’s. We have witnessed 
a host of scientific breakthroughs which 
finally have provided man with the 
means of destroying himself and his 
world, or of opening exciting new 
frontiers undreamed of two decades ago. 


one, lingered on 


two wars 


The question of survival is, of course, 
basic. But life is than mere 
survival. If we survive, how shall we 
live? And, how shall we conduct our 
business? These, I think, are the para- 
mount questions that we want to con- 
sider here today. 


more 


Pleasant prosperity for almost every- 
one by 1982 is the happy prediction of 
today’s experts in many fields of busi- 
ness and science as they scan their 
statistical charts and progress reports 
through definitely rose-colored glasses. 
They say an way of life is 
coming filled with more leisure, more 
pleasure. Living standards will be 


easier 


higher. Though inflation is expected 
to continue, buying power will double. 
And, though the truly rich are expected 
to increase in number, there’ll be an 
even greater increase in the number 
of middle-income families. There will 
be many new job opportunities opening 
up, following the trend which has 
nearly doubled employment in the tele- 
phone industry during the last 15 years 
and has created many new types of 
telephone work. 


However, it will not be all work and 
no play. For, we are told, a big boom 
in recreation and travel is coming with- 
in the next 25 years. And things are 
going to be different in other ways. 
Many products, now standard, will have 
fallen by the wayside of competition, 
while others, now only dreams, will be 
pouring out to the buyer in a flood, 
because businesses of all kinds, includ- 
ing the telephone are 
spending billions of dollars on research 
to develop and better products. 
Fabulous gadgets for the home are in 
the offing. Predicted to come are stoves 
to cook in a flash without heat, windows 
that raise and lower themselves, house 
cleaning by button-pushing, foods pre- 
served indefinitely by irradiation, home 
air conditioning as standard as home 
heating is today, washers that clean 
clothes with sound—and everything 
automatic. 


And, what about the automobile? 
Lower, faster, smaller they will be— 
and twice as many of them in the 
1980’s as there are today. The suburbs 
will double in size, and we are going 
to be healthier, too! Cancer will be 
licked, heart ailments curbed, and there 
will be more help available for mental 
illness. Many diseases will be com- 
pletely cured. Our life spans will be 
substantially longer, and there will be 
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new 





Directors and officers of the USITA photographed during the 
luncheon following their convention meeting. 


remarkable advances in geriatrics, the 
science which makes life better for the 
which is what most of 
will be by that time. 


senior citizens- 


us in this room 


Effects on Our Business 


And the 
next question that naturally arises is: 


Sounds good, doesn’t it? 
How is all of this going to affect this 
remarkable, romantic and exciting busi- 
ness in which you and I engage our- 
I knew for if I 
would set myself up as a con- 
you all a fat fee 
you a lot of free 
advice as I am doing here today. 
Although it 
nothing is 


selves? I wish 


did, I 


sultant 


sure. 
and charge 
instead of giving 
still be 
except 


true that 
death and 
taxes, we do have definite patterns by 
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may 
certain 


which to chart our course. One thing 
we know for sure is that this country 
is going to grow and that the popula- 
tion is going to 
practically every area. 


rapidly in 
This, we know, 
will create demands for more and better 


increase 


telephone service. So we can start to 
get ready for substantial station gains 
without any hesitation whatever. 

If the and _ particularly 
those engaged in prognosticating popu- 
—~are correct, the Inde- 
telephone 
serving some 11 


prophets - 


lation increases- 
pendent industry may be 
million telephones by 
the end of 1960, and we may have in 
telephones 
by 1975, because the figures point up 
the startling possibility that the num- 
ber of telephones we have in 1960 will 


operation some 25 million 


more than double during the subsequent 
With the diffusion of this 
population over the entire land area of 
the country, particularly in the sub- 
urban and 


15 years. 


rural localities where so 


many of our companies located, 


and with the possibilities of increased 


are 


usage of telephone equipment promoted 
by aggressive sales and merchandising 
efforts, the future of the Independent 
telephone industry would seem to be 
very bright indeed. 

However, a quick look at some of the 
problems we face in meeting this tide 
of progress is a sobering one, and it 
fact that we 
afford to be smugly complacent about 
the job that confronts us. 


emphasizes the cannot 
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Telephone Business Changing 

What are some of these problems? 
Well, to begin with, most of us realize 
by now that we are face to face with 
a very important fact, and that is this: 
The very nature of has 
greatly changed and will continue to 
change. Our 
cerned entirely with voice transmission. 


our business 


business used to be con- 
Now we are becoming a universal com- 
munications system, providing facilities 
for the types of 
information and data by electrical 
wizardry. 
typewriter 


transmission of all 


These facilities include tele- 


service, facsimile service, 


telemetering service, television chan- 
nels, radio channels, picture transmission 
and all other private line 
Engineers tell us that within 
the next 15 or 20 
proportion of telephones, particularly 
business telephones, will be 
with adjuncts. The 


also, are experimenting to make closed 


forms of 
services. 
years a substantial 
equipped 
visual engineers, 
circuit television, data processing facili- 
other 
and 


ties, and electronic inventions 


available 
for short 


economically attractive 


distances. 


distant future, 


of our companies will be trying out a 


In the not too some 
completely new all-electronic switching 
system. Using transistors, this switch- 
ing 
computer. 


system is electronic 


Like 
memory 


actually an 
other 


devices. 


computers, it 
Like othe 
computers, it can be “programmed”— 
that is, into it the kind of 
memory want it to have. One of 
the really exciting things about 
switching is that 
system’s memory is relatively 
In other easily ar- 
ranged to provide different tailor-made 
different The 
contained in little 
graphic memory plates about an inch 
Believe it or not, 
this little plate can store 250,000 “bits” 


contains 


you put 
you 
elec- 
the 
simple. 


tronic altering 


words, it can be 


services for users. pro- 


grams are photo- 


and a half square. 


of information and can direct a lot of 
switching circuits. 


Engineers have told me some of the 
probable uses that may develop as elec- 
tronic switching moves out of the lab- 
They 


reliably in- 


oratory and into regular service. 
seem fantastic, but I am 
formed they are to be 
or lack of it 
detailing 


taken seriously. 
Time precludes me from 
today. But, the 
important point is that these new sys- 
tems will have a flexibility and versa- 
tility far that of 
switching apparatus. The great attrac- 


them here 


beyond existing 
tiveness of the new electronic technique 
is that it 
within a 


will permit many variations 


This 
will help us improve the art of 


practical range. equip- 
ment 
getting intelligence of one kind or an- 


other 
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across the miles. 


Left to right: 


Mayme Workman, executive secretary of Independent Pioneer 


Telephone Association: R. N. Cole of Marion, O.; retiring president of the Pioneer 
association; Clara Lousche of Springfield, Ill.;: and T. P. Roberts of Creston, Ia. 


Toll Transmission Improves 


Through the years, telephone research 
has developed long distance transmis- 
sion systems that carry more and more 
information. Years ago, for example, we 
how to send several 


learned conversa- 


tions simultaneously over one 
Then 


several 


pair of 
that 
conversations, 


wires. coaxial cables 


hundred 


came 
carried 
or, alternatively, a single television pic- 
ture. 

Next came radio 
could 


relay systems which 


handle even more information, 
and improved coaxial cables which could 
work as the 


now, in the 


do three times as much 


And, 


new 


earlier ones. offing 


we have a radio relay which will 
take care of more than 10,000 conversa- 


tions at the TV 


programs, plus 2,500 conversations! 


But 
of this road. 


same time or a dozen 


we still haven’t come to the end 
Under development in the 
laboratories is a new kind of long dis- 
tance transmission system a hollow 
copper tube called a “wave guide.” This 
is theoretically capable of handling as 
400,000 
time, or several hundred TV programs. 
Regular use of this kind of system is 
a long way off and much more develop- 


ment 


many as conversations at a 


must be done, but the potential 


is there. 


At the 


way to 


same time, we’re also on the 
the capacity of 
many local lines, as distinguished from 


long distance. 


increasing 


Up to now, this hasn’t 
been economically feasible, because all 
wide transmission highways have re- 
vacuum tubes, and the 


building 


quired cost of 
vacuum tube 


equipment on short routes has been too 


and operating 
great. Today, however, with transistors 


and other brand-new forms of minia- 
ture electronic apparatus, the prospects 


are very bright. 

What 
can foresee the day when we'll be able 
kind of 


long or 
every conceivable kind of infor- 


this boils 


down to is that we 


to communicate literally any 
information over any distance, 


short 


mation such as words, music, pictures, 


raw data, or mathematical calculations. 


Some of the things I’ve been talking 
about are starting now, some are near- 
farther in 
the future. They won’t all come at once, 
and they will all take time. But adding 
them all together, it seems certain that 


term prospects, others are 


In years to come communication 


W ill be of 


serv 
ices greater importance to 
We'll 
be serving more people, we'll be serving 
them in 
this 


size and responsibility. 


the community than ever before. 


more ways, and, naturally, as 


occurs, we'll continue to grow in 


In order to hasten the days when 


these new things will be practical for 


common use, engineers and equipment 
manufacturers, both Bell and Independ- 


ent, are spending millions of dollars in 





research and development. 


Modern research and development are 
no longer entirely dependent on isolated 
individual inspiration. In _ today’s 
scheme of things, it is a team effort. It 
takes money, 


cate machinery, the best 


vast quantities of intri- 
scientific 
brains that can be developed—all con- 
the task of 


improvements in a given area. Research 


centrated on producing 


has shown us that electronic switching 


holds 


advances not only in telephony, but in 


promise of many revolutionary 
the entire field of communications and 
For 


equipment 


controls. instance, transistorized 


switching with no moving 
parts will increase speeds of data trans- 
mission to a degree that seems fantastic 
in the light of present-day equipment. 
Much equipment will be miniatured to 
one-fifth its 
this is important—will be reduced right 
the line. A host of 


in telephone service will become com- 


present size. Costs—and 


down innovations 


mercially practical. 


Several important versions of exist- 


ing products either are in production 
thanks to the 


To cite just 


now, or soon will be, 


men of our laboratories. 


radio- 


TELEPHONY 


a few, a dial operated mobile 





telephone system was tried out success- 
fully this year. While the mobile radio- 
telephone is not new, this system will 


enable subscribers to originate or re- 


ceive local mobile radio station calls 


without operator assistance. A new and 
dial lighted 


introduced, 


improved telephone has 


just been along with a 
transistorized hands-free telephone 
which bulky 


eliminates the amplifier 


and control box. 

Today, long distance lines are alive 
variety of traffic than 
words. Electrical impulses, routed along 


with a other 
telephone circuits, are working all man- 
ner of miracles. They are automatically 
from all over the 
warehouse in St. 


transmitting orders 


country to a central 
Louis 
pipe 


ters 


telemetering the flow of a Texas 
transmit- 
flashing burglar alarms 
type fo 
three o2 


line—monitoring radio 
setting 
printing simultaneously in 
four different cities. 
Dynamic Growth Expected 
This broad new concept of telephone 
service is one of the factors behind the 
for the 


concept 


dynamic growth we 


telephone 


can expect 
This 


area of 


industry. pre- 


sents a wide challenge and 


opportunity. Developing equipment to 


handle, route, transmit and receive this 


ever-increasing volume of high speed 


traffic puts a real premium on creative 
engineering. New jobs will be created; 


more men and will be needed 


to fill them. 


fer new exciting career possibilities for 


women 


These innovations will of- 


scientifically and technically trained 
people in a vibrant and vital industry 
for a long time to come. 

that the 


line service will 


There is not much doubt 


demand for individual 
continue and even increase throughout 
into the 


Party line service, never pop- 


the country for many years 
future. 
ular, is just not adequate today in the 
average residence where the telephone 
usage is high. People of this day and age 
their 


in sharing a line with others. 


are too impatient to wait turn 
This is 
one of the many challenges to be met. 

How shall we respond to the job that 
lies ahead? We can respond with bold- 
timid 
If we are going to tackle the 


job with boldness and imagination, we 


and 


ness imagination, or with 


caution. 


are going to have to have good earn- 
ings, and that subject alone is a chap- 
ter by itself. regu- 
lated industry, build economically for 


How can we, as a 


the long-range pull if our earnings are 


not in keeping with other forward- 
looking businesses so as to allow us to 
compete with them in the money mar- 
ket? It 


we must 


is basic and fundamental that 
convince regulating commis- 
sions of the need for adequate earnings. 
To do the job that lies ahead will re- 


quire 
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various tools and instrumentali- 


Those instrumentalities at our 
disposal include the state telephone as- 
United States 
Independent Telephone Association. 
(While membership in our Association 


ties. 


sociations and our own 


has increased substantially during the 
past few years, there is still room for 
growth.) 


It has happy privilege to 
have served as president of both my 


been my 


state association and our national asso- 
ciation, and I want to say to each and 
every one of you here today that no 
company can afford not to be affiliated 
with 
ciation. 


both his state and national asso- 
As a member of the board of 


Elnathan Gates (left) of Minneapolis, 
Minn. and P. A. Nenzel of San Fran- 
cisco, Cal. 


directors of the United States Inde- 
pendent Telephone Association, I have 
long been familiar with its activities. 
I have known that these activities were 
fruitful, but I never really realized how 
fruitful they were until this last year 
during my incumbency as your presi- 
dent. 


Performs Many Services 
In truth, I have and 
astounded at the many services our as- 
sociation, through our full-time Wash- 
ington staff 
performed 
day. 


been amazed 


and our committees, has 


and is performing every 
I am sure that most of you know 
what these services are, and time does 
not permit me to go into detail. The 
detailed accounting is contained in the 
report of our agile, alert and competent 
executive vice president, Clyde Bailey. 
Copies of his report as usual are avail- 
able for distribution, and I hope each 
of you will take this report home with 
you and 
tirety. 


read it carefully in its en- 


However, there are one or two mat- 
ters of importance which emphasize the 
great work that our association is do- 
ing, and which are of great importance 


to everybody in the industry. I don’t 
need to tell you that our most impor- 
tant activity, at least the which 
means more to us in dollars and cents, 


one 


is that of obtaining for our companies 
Full 
realization of this was what prompted 
us a few years ago to employ the serv- 


our proper share of toll revenue. 


ices of a full-time toll engineer and to 
set him and his 
adequately-equipped department. 


associates up in an 
This 
step is paying off, and it will be even 
more compensating to our companies as 
time These and 
changes that I have been talking about 
this afternoon are going to make the 
negotiation of toll traffic agreements 
with the Bell System more complicated 
and more necessary than ever. 


goes on. innovations 


The problems facing Bell and Inde- 
pendent companies in toll 
matters are going to be more dependent 
than ever upon experts in this field. 


settlement 


A constructive start in that direction 
has within the past few 
months. As most of you know, a task 
force under the direction of USITA’s 
sub-committee on message toll compen- 
sation was called to Washington to pre- 
pare a USITA Separations Manual for 
Independent company use in reaching 
telephone message toll settlements with 
Bell These task 
force members removed their neckties, 
rolled up their sleeves and went to work 
on May 6, and they did not complete 
their job until Aug. 1. 


been made 


System companies. 


The new manual, which soon will be 
ready for distribution, includes separa- 
tion procedures following the principles 
set forth in the revised 1957 NARUC- 
FCC Separations Manual to the extent 
of their application to Independent com- 
pany operations. The draft of the new 
procedures written by the task force 
includes a detailed analysis of all items 
to determine their effect on _ special 
studies of message toll telephone busi- 
interchanged with Bell 
companies. 


ness 


System 


I am confident advantages will ac- 
crue to our operating companies in the 
form of substantially increased com- 
pensation for the use of our facilities 
in the 


messages. 


transmission of long distance 
Our association, and the en- 
tire Independent industry, owe a debt 
of gratitude to the task force members 
that we can fully repay, but I 
am happy this afternoon to be able to 
make this acknowledgment of 
their important services. 


never 


public 


Radio Increasingly Important 

Another phase of our business which 
is becoming of increasing importance is 
the use of radio. 


Realizing its poten- 

tial, our association employed the serv- 

ices of a full-time radio engineer. Those 
(Please turn to page 120) 
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Excerpts of Report of 


USITA Executive Vice President 


O ONE can review the activities 
N of the USITA without being 
aware of its increasing influence 
trade organization. No one 
part of the without 
being conscious of the profoundly im- 
portant effect of 
the characte) 


as a can 


be a association 


national forces upon 
Inde- 
Neither 


can anyone familiar with the operation 


and welfare of 


pendent telephone companies. 


of the association fail to be cognizant 


of its growing impact on national af- 
fairs with which 

The one of the 
most active in the long history of oun 
great This has true 
on the legislative front, on nationwide 
toll compensation 


it deals. 


past year has been 


association. been 


studies, on matters 
pending before the Federal Communica- 
tions Commission, and on many other 
subjects. In the various areas in which 
full time staff has 
functioned it has had the benefit of the 
warm cooperation of the association of- 
ficers, its 


the association’s 


committee personnel, and 
many persons connected with individual 
operating companies. We have also had 
the finest kind of support from the 
state associations. 
It has this 
that has enabled 
function in 


effort 
association to 
it has 


been cooperative 
your 
the efficient manner 


during the past twelve months. 


Toll Compensation 
Ranking high on the 
USITA activities 
pensation matters. 


agenda of 
is work on toll com- 

A report from our 
competent Toll Compensation and Set- 
tlements Committee will be available at 
this and our toll enginee) 
will deliver an address on the status of 


convention, 


toll settlements at our first general ses- 
sion. 


Investigation of FCC 
At the last session of Congress the 
House voted $250,000 to enable its In- 
terstate and 
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Foreign Commerce Com- 


By CLYDE 8S. BAILEY 


mittee to make an investigation of all 


federal regulatory agencies to deter- 


whether they 
laws as Congress 


mine are administering 
their intended. To 
conduct it a special Sub-committee on 
Legislative Oversight was created with 
Moulder (D., Mo.) as 
Speaker Sam Rayburn, who 
chairman of the main committee 
during the New Deal days of the 30’s 
when some of the agencies (FCC, FPC, 
CAB, SEC) were created, strongly sup- 


Congressman 
chairman. 


was 


ported the proposed investigation. Pro- 
fessor Bernard Schwartz of New York 
University Law School was chosen as 
the sub-committee’s counsel. 

The FCC 


agency to be probed. oe 


was chosen as the first 


Beyond any question the Commis- 
sion’s prestige may have been tempo- 
rarily impaired by the headlines the 
investigation produced. But it is im- 
portant to bear in mind that neither the 
sub-committee nor the main committee 
has yet sifted the many allegations 
that have Some of the 
charges are doubtless exaggerated. The 
question of interest to regulated indus- 
try and the public generally is what 
amendatory legislation will emerge 
after the investigation has 
pleted and conclusions have been 


been made. 


been com- 


drawn.... 


After 
ments to the Communications 


some recommended amend- 
Act are 
enacted and a code of ethics is adopted, 
I believe the atmosphere surrounding 
the commission will be clarified and its 
prestige will reach new heights. 
Lease Maintenance Case 
The so-called lease maintenance case 
(Docket 11972) continues to engage our 
active interest. In this proceeding, the 
AT&T a year ago filed tariffs with the 
commission 


offering on a common 


carrier basis radio communication 


equipment and facilities together with 


maintenance service to private com- 


munication systems. At 
gun before Examine) 
of the 


tracted 


hearings be- 
Bond in January 
current 


year the offering at 


large from 
which 


type of service to various users. 


opposition private 


firms have been furnishing this 


The opponents asked the commission 
to reject the Bell tariffs on the ground 
that the service contemplated is not a 
common carrie} They 
tended the Bell System is 
from this 
decree in the 
anti-trust 


one. also con- 
precluded 
under the 
AT&T-Western 


case which enjoins 


offering service 
consent 
Electric 
the Bell System from engaging in any 
which is not carrie} 


service common 


communication. 

The yea) 
ago sustained related intrastate tariffs 
offered by the Pacific Telephone & Tele- 
graph Co. Its has 
tained by the court of the 


California commission a 


decision been sus- 
supreme 
state. 


The 


users 


private communication 
have enlisted the 
interest of the Department of Justice 
which has written letters to the com- 
mission 


system 
sympathetic 


expressing its views but has 


not presented evidence. 


Our association, an intervener, has 
participated in the FCC hearings and 
will file a brief on the legal aspects 
at the Although Inde- 
pendent companies are not affected by 
the decree in the Western Electric anti- 


trust case, they are interested in having 


proper time. 


the lease maintenance service declared 
a common carrier one... . 


Growing Importance 
In addition to the lease 
case mentioned, there are several radio 


of Radio 


maintenance 


proceedings before the FCC in which 
has taken 
has 


our association a direct in- 


terest. Our purpose been to try 
to stake out a claim in the radio spec- 
trum for telephone company use on a 


The telephone 
TELEPHONY 


common carrier basis. 





maximum con- 
spectrum can 
come about only through the allocation 
of frequencies to telephone 
carriers, which by law have the duty 


industry contends that 
servation of the radio 
common 


and responsibility of serving the com- 
munication needs of the public at just 
and without dis- 


reasonable rates and 


crimination. 

Students of the application of radio 
have expressed the opinion that every 
Independent telephone company will be 
using this relatively new technological 
tool to some extent as a supplement or 
aid to its wire telephone service within 
the next 10 years, or will fail to keep 
abreast of telephone service demands 
or of the march of technology, or both. 


Evidence of the increasing use being 


made of radio by Independent telephone 


companies is attested by the fact that 
98 companies are now using this means 
to provide mobile radio telephone serv- 
ice or to supplement or replace inter- 
exchange land-line facilities. 

It is because of the growing impor- 
tance of the that a radio 
engineer was employed by our associa- 
tion on a full-time basis at the begin- 
ning of this year. 


radio tool 


The person chosen, 
Thomas R. Warner, has had a wealth 
of experience in the practical utilization 
of radio in the communications field. 
Member companies should feel free to 
write him for advice upon any problem 
within his sphere of duty. ... 


Maintenance Radio 
With the frequencies 
that spectrum that 
has physical and technical limits, it is 
impossible for the FCC to satisfy all 
demands, particularly with an existing 


scramble for 


exists in a radio 


policy under which allocations of radio 
frequencies are made on a_ piecemeal 
This is competing appli- 
cants are frequently frustrated. 


basis. why 

An instance in which the commission 
finally yielded to the entreaties of tele- 
phone companies is to be found in the 
June 23 of a Tele- 
phone Maintenance Radio Service. With 
frequencies now made available, tele- 


establishment on 
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Left to right: Dale Patrick of Frankfort, Ind.; James O’Connor of Star City, Ind.: 
R. V. Achatz of Aurora, Ind.; H. E. Purcell Jr. of Rising Sun, Ind., and Darwin 


Sayers of Star City, Ind. 


phone companies for the first time are 
permitted to use radio in connection 
with their construction and maintenance 
activities without at the same time 
being required to furnish a radio com- 
munication 
the public. 

The details of the Telephone Mainte- 
nance Radio Service were set forth in 
a memorandum prepared by our Mr. 
Warner and sent to all member com- 
panies last summer. . 


common carrier service to 


Microwave Case 
association is a party to the 
microwave radio proceeding pending 
before the FCC in Docket 11866 in- 
volving a number of issues of vital im- 
portance to our industry. At hearings 
held in the spring and summer of 1957, 
five USITA witnesses presented testi- 
mony in support of our thesis that 
communication common carriers should 
receive priority in the allocation of fre- 
quencies. They testified as to the im- 
perative need of Independent telephone 
companies for frequencies above 890 Mc. 


Our 


They also informed the commission 
of the detrimental effect which would 
flow from licensing private communica- 


tions systems to provide industrial 


Left to right: 
Ray Blain, Tr- 
LEPHONY’s techni- 
cal editorial direc- 
tor; O. L. Moody 
of New York City, 
and Francis X. 
Welch of Wash- 
ington, D. C. 


with radio facilities in a field 
traditionally occupied by telephone com- 
panies. ... 

In April 1958, without specific refer- 
ence to this proceeding and without 
prior notice, the commission issued an 
order which transferred the 890-940 Mc 
frequencies to government radio-posi- 
tioning operations as an urgent na- 
tional defense requirement. While this 
order prevented any further expansion 
and installation of stations by telephone 
companies and failed to provide an 
alternate frequency band for this vital 
service, it did permit continued use by 
presently authorized stations until 1961. 
Our association filed a Petition for Re- 
consideration Stay of this order 
until an alternate frequency band could 
be provided and recommended the 50 
megacycles immediately below 890 Mc 
as the most suitable replacement. 


users 


and 


On July 31, the commission released 
a further order denying our petition 
along with those of several telephone 
companies and of other interests. How- 
ever, the way was left open for further 
consideration of the use of 840-890 Mc 
by telephone companies by referring 
this proposal to another pending com- 
mission proceeding, docket 11997. 


Motorola Petition 

Another of the more important FCC 
proceedings in which we have found it 
desirable to take part is one involving 
a complaint filed in late July by Motor- 
ola and five maintenance and service 
organizations. ... 

The main target of the complaint is 
the Bell System inasmuch as 99 per 
cent of present mobile radio telephone 
subscribers are in Bell territory. There 
are, however, facets of the complaint 
which are of substantial interest to our 
branch of the industry. ... 

Among other things, the complain- 
ants contend: 


31 





(1) That common carrier mobile sys- 
tems should not be authorized as an 
adjunct to wire telephone exchange 
business. 


(2) That the public interest demands 
competition in the field without which 
independent manufacturers and service 
organizations will inevitably be preju- 
diced and ultimately destroyed. 

(3) That the commission should 
determine whether telephone common 
carriers should be required to permit 
private carriers to interconnect with 
their landline facilities. 


Motorola 
that refusal of interconnec- 
tion with telephone facilities makes it 
impossible for the private carriers to 


and its co-complainants 


point out 


offer a truly competitive service. 


The complainants assert that the Bell 
System under the consent decree in the 
Western Electric anti-trust case is pre- 
cluded from offering mobile radio serv- 
mainte- 
This particular matter is 
not one in which Independent compa- 
nies are directly 


ice equipment on a lease and 


nance basis. 
interested; but they 
are interested in a correct determination 
of the 
exact nature of such an offering in view 


broad legal question as to the 
of the fact that in their own territories 
a number of Independent companies are 
now providing this type of service and 
undoubtedly others may wish to do so 
in the future in order to meet demands 


being made upon them. 


Foreign Attachments 
Another attack on the foreign attach- 
tariffs 
was made in August when the Ameri- 
Radio-telephone Research Corp., 
Inc. filed a petition with the FCC relat- 
ing to its Microphone Control Unit. This 
device 


ment provisions of telephone 


can 


is a which according to the 
physically 


between the switchboard panel and the 


petition can be connected 
operator’s headset, and enables the op- 
erator in response to an incoming call 


to hold the call, use her headset for 


Left to right: R. M. Wopat of Northlake, 


both of Charlottesville, Va. 


paging or speaking over another com- 
munications system but not as a 


of it, and report back to the caller. 


part 


Any decision that might emerge from 
an investigation of this matter will have 
a bearing on the interests of Independ- 
Ou) 
tion at the proper time will 
the FCC a “Statement of Position” 
pointing out that the test of propriety 
of any 


ent telephone companies. associa- 


submit to 


foreign attachment is how it 
affects telephone service, and that unde 
any set of attach- 


furnished by the tele- 


circumstances the 
ment should be 


phone company and maintained by it.... 
Menomonee Falls Case 
The past 


ceeding 


year has witnessed a 
before the FCC involving the 
proposed acquisition of the Menomonee 


pro- 


Falls and Lisbon Telephone companies 
by the Wisconsin 
which 


sell, a proceeding in 
our and 
presented testimony in opposition. The 
Independent 


riphery of 


association intervened 
properties are on the pe- 
Milwaukee. Before it 
known that such an acquisition was in 


was 


Left to right: 
R. F. Lucier of 
Warsaw, Ind.; H. 
E. Hussey of Dur- 
ham, N. C., and 
L. R. Thurston of 


Harrisburg, Pa. 


ll.; J. R. Harper and Duane T. 


Swanson, 


prospect, ou) 
Nov. yy 


epo 


executive 

took 
t of an enlargement of the grounds 
Bell 


hereaftei 


committee or 
1957 cognizance of a 


upon which System companies 


would acquire Independent 
to include community of inter- 
The 
that 


advel S¢ 


property 
est and feasibility of integration. 
stated 
these changes appeared to be 
to the 
dustry 


committee by resolution 
nterests of the Independent in- 
and directed the association to 
intervene in any proceeding before the 
FCC that might evolve from them. 

Our board of directors in March 1958, 
that 


made in the 


directed intervention should be 


Menomonee pl oceeding. 


The nearing before Examiner John 
} 1958. 


C. Cunningham began on Apr. 23, 
It ran for 10 

days. Afte1 
22. Testimony 
Wisconsin Bell, the 
phone companies immediately involved, 
the Wisconsin 


full but not consecutive 
recesses it ended on May 
was presented by the 
Independent tele 


commission which had 
earlie 
USITA witnesses 


Thomas A. 


approved the acquisition, and 
William C. Henry, 


3oyd and Daniel DeHayes. 


The position taken by our association 


through its counsel and witnesses was 
that since there was another Independ- 
ent company ready, able and willing 
to acquire the Independent properties, 
provide adequate service and prepared 
to pay a purchase price substantially 
equivalent to that offered by the Wis- 
Bell, acquisition by the latte: 


would not be in the public interest. 


consin 


After the hearings were completed 
the Department of Justice at the sug- 
gestion of Chairman Emmanuel Celler 
of the House Judiciary Committee wrote 
a letter to the FCC calling attention to 
the anti-trust implications inherent in 
by the Bell 


the proposed acquisition 


company. 
At the time of preparing this report 


for our 1958 convention, an_ initial 
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decision by Examiner Cunningham was 
being awaited. 


Legislation 
I shall 


legislation 


refer to specific pieces of 
Suffice it for the mo- 
ment to say that the interests of Inde- 


pendent 


later. 
companies in legislative pro 
posals are such as to demand not only 


continued alertness but a united and 
cooperative front. 
(a) T« le phone Evrcise Tar. 


serve no useful purpose to suggest that 


It would 


the telephone industry may have delayed 
all-out 


too long Waging an campaign 
to bring about repeal of the telephone 
before the 
niked the world. 


paign 


excise tax Russians sput- 
That no general cam- 
was waged was due to the fact 
that, with held orders still on file, tele- 
find the tax 


a sufficient deterrent to telephone serv- 


phone companies did not 


ice demand. 

This 
part of the law of the land. 
effort 
under the leadership of its Tax Com- 


discriminatory tax remains a 


A valiant 
was association 


made by yout 


mittee to eliminate the tax last summe} 
when the excise and corporate tax ex- 
under debate in the 


tension bill was 


Senate. On an amendment presented 
by Senator Douglas of Illinois to repeal 
the tax on local service, the Senate 
decided to retain the levy by a vote of 
13 to 32. A 


had 


few minutes earlier the 


Senate voted overwhelmingly to 


repeal the 3 per cent excise tax on rail 
freight and 10 per cent tax on passen- 
ger tickets. Elimination of the passen- 


ger tax was later stricken by a con- 


Left to right: 
Lucille Russell of 
TELEPHONY: H. 
D. Fargo Jr., pres- 
ident of TELEPH- 
ony, and Kathryn 
Bauer of Jeffer- 
son City, Mo. 


ference committee. 

When the tax extension bill 
reported by the 
Means Committee it 


was 
Ways 


under a 


earlie) House 


and was 
closed rule which prevented House floo 
amendments. This made it necessary to 
take our fight to the upper branch. 
The reason the railroads won repeal 
of the 3 pe 
they 
economic 


freight tax is that 
sick 
had 


cent 


make up a industry whose 
much 
The 


telephone industry did not achieve tax 


woes been 


publi- 
cized and dramatized. reason the 
victory along with the railroads is that 
it could hardly claim it was confronted 
with the economic plight that assailed 


rail transportation. ... 

Defeat of the Douglas telephone tax 
repeal amendment caused the telephone 
industry to battle but not a 
war. It efforts to 
bring this 
criminatory levy on an essential service. 


lose a 
must continue its 


about elimination of dis- 


Later in the session when the Senate 
Finance Committee was considering a 


Left to right: J. E. Nelson of Lincoln, Neb.; Mrs. Donald F. Davison of Spencer- 
port, N. Y.; Mr. Davison, and L. H. Meyer of Ft. Wayne, Ind. 
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comprehensive bill making many tech- 
nical and administrative changes in the 
tax code, the telephone industry tried 
to prevail upon the committee to attach 
a termination date 
telephone tax. But, here again, victory 
was denied despite the fact that a ter- 


applicable to the 


mination date is already applicable to 
The 
Finance Committee was fearful that if 
date 


various other things and services. 


a termination were put on the 


telephone tax, would be ex- 
erted by still othe: 


mination 


pressure 
interests for a ter- 
their 
products. The Treasury Department is 
known to have been a stumbling block 


date on the taxes on 


also. Uncertainties arising out of the 
Middle East situation were likewise fac- 


tors contributing to the adverse decision. 


The way to green pastures and still 


waters on telephone tax 
individual 


complaints 


repeal is 


through subscriber demand 


aided by from consume} 


groups, chambers of and 
efforts 
telephone 
companies through keeping the tax sub- 


ject alive and making effective presen- 


commerce 
These 


supplemented by 


service organizations. 


must be 


tation of facts and arguments to mem- 
bers of Congress, not once but over and 
over again. 


Earlier I something about the 
telephone industry possibly having de- 


said 


layed too long the waging of a repeal 
campaign. 


Evidence of this is afforded by what 
happened in September a year ago. In 
that month the Federal-State Action 
Committee that was set up by President 
Eisenhower to see what could be done 
to reverse long standing trends of fed- 
eral aid to states, reached certain agree- 
ments. The committee consisted of the 
Secretary of the Treasury Robert D. 
Anderson and certain other top federal 
officials, and 10 governors headed by 
Governor Dwinnell of New Hampshire. 


(Please turn to page 132) 
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Status of Toll Settlements 


OLL SETTLEMENTS represent 
a substantial part of the revenues 
required by Independent telephone 


companies to discharge thei 
bilities to thei 


responsi 
customers. 

tele- 
with 


from message toll 
phone traffic alone, 
Bell System 
from approximately 12 million dollars 
in 1936 to over 186 
1957. These 


of the total revenues of our companies 


Revenues 
interchanged 


companies, has grown 


million dollars in 


dollars are 27 per cent 


for 1957, which amounted to about 697 
this 
should continue to grow as oul 


million dollars. Revenues from 
source 
customers increase and as they make 
service that, through 
faster, 


custome}! 


greater use of a 
methods, is becoming 
efficient 
to use. 

The 


from 


new more 


and easier for the 


dollars received 
thei 
tance to Independent companies made 


growth of the 


these revenues and impo 


necessary a unified approach to the 
settlements. In 
this 


deal- 


administration of the 
importance of 
task of 
industry 


recognition of the 
revenue the tremendous 
this 


ing with subject on an 


basis was 

USITA. In 
(USITA) 
Teletypewriter and Othe 
that 
the present Toll Compensation and Set- 


logically assumed by the 
1936, the 


established a “‘Committee on 


association 


Bell Special 


Services” 


tlements Committee. The committee and 
its sub-committees, on a voluntee 
have made continued 
in their efforts 


level of 


basis, progress 


over the years to in- 
crease the settlements to In- 
dependents and to provide the industry 
methods. As 


these 


with standardized study 
of the 
settlements for 


one yardstick success of 
efforts, 


telephone traffic interchanged with Bell 


message toll 


System companies has increased at 


was the predecessor of 


By M. H. ALEX ANDER* 


least 34 million dollars annually, based 
on the volume of tickets at each of the 
respective adjustment periods. 

We would be 
this time, pay 


remiss if we did not, at 
tribute to Ed Blakeslee, 
who as chairman of the committee 
1952, and to 
Roy Jarmon, who has been chairman 
of the that 
their efforts and 
plishments on behalf of the 


dent segment of the industry. 


from its inception until 


committee since time, fo. 


outstanding accom- 
Indepen- 
We are 
indebted to these gentlemen fo1 
this 


indeed 
the 


vitally important activity. 


guidance and counsel in 


In view of the tremendous demands 
on the time of the committee members, 
who also have responsibilities to their 
board of 
of the USITA authorized the employ- 
full-time 


in 1956, to 


own companies, the directors 
ment of a toll engineer on a 
make 


statistics for 


basis, beginning 
accumulate 


the use of the toll 


studies and 
committees and as- 
sist otherwise in coordinating the ac 
tivities of the toll 


sub-committees. 


committee and its 


Various methods are presently avail- 
able to any company to determine the 
message toll 
Bell 
A company may use cents- 
that 


were developed in 1956 based on studies 


amount of settlements fo1 
traffic 


companies. 


interchanged with System 


per-message average schedules 


of about 635 selected companies. A 


company may make a special study of 
determine the 


its own operations to 


amount of its settlements. A company 
other 


The latest figures 


may use previous schedules or 
types of agreements. 
indicate that 37 of our com- 
making thei 
settlements, 2,790 
nies are using the 1956 cents-per-mes- 


-fao 
965 


available 


panies are own special 


studies for compa- 


sage average schedules, while 


companies are settling on previous 


schedules or other types of agreements. 


Many of our companies, however, are 
critical of the 
the time lag involved in providing re 


level of settlements and 


vised settlements schedules for mes 


sage toll traffic interchanged with Bell 
System companies. Studies of company 
operations used in the determination of 
cents-per-message average schedules o} 
studies of toll 
settlements require detailed procedures. 
When the last 
completed in 1955, the procedures used 
this 


intended for in 


in individual company 


nationwide study was 


were prepared specifically fo. 
They 
dividual company use. 


As an 


Sub-committee on 


study. were not 


this 
Message 


answer to problem, the 
Toll 


the chairmanship of 


Com 
pensation, unde) 


A. W. 


preparing a USITA manual which will 


Lambert, is at the present time 


contain procedures underlying toll set 
traffic 
System 


message toll inter 
Bell 


When this manual with its procedures 


tlements fo. 


changed with companies. 
has been completed, which should be in 
future, and when it has been 
with the 


the Bell System and considered by the 


the nea} 
reviewed representatives of 
Toll Compensation and Settlements 


Committee, it will method 
that may 


panies in a study of toll settlements as 


prov ide a 


be used by individual com- 
well as providing procedures for stud- 
ies required for determining the cents- 
per-message average schedules that are 
majority of ow 


used by the great 


companies. 

The work involved in preparing the 
draft of this manual required three 
months of intense effort by a USITA 
task this 
working in the association’s headquar- 


force selected for purpose 


ters in Washington. The toll engineer 
coordinated the work of the task force 
Our 
tion and our industry are greatly in- 
debted to the members of the task force 
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and the sub-committees. associa- 





and to their organizations for thei 
participation in this 
The members of the task 
who this tremendous 
task, were Don Childers, Richard Gabel 
Everet Karlsson, 
at various times by Rod Andrews, John 


Evans and Ralph Shriner. 


very important 
project. 


force, undertook 


and with assistance 


I would like to 
} 


peinyg 


point out that every 


effort is made to produce pro- 


cedures that will recognize the require- 


ment of the smaller company for 


Needle ss to 


simplify a problem so varied 


sim- 
plification. 
difficult to 


Say, it 1s very 


and complex. 
The USITA 

pared wil 

the NARUC 


and 


manual now being pre- 
framework of 
manual that was 
1957. The previous 
NARUC manual adopted in 1947 was 
modified by the Charles- 
modified 


espect the 
revised 


adopted in 


two addenda 
ton Plan and the 
The 


addenda and 


Phoenix 
these 
recognizes the changes in 


revision includes two 
the operating characteristics of our in- 
that occurred since the 


The work of 


revised 


dustry have 
first 


preparing a 


was issued. 
draft of the 
under the direction of the 
Toll Rate 
NARUC. 
USITA 


System assisted in the 


manual 
man 
lal was 
Separations and 


Committee of the 


Disparity 
Industry 
and the 
preparation 


representatives of the 
Bell 
months of meeti: 

The NARUC 


adopted fo. 


os 


manual was initially 
separations to meet juris- 
dictional requirements and in view of 
the precedent an attempt has been made 
USITA 

feasible, the broad 
forth therein. F 


standpoint we as 


to have the 


to the 


manual recognize, 


extent prin- 
ciples set rom a settle- 
ments Independent 


companies are generally not so 
whether the toll 
interstate o1 
fain 


that we 


con- 
cerned as to that we 
originate 1s 


Qu 


intrastate. 
requirement is a share of the 


toll revenues originate and 


terminate with due recognition of ow 


increasing cost in providing this toll 
service. 

When speaking of toll in this sense, 
toll tele- 
phone service that is interchanged with 
the Bell 


we propose to 


I am talking about message 


manual 
We 
the importance of 


System. In our new 
recognize this fact. 
must also recognize 
adequate toll settlements from this in- 
The 
received from 
and if 
our settle- 


look only 


terchanged business. major por- 


tion of our revenues are 
exchange and toll 
from 


deficient, we 


two sources 
the revenues received 


ments are can 


to exchange revenues to provide the in- 
come needed to meet most of the bal- 
ance of our revenue requirements. 

We 


age of telephony. 


live in an increasingly complex 
We 


neto switchboards change to dial—op- 


have seen mag- 


erators change to machines—carrier 


and microwave replace wire and poles. 
increases the 


Each development 
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new 


cs ? 
Gl 
_ Ai on os 


Left to right: R. A. Lumpkin, Mrs. O. M. Westrup, Miss Helen Cannon and Mrs. 


R. D. Carlyle, all of Mattoon, IIL. 


detailed 
that 
investments In oul 


necessity for information and 


study to insure 


these new high 


cost properties are 


reflected in revised arrangements for 
our equitable participation in toll reve- 


nues. 


To point to one problem of this na- 


ture, the Sub-committee on Message 
Toll Compensation is reviewing settle- 
ments for automatically ticketed traffic. 
At this settlement 
for this type of 


negotiated 


time, arrangements 


have been 
individually by the 


involved. 


operation 
compa- 
nies obtained 
toll 


plan- 


Information 


from questionnaires sent by the 


engineer to companies 
this 


companies are on 


using oO} 
ning to indicate 
that a 


study 


use equipment 


few a special 
modifica 
tions of existing schedules while others 
1956 


basis, some are using 


are using the cents-per-message 
The Bell System 
representatives have prepared an illu- 
split that 


for settlements higher than the present 


average schedules. 


strative schedule provides 


N. C. Hasbrook (left) of San Francisco, 
Cal., and A. C. Herbert of Harrisburg. 
Pa. 


“B” schedule for 
traffic and a lowe) 


handled 
for auto 


manually 
settlement 
matically ticketed traffic. 
This split schedule 
ing studied. It is, 
tion of the 
Toll Compensation that, in the absence 


is presently be 
however, the posi 
Sub-committee on Message 
of adequate data to support this sched- 


ule, the present “B” dial schedule 


should apply. 

To properly analyze this subject, one 
requisite is the information that only 
this 
supply to the commit 


the companies who 
equipment 


tees dealing with the subject. 


are using 


can 


The new look of telephony goes fa) 
beyond our old definition. Conversation 
is not our only stock in trade today. 
We should be prepared to provide any 
communication service that our custom- 
Private tele- 


phone, teletype, data transmission, 


ers may require. line 
TWX, to name a few, are commonplace 
today. The new look of telephony must 
recognize the demands of our subscrib- 
ers for such services, as well as for ex- 
tended 
change service. 
tlement 
services 
Bell 

being 


and foreign ex- 
The necessity for set- 
arrangements for all of these 


jointly provided 


area service 


when with 


companies is constantly 
by the 


Services, 


System 
Sub-committee 
under the chair- 
Henry, so that 
for all of 
these will adequately recognize the part 


reviewed 
on Special 
manship of William C. 
settlement arrangements 
that our companies provide in furnish- 
ing the equipment and facilities needed 
the 
ments of our subscribers. I will not de- 
tail the status of all of these items but 
the report of the Toll 
and Settlements Com- 


to meet communication require- 


refer you to 
Compensation 
mittee. 

What is the position of our associa- 
tion in this picture? As a trade asso- 


ciation, it does for its members col- 


lectively what they find difficult to do 
(Please 143) 


turn to page 
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N DISCUSSING the future of 
there facts 
that we might keep in mind. First, 
the American farmer is willing to pay 
This 1S 


has 


telephony, are two 


for modern telephone service. 
no longer conjecture. It been 
proven in one area after another where 
up-to-date service has been made avail- 
able to farm families. 


In today’s farming and ranching op 
erations, a modern telephone is a prac- 
a farme! 
self-sufficient 
his neighbor in the city. 


tical business investment, for 
than 
He has to buy 
parts to keep it 
fertilize: 
clothes 


is not much more 


farm equipment and 


running; he buys seed and 


insecticide; he and 
fuel. 
he requires the services of a physician 
banker. 


has a telephone, he is in a 


and buys 


shoes and From time to time, 


or veterinarian or attorney o1 
Unless he 
real fix. He certainly doesn’t have time 
to run into town in the pick-up every 
time he has to talk with somebody. 


If it came to a debate on the ques- 
tion, I that a 
is even more of a necessity on the farm 
the city. A 
faces an emergency usually isn’t within 


would argue 


telephone 


than it is in farmer who 


shouting distance of a neighbor. 

Rural telephone service is no longe 
course. A 
non-farm people 
Many of them 
the 
accustomed to 


limited to farm service, of 


growing number of 
now rural areas. 
the 


they 


live in 


moved to country from city, 


where grew dial 
service. 


be sold 


rural 


These people do not have to 


when dial service comes to 


areas. In addition, there are a 


substantial number of business enter- 


Needless 


to say, they have to have telephones. 


prises in rural areas today. 


Rural people will pay for modern 


That 


two is that the rural 


telephone service. is fact numbe1 


one. Fact numbe1 


REA and the Expanding 


Rural Telephone Market 


By 


DAVID A, 


telephone market is getting bigger with 
More 
and businesses are developing in rural 
More 
switching to rural living. 
of our country 
rate of about 


each passing year. industries 


areas. town and city people are 
The popula- 
the 
3 million people a year, 
number of these 
live work in 


tion Is growing at 


and a large 
going to 
America. 


people 
are and rural 
facts 

market fo1 


rural 


These two point to a big and 
quality telephone 
How to meet 
this demand, quickly and efficiently, is 
a matter of continuous 
REA, but the government’s 
this task is limited. It is the 
business of industry to serve this rural 
market; it is the business of REA to 


help the industry. 


growing 
service in areas. 
concern to all 
of us in 
role in 


I am sympathetic with many of the 
difficulties which 
meet this market. 


you face in trying to 
I am aware that the 
cost of obtaining materials and provid- 
New 
methods 
and 
But I 


am also sympathetic with the predica- 


ing service keeps going up. de- 
velopments in 


bette 


equipment and 


mean trained personnel 


that is an additional expense. 
ment of rural families who are without 
service or whose service is inadequate. 

The telephone industry is an indus- 
try with a high sense of public respon- 
sibility. You for 
the difficult objectives of 
throughout the 
communications 


have set yourselves 
developing, 
nation, an 
network 
service standards. 


integrated 
with 
You have made sub- 


uniform 


stantial progress in this direction, and 
that 
This meeting and the topics 


you realize much more has to 
be done. 
on your agenda recognize the continu- 
ing need fo1 
further standardization, and for larger 
operating units. 


More 


very small systems and farmers’ 


closer coordination, fo1 


mergers and consolidations of 
lines 


will help make modern service a reality 


HAMIL* 


in more areas. Improvements In con 
for toll, 


operator office serv 


necting company 
for EAS, and foi 
ices should be mutually advantageous 


agreements 


to Bell, to Independent companies, and 
to mutuals and cooperatives. 

We all that 
erating a satisfactory communications 
network is 
deal of 
operation. 


know building and op 


going to 
hard 


require a great 
initiative, work, and co 
We that it is 
going to require substantial financing. 
It is in the that 


REA may be able to help you, through 


also know 


area of financing 
long term loans, to accomplish the task 
of rural telephony. 

When Congress amended 
Electrification Act to 
rural program, 


the Rural 
provide fo! a 
it set forth 
guidelines designed to be of the 


greatest possible usefulness, both to the 


telephone 
cleat 
telephone industry and to rural peo- 
ple. 
Let’s 


guidelines. 


take a look at some of these 
First, it the 


of Congress that adequate tele- 


was declared 
policy 
phone service be made generally avail- 
eo the 
availability of adequate telephone serv- 
the 
of rural users. 


able in rural areas assure 


ice to widest practicable numbe) 


” This is the area cover- 
age pl inciple so basic to both the REA 
telephone and 


it is a very important principle as fa) 


and electric programs, 


as rural people are concerned. 

Second, it was the intent of Congress 
to avoid duplication of telephone serv- 
ice in any rural area. 

Third, 


IS service In 


the 
rural areas, the Congress 


while primary objective 
provided that when it is determined by 
the 
order to furnish or 


rural 


administrator to be necessary in 


improve service in 
loans be made to 


areas, may 


systems without regard for geograph- 


ical location. 


Congress further provided that noth- 
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For unlimited service... 


COPPERWELD LINE WIRE 


Copperweld* is the best engineered 
conductor for long-life, long-span con- 
struction. It’s economical, strong, non- 
rusting, and easy to string. And Cop- 
perweld “talks better” than any other 
high-strength conductor. 

For short subscriber loops and sec- 
ondary toll lines use .080”-30. On toll 
lines and long subscriber loops install 
.104” -40. 


COPPERWELD GRIP-FLEX TIES 


Reinforce the conductor over the en- 
tire length of the tie, combat fatigue, 
and assure uniformity of construction. 
These preformed ties are strong, non- 
rusting, simple in design, easy and 
inexpensive to apply. Copperweld 
Grip-Flex Ties are made for line wire 
sizes from .080” to .165”. 


*trademark 
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COPPERWELD STRAND 


Economy and convenience are two 
big features of Type M Guy and Mes- 
senger Strand. Recent developments 
in research and production have en- 
abled us to produce this new, low-cost 
strand that’s permanently strong, non- 
rusting, and easy to handle. 

Maintenance and replacement end 
when Copperweld Type M Strand is 
installed. 


COPPERWELD INSIDE WIRE 


When the job calls for the best, lead- 
ing telephone companies use Copper- 
weld Inside Wire. It has good con- 
ductivity, pliability, and high strength 
to withstand frequent flexing and long 
duct pulls—yet the cost is low. 

Copperweld Inside Wire is avail- 
able in 2,3, or 4-wire twisted or jacketed 
construction. 


— Eee eet tree he ee eee eee 


wearer tan 


COPPERWELD DROP WIRE 


For uninterrupted service, string Cop- 
perweld — the strongest drop wire 
made. Its thick copper covering, Mol- 
ten-Welded to an alloy steel core, 
assures excellent conductivity and 
long, stretch-proof life. No. 18 Copper- 
weld Drop Wire, with a_ breaking 
strength of 400 pounds for the pair, 
has the ruggedness to withstand heavy 
ice and wind loads. 


COPPERWELD GROUND RODS 


For permanent grounds, de- 

pendable the year ‘round, 

use Copperweld—the only 

ground rods with a thick 

copper covering insepar- 

ably Molten-Welded to a 

strong steel core. They pro- 

vide stiffness for easy driving and rust 
resistance for long life. Copper-to- 
copper contacts throughout assure low 
resistance. For your protection, each 
rod is stamped “Copperweld.” 


COPPERWELD STEEL COMPANY 


WIRE AND CABLE DIVISION, GLASSPORT, PA. 
For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


LEADING DISTRIBUTORS 





ing in the act should be construed to 
deprive any state commission of juris- 
diction to regulate telephone 
which is not subject to 
the Federal 
State retain juris- 
diction, and they are to be commended 
for the fine spirit of 
helpfulness 
worked 


REA. 

REA important 
cern when it makes a loan to expand 
or improve service, and that is the se- 
curity of the loan. We 
ourselves that the 
fore we approve it. 


service 
regulation by 
Communications Commis- 


sion. commissions 


cooperation and 
have 
with 


with which they 


with our borrowers and 


has one very con- 


must satisfy 


loan is feasible be- 


After a loan is approved, our chief 
interest in a borrower continues to be 
the security of the loan, and our best 
loan security, of course, is a well-man- 
aged business. In all of our dealings 
with borrowers we recognize that each 
is an independent business enterprise. 
I assure you that we have neither the 
staff nor the desire to manage a tele- 
REA is 
primarily a banking institution; it ex- 
pects its borrowers to look after their 
own affairs. 


phone company or cooperative. 


Of course, where help is 
needed and requested, we are glad to 
provide it. 


The best way to find out how REA 
operates is to ask the management of 
one of our borrowers. I think they will 
assure you that we are no more med- 
dlesome than any other group of bank- 
ers. 


It is from this point of view that I 
would like to tell you about the prog- 
ress made to date under the rural tele- 
phone program. The first loan was 
approved in February 1950. By the 
end of September 1958, about half a 
billion dollars in REA loans had been 
approved to 625 telephone borrowers— 
417 commercial companies and 208 co- 
operatives. These loans will enable the 
borrowers to construct 286,000 miles of 
line, to provide new or improved serv- 
ice to more than one 


million farmers 


Left to right: H. 


A. Cunningham of Albany, N. Y.: R. C. Reno, TELEPHONY’s 


editor; D. L. Solomon of Washington, D. C.; Vivian Ryden, circulation manager 
of TELEPHONY, and A. J. Stults, TELEPHONY’s advertising manager. 


other rural subscribers 


more than 2,000 exchanges. 


and through 


This is truly a nationwide program. 
REA telephone borrowers are located 
in 44 states and Alaska. They had, by 
the end of fiscal year 1958, completed 
construction of 144,556 miles of line. 
They were providing new or improved 
than half a million 
subscribers and they had placed 1,635 
automatic exchanges in operation. 


service to more 


Telephone loans reached their high- 
est level during the last fiscal year, 
when loans totaling 89.2 million dollars 
were approved to 204 individual tele- 
Of this 


were new borrowers. 


phone borrowers. number, 66 


The record of our borrowers in meet- 
ing their loan obligations is good, and 


I am satisfied that it 
improve. 


will continue to 
Currently, 14 borrowers are 
in arrears a total of $369,000. Compare 
this with 21 
$513,000 a year ago, and you can un- 
why I am confident of the 
growing financial strength of the tele- 
phone organizations using REA’s long- 
term financing. 


borrowers in arrears 


derstand 


Much of the great strength and wide 
public acceptance of both the REA 


electric program and the telephone 


Left to right: 
E. L. Carter of In- 
dianapolis, Ind.: 
L. F. Shepherd of 
Erie, Pa., and 
H. D. Holderness 
of Tarboro, N. C. 


program stems from the fact, I think, 
that they have been administered on a 
businesslike through the years. 
In the past, we have been able to turn 
criticism to understanding with reason 
and facts. I hope we will always be 
able to do that. 


basis 


bor- 


less for 


REA 
paying 
the money they borrow from the gov- 
ernment than the has to 
pay on Many re- 


Many of you know that 
rowers are currently 


government 
its own obligations. 
gard this as a subsidy. 


what 
worth 
cost of 


convinced that it is not 
a thing costs but what it is 
that matters. Whatever the 
bringing electricity and 
phone service to rural America, it is 
worth every penny of it. At the same 
time, it is true that, any way you fig- 
ure, the expense to the 
ernment on loan 
ceeded the 
government. 


In the interest of the program, I 
feel that from this time on, it 
be an advantage, rather than a handi- 
cap, to pay the cost of money to the 
government for 


I am 


modern tele- 


interest 
REA 
interest 


gov- 
has ex- 
we have paid the 


funds 


would 


loans. I am 
stating this view to electric borrowers 
meetings. Many 
rural electric people tell me that they 
agree. They say that from now on they 
want to pay their way with an inter- 
est rate that reflects the cost of money 
to the government. 


needed 


at current regional 


Admittedly, an increase in interest 
rates might be more difficult for some 
borrowers under the telephone program 
than 


program. 


for those under the older electric 
suggest that it 
would be wise for all systems financed 


However, I 


by REA to consider this question care- 
fully. Perhaps a plan can be worked 
out that is constructive and defensible. 
I think it is always better to take the 
offensive, rather than to attempt to de- 
fend a that 
in the long run. 


position seems untenable 


(Please turn to page 146) 
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Operating Challenge 


To REA Borrowers 


By E. C. 


WEITZELL* 


(An REA Conference Address) 


AM HIGHLY honored to have the 
l privilege of appearing before this 

nationwide assembly of REA bor- 
rowers, and to be able to bring you the 
greetings of my associates and Admin- 
istrator David Hamil. I am sure that 
he would like to be here this afternoon. 
All of us in REA are proud of the 
progress that the telephone borrowers 
have made during the past eight years, 
and we forward to the 
growth and development that must take 
place during the years ahead. 


are looking 


REA borrowers are an unusual group 
Only a few 
years ago many of you were non-exist- 
ent, others 


of business enterprises. 


were small family enter- 
prises without much hope of growing 
into effective communications systems, 
and all of you lacked the necessary fi- 
nancing to carry out programs of rural 
and im- 


needed. 


communication development 
that 


Congress stepped 


provement were sorely 
into this picture in 
1949 and provided the rural telephone 
loan program, through which each of 
you has been commissioned to perform 
a public service to the rural people of 
America that was not otherwise being 
provided. 
ment 
you 


The story of your develop- 
is typically American. Each of 
is doing what would be the 
except for the partnership 
with your companies that the Congress 
made possible. 

REA breaking all 
precedents insofar as the financing and 
development of rural telephone service 
are concerned. The conversion of farmer 
lines, family enterprises and the small 
mutual systems into modern dial tele- 
phone systems almost overnight is the 
type of thing that could only happen 
in a great country 


im- 
possible, 


borrowers are 


such as ours. 


*Mr. Weitzell is Chief of 
ind Loans Division of REA 
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I elephone Operations 


Sometimes the temporary delays and 
the growing pains that all of us suffer 
may seem unnecessary and unfortunate. 
Ir fact, some of them may have been. 

On the other hand, when we stop 
to think, we must realize that the In- 
dependent telephone industry had de- 
pended on somebody else for so long 
that it had a dearth of leadership in 
almost every line of activity. 
ment weak, and 
non-existent in many companies. Quali- 
fied engineers few and far be- 
tween, and adequate long-term financ- 
ing was not available. When we think 
back over this situation, the companies 
which here today are 
proud examples of the rejuvenation and 
rehabilitation that must take place 
throughout the Independent telephone 
industry. 


Manage- 
was accounting was 


were 


you represent 


W. G. Winters of Houston, Tex., chair- 
man of USITA REA Borrowers’ Com- 
mittee. Mr. Winters presided over the 
conference of REA borrowers at the 
USITA convention, 


REA Borrowers Do Job 
REA borrowers, as small businesses, 
are doing a job that many said couldn’t 
be done. But, now it is being done— 
in a manner 
adequate than ever before. 


more complete and more 


It has been only a few short years 


ago when “area coverage’ was more 


Recently, this 
term has become universally employed 


or less a naughty word. 


to express the aim of providing rural 
telephone service to the widest practi- 
cable number of rural subscribers. This 
is the job that Congress has commis- 
REA and its 
through the provision of 
credit, essential to the 
rural utilities. 


Each day and month brings about 
new challenges to the small companies 
and cooperatives that are shouldering 
the responsibility for providing rural 
communications service. REA borrow- 
ers are not only keeping up with the 
larger companies in providing a stan- 
dard of service second to none, but they 
are pioneering new fields and new 
frontiers. For example, many industry 
people assumed that the small compa- 
nies should not own and operate toll 
facilities. With proper and adequate 
compensation available this concept is 
being modified completely and Independ- 
ent companies and cooperatives are 
taking their place in the provision of 
every type of communication facilities 
needed in rural areas. Extended area 
service, as a method of integrating the 
rural and town portions of a single 
community of interest, is another fron- 
tier which REA borrowers, in particu- 
lar, have pioneered during the last sev- 
eral years. Although much progress 
has been made toward providing ex- 
tended area service on a proper and 
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sioned borrowers to do 
long-term 


financing of 





equitable basis, much more remains to 
be done. 

REA forging ahead 
on numerous fronts, including the de- 
velopment of new concepts in rate-mak- 
ing; 
methods of buried plant, new and im- 
proved 


of 


borrowers are 


the development of improved 


and standards 
F construction equivalent to the best in 
the industry. 


line materials; 


To many, the developments and ac- 


complishments of the rural telephone 
companies and cooperatives are aston- 
ishing. It is hard to believe that these 
newcomers are taking their places as 
full-fledged companies 


and systems with the ability to meet 


communication 


their responsibilities as first-class mem- 
Whereas, the In- 
formerly 


bers of the industry. 


dependent companies were 


classified as switcher companies, you 
are providing convincing proof that this 
type of operation is gone forever. In- 
cidentally, it may take a while to get 
the word around, but later 
it will be that the switcher- 


type of relationship between commun- 


sooner 01} 


apparent 


ity centers and the surrounding rural 
areas is an antiquated, inefficient and 
unsatisfactory method of providing tele- 
phone service. It is increasingly ob- 
vious that the company which assumes 
the privilege of serving the community 
center also should recognize its respon- 
sibility for serving, on an integrated 
basis, the surrounding rural areas upon 
which the community center depends. 

REA borrowers have foremost 
in their leadership in integrating both 
the rural urban portions of the 
communities of interest for which they 


assume responsibility. 


been 
and 
Your leadership 


have a stimulating 
effect on the entire industry. 


will, undoubtedly, 


How Do You Do It? 
The story of REA borrowers in mod- 
ern rural telephony may seem too good 
to be true! The unconventionality of 


Left to right: Howard Bersted of Chicago: Ralph Odegard of Menomonee Falls, 


Wis.: J. W. Holt of Stillwell, Okla.: 
Clark of Rochester, N. Y. 


providing 100 per cent debt financing to 
small businesses, such as your compa- 
nies, is surely in conflict with the financ- 
ing and credit principles which many of 
And, I have heard it 
said, many times, that such a practice 


us were taught. 


is unsound and doomed to failure, along 
with the companies involved. 

Here, REA are 
pioneering in the field of utility financ- 


again, borrowers 
ing. Since telephone service is normally 
provided on a monopoly basis, and not 
subject to the usual competition, it is 
quite apparent that the source of capi- 
tal does not fail- 
ure. The important question is—can we 
make it pay? With the supervision 
regulatory bodies and the tech- 
nical assistance provided through REA 
and the industry’s trade associations, 
there 


determine success or 


of our 


would seem to be no reasonable 
REA 
meet their debt service re- 
though their debt 
may be substantially 
than is considered proper as a 


basis for believing that borrow- 
ers cannot 
sponsibilities, even 
equity 
higher 
basis for 


ratio 


conventional private financ- 


Left to right: R. D. Featherstone of Arlington, Va.; A. O. MacLane of Anchorage, 
Alaska; M. B. Simonson and Col. R. Waters, both of Arlington. 
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Morris Burton of Tyler, Tex., and F. M. 


fact, the REA 
borrowers, to date, is decided proof of 
their ability to do the job and do it 
well. 


ing. In experience of 


often 
attribute 
the success and progress of REA bor- 


Financing is basic, but too 


there may be a tendency to 
rowers to financing alone. Complete 
and adequate financing on terms suit- 
able to the job to be 


of course. 


done is essential, 
But money alone is not all 
that it takes to make a rural telephone 
system successful. 
First, 


represent an 


it’s got to be large enough to 
effective and efficient op- 
erating unit. Many of our rural tele- 
phone systems are still too small, and 
they should make every effort to expand 
in keeping with the 


growing demand 


for revenues as a basis of operation. 
However, size is only one of the several 
factors that may contribute to success 
or failure. 
that the 


successful 


Frequently, we hear it said 
absolute for a 

telephone company is 500 
1,000 2,000 
All of these can’t be correct, and, 
in fact, none of them is. The particu- 
lar circumstances involved, 


minimum size 


stations, stations, or sta- 


tions. 


including 
the character of management and the 
demands for determine the 
possibilities for success in any particu- 


revenue, 


lar case. 

Most important of all, the long-term 
success of a rural telephone enterprise 
will depend on the quality of service 
that it provides and the soundness of 
the organization and management 
which Again, REA 
rowers have pioneered the field in pro- 


operates it. bor- 
viding adequate engineering, as a basis 
for their financing program and as a 
basis for a continued maintenance and 
operations activity. It is not unusual 
to have it said that the Independent 
telephone companies got along without 
all this engineering before REA came 
along. We would agree that they got 
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along, but not very well, and part of 
their lack of progress can certainly 
be attributed to the fact that adequate 
system planning was absent from the 
conventional method of operation. The 
adoption of basic construction and 
maintenance standards, which do not 
permit gold-plating but which provide 
facilities capable of rendering first-class 
communications service, should enable 
REA borrowers to meet the long-term 
operating challenge in a most success- 
ful fashion. 

In this connection, permit me to re- 
mind all REA borrowers and appli- 
cants of their responsibility for close 
supervision of all engineering and con- 
struction work. It is essential that es- 
tablished standards be closely followed. 
To fall below is to sacrifice quality and 
to exceed is to unnecessarily increase 
costs. The retention of existing usable 
plants offers substantial cost reduction 
possibilities that may frequently be 
overlooked. 

A major aim of the REA program 
has been to keep per-station invest- 
ments at an optimum level and to 
achieve a standard of construction that 
will minimize operating and mainte- 
nance costs. This, in turn, should make 
it possible to render service over the 
long period to the widest practicable 
number of rural subscribers at reason- 
able rates. This is the operating chal- 
lenge which every REA borrower as- 
sumes the responsibility for meeting. 


Management And Operations 


It has often been said that manage- 
ment is the weakest aspect of Independ- 
ent telephony. Now that more ade- 
quate financing is being provided, this 
statement would seem to have 
much validity. The character of the In- 
dependent industry, with its thousands 
of small companies, cooperatives, and 
low earnings, has not been conducive 
to the development of leadership, man- 
agerial skills and operating personnel 
trained in the technology of modern 
telephony. Consequently, you, as REA 
borrowers, have been faced with the 
need for developing and training per- 
sonnel, along with the expansion and 
improvement of your plant. Consider- 
ing the many obstacles you have faced, 
you have come a long way. 

Management, whether it’s good or 
bad, consists of many elements that ap- 
pear intangible to the average person. 
What do we mean when we say to each 
other that we must improve this factor 
that is so essential to the success of 
our several enterprises? And, I might 
add, so important to the security of the 
REA loans. Briefly, management may 
be defined as “the guidance given to a 
business enterprise.” 


Let’s put the microscope on manage- 
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ment for a moment. In order to provide 
adequate guidance, we must know 
what’s going on. How do we know 
what’s going on? Adequate accounting 
and internal controls are paramount in 
this first step toward good manage- 
ment. Without accounting there can 
be no operating reports, and without 
controls we cannot know what is hap- 
pening to materials, equipment and the 
time of the employes under our super- 
vision. 


Of course, it’s useless to know what’s 
going on if we don’t do something about 
it when the need is evident. Fre- 
quently, we have suggested to REA 
borrowers that if they do not already 
provide operating reports every 30 days 
for managerial guidance, they should 
establish such a practice immediately. 
More important, however, is the desir- 
ability of knowing what is in these re- 
ports and of using them as a basis for 
the decisions which management must 
make today and tomorrow. As you 
analyze these reports, you will develop 
new ideas and more efficient methods 
for handling your day-to-day activities. 
The creation of new ideas is the es- 
sence of management and the lifeblood 
of a successful business. 


In your business, what is next year 
likely to bring? Have you a plan and 
a budget as a guide toward the future, 
upon which your current decisions and 
actions are based? If you haven’t, I 
doubt that you know where you’re go- 
ing! The budgeting of revenues and 
expenses and the planning and budget- 
ing of capital improvements is essen- 
tial to a soundly managed company. 
Monthly operating reports and annual 
budgets should become a regular prac- 
tice of each and every REA borrower. 


What are your personnel policies? 
Have you established a training and 
safety program? Do you concern your- 
self with the welfare of your employes? 
Unless you do, you can hardly expect 
them to be concerned about the welfare 
of your business. If every employe in 
your organization is not selling tele- 
phone service and promoting your com- 
pany in his everyday life, you are wast- 
ing one of your greatest resources. 


There’s probably no other business in 
which public relations and the quality 
of service rendered are so important 
as the telephone business. Communi- 
cations is your only reason for being, 
but, unless the job is performed as 
your subscribers want it, the grapevine 
of malcontent and disrespect may climb 
all over and smother your telephone 
company. 


Most important of all, perhaps, is the 
financial guidance that management 
provides to an enterprise. The long- 
time success of your business will de- 


pend on whether you build adequate 
reserves for depreciation, replacement, 
and contingencies that might face your 
organization in the years ahead. The 
strength of the REA financing program 
will depend on whether you, as borrow- 
ers, build net worth on the basis of 
sound financial planning and whether 
you meet your debt service to the 
United States Treasury. Your prog- 
ress, to date, is gratifying, but we must 
plan to move ahead. Stagnation is the 
sentence of death to any business en- 
terprise. 


Demands For Rural Service 

The alertness and capacity of man- 
agement will determine its ability to 
meet the ever-increasing and changing 
demands for rural communications 
service. As the population increases 
and spills over, more and more, into 
the suburban and rural areas of the 
country, we are certain to find that our 
subscribers are going to be less satis- 
fied with the present quality of tele- 
phone service. 


We can see the trend toward the 
elimination of multi-party service in 
many areas, and the provision of only 
one and four-party service for all sub- 
scribers. The increasing demands for 
telemetering and data transmission by 
all types of activities within our serv- 
ice areas make it imperative that In- 
dependent companies and cooperatives 
be prepared to provide the ultimate in 
communications service. The servicing 
of SAGE facilities, CAA installations 
and many other activities dealing with 
the security and defense of our coun- 
try, and mobile service for numerous 
types of business enterprises will re- 
quire an increasing amount of our at- 
tention. If REA borrowers are able 
to keep up with these many demands, 
they must plan ahead. 


During the course of developing our 
long-term financing programs, a num- 
ber of practices and concepts have re- 
quired changing. For example, the old 
practice of expensing system exten- 
sions, rather than to capitalize them, 
has been one of the leeches of small- 
system telephony. This leech has bled 
our small companies lifeless by the 
gradual elimination of their rate bases. 
Together with the failure to establish 
adequate reserves, many small compa- 
nies were left without capitalization 
and without the basis for obtaining 
conventional financing. It is important 
that practices of this type be eliminated 
at once. 

Small companies and cooperatives are 
involved in another rapidly changing 
scene. We have already referred to 
the fact that you are no longer in the 
switcher class. You must, and you 


(Please turn to page 144) 
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T IS A pleasure for me to partici- 
] pate in this, the first REA 
rowers conference, to be held as a 
part of the USITA convention. Perhaps 
the reason my name is on the program 
is that I have for 
chairman of our association’s Commit- 


bor- 


some years been 
tee on Problems of Small Companies. 
That committee, and the 14th Regional 
Small Company Committees whose ac- 
tivities are coordinated by it, have for 
some years been on the firing line in 
attempting to assist our smaller operat- 
acquitting their public 
obligations in a_ satisfactory 
manner. We think some good has been 
accomplished from these efforts, but we 
know full that much 
be done. 


ing units in 


service 


well remains to 


It is to draw attention 


to the importance of the business in 


unnecessary 


which we are engaged nor to the in- 


strumentalities used in it. So vital is 


telephone service that, over the years, 
state legislatures have seen fit to pro- 
and 
through public agencies which we know 
as public utility commissions. In 1920, 
Congress enacted legislation dealing 
with the interstate regulation of tele- 
phone companies, and in 1934 it created 
the Federal 
sion and transferred regulatory author- 
ity to it while at the same time con- 
ferring expanded controls. 


vide for its regulation control 


Communications Commis- 


Following World War II, increased 
emphasis was given to the communica- 
tion needs of the country by the intro- 
duction of legislation enlarging the 
jurisdiction of the REA by empowering 
it to make loans for telephone purposes. 
In a declaration of policy accompanying 
the telephone loan amendment to the 
REA act, signed by the President on 


*Mr. Henry is President of Northern Ohio Tele 
phone Co., Bellevue, O 
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We Are All Part 


of a Great Industry 


By WILLIAM C. 


(An REA Conference 


Oct. 28, 1949, the 
United States said: 


Congress of the 


it is hereby declared to be the 
policy of the Congress that adequate 
telephone service be made generally 
available in rural areas through the 
improvement and expansion of existing 
telephone facilities and the construction 
and operation of such additional facili- 
ties as are required to assure the avail- 
ability of adequate telephone service to 
the widest practicable number of rural 
users of such service.” 

Nine years have elapsed in the mean- 
time. Under generous appropriations 
made by Congress a total of $495,396,- 
015, almost a half billion dollars, has 
up to Sept. 1, 1958 lent to the 
various kinds of telephone borrowers 
declared eligible by enacted law. The 
number of borrowers today is 619. This 
large sum of money affords eloquent 
evidence that there was in fact in the 
judgment of the Congress a need for 


been 


a public source of money to provide 
telephone service for vast numbers of 
people. I think it must be evident to 
at least everyone that without 
such a source many people now enjoy- 
ing telephone service in sparsely settled 
areas where service by commercial com- 
panies was not economically feasible, 
would be without it today. 

I have 
But from 
evidence as I have seen, it seems appar- 
ent that the REA is going to be with 
us for a long time. The fact that some 
people look with horror upon the gov- 
ernment being in the lending business 
is beside the point. The Congress of 
the United States in its 
judgment enacted the law. The lending 
agency is here. It is not a theory. It 
is a fait accompli. 

As a director of USITA, I am glad to 
say that all of these borrowers are eli- 
gible for membership in our great or- 
ganization. Not only are they eligible, 


now, 


I am not a prophet. 
pretended to be one. 


never 
such 


composite 


HENRY* 


iddress ) 


but our board of directors, by two reso- 
lutions, has directed the waging of a 
campaign to induce REA borrowers to 
affiliate. The invitation to join is ex- 
tended to every entity providing tele- 
phone service—commercial companies, 
cooperatives, mutuals, limited dividend 
corporations, and any others. It 
not make any difference what the legal 


does 
status of a borrower is, so long as it 
part of what we regard as the 
Independent, or non-Bell 
the telephone industry. 


is a 
segment of 


Now, I am well aware that in 
tain quarters not completely familiar 
with the workings of the USITA, it is 
that the USITA sought to 
prevent the enactment of a telephone 
I may as well tell 
you there was a well defined and definite 
view in much of our industry, back in 
the late ’40’s, that telephone companies 
on the whole were doing an acceptable 
job in putting telephones in rural areas 
and on 


cer- 


asserted 


lending amendment. 


farms as well as in the cities 
and that, given time, the job could be 
accomplished without government as- 
sistance or aid. 

That opinion 
tained. It was entertained at a time, 
not long after the end of the war, when 
the government was already heavily 
overloaded with debt which had reached 
unprecedented proportions, when inter- 
national commitments were positively 
staggering, and when the American 
people were shouldering taxes the mag- 
nitude of which threatened the 
tinued existence of a free economy, if 


was earnestly enter- 


con- 


not a free nation. 

I think it is certainly evident that 
the event has proved that the postwar 
telephone service job has been done 
faster with the help of REA financing, 
than it could have been done in the ab- 
sence of government aid. 


But, there were some special reasons 
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back in the late ’40’s, if you will pardon 
a brief turning back of the clock, why 
telephone was re- 


lending legislation 


sisted. If you had been charged with 
the duty, as some of us were, of dealing 
with that legislation, I am confident you 
would have done what was done by 
others in an attempt to resist the legis- 
lation, in the form in which it was orig- 
inally presented, and until certain 
definitely harmful provisions were 


eliminated. 


As the bill was first drawn and con- 


sidered at congressional committee 
hearings, its terms were broad enough 
tele- 
I want to 
what I am talk- 
because it was my duty to 
honest and careful study to the 
bill’s terminology. Under the bill, as 
originally presented, it would actually 
have 


to produce public ownership of 
phone facilities and service. 
that I know 


ing about 


tell you 


give 


been possible for municipalities 
to borrow REA money to go into the 
telephone business either by buying out 
an existing company or by building a 
new telephone plant to be operated in 
competition with the existing commer- 
cial one. 

Where is the man bold 
today as to be willing to say that such 
public ownership should be encouraged 


who is so 


as a part of congressional policy, in a 
nation of free dedicated to the 
preservation of a free economy, a na- 
tion that has long led the world in the 
development and use of telephone serv- 
which then had 
and still has more telephones than all 
of the rest of the world combined? Yes, 
the public ownership provisions of the 
original telephone amendment to the 
REA act were objectionable, and they 
objected to with all the force 
the telephone industry could bring to 
bear. 

And, where is the who in his 
considered judgment would be willing 
to say that the provisions of the bill 


men 


ice, indeed a nation 


were 


man 


Left to right: A. J. Falk of Washington, D. C.; G. A. Schumacher of Indianapolis, 
Ind.; R. D. Pontius of Rochester, Ind., and Russell Hirschman of Indianapolis. 
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Left to right: F. W. Hamper of Marion, O.; E. M. Blakeslee of Santa Monica, 


Cal.; 


in effect authorizing competition in the 
telephone business in individual com- 
munities is in the public interest? Com- 
petition in the telephone business went 
out with the and buggy. The 
public did not want it because it found 
it was necessary to have two telephones 
and pay two different rates in order to 
be able to reach all The 
provision in question was additionally 
the competition 
been possible would 
furnished through 
palities in many cases. 

There other bad fea- 
tures in the legislation, features which 
I am sure you would have objected to 
if you had been on the legislative firing 
line. 


horse 


subscribers. 


because 
would have 
been 


objectionable 
that 
have munici- 


were certain 


I shall refer to only one more. 
The bill in its original form had this 
totally illogical and unworkable fea- 
ture: It provided that the REA admin- 
istrator in making loans “shall, insofar 
as possible, obtain assurance that the 
telephone service to be furnished 
will be made available to the widest 
possible number of rural users at rates 
which are within such users’ ability to 
pay.” 


L. F. Roberts of Washington, D. C., and Herman Sondoy of New York City. 


Those “within such users’ 
ability to pay,” naturally gave concern. 
What did they mean? The bill set forth 
no standards to guide the administrator 
in reaching his determination. Was it 
the financial ability of the poorest sub- 
scriber on the line? Was it to be the 
richest? Was it to be an assumed aver- 
age of the financial ability of all the 
subscribers? Or was it to be merely the 
best guess the administrator could 
make? What would be the impact of 
such provisions upon the rate making 
authority of regulatory commissions? 
How much would the users’ ability to 
pay have a bearing on the question of 
economic feasibility and repayment of 
telephone loans? 


words, 


Admittedly those provisions also were 
bad. Congress thought so too, after 
objection and arguments were presented 
at committee hearings. These provi- 
sions, like the ones relating to public 
ownership and competition, were elimi- 
nated. The intention of Congress to 
avoid duplication was spelled out. 
Other satisfactory amendments 
adopted by Congress before legislation 
was finally enacted. What happened 
then so far as the USITA was con- 
cerned? A member letter from the 
Washington office of our association 
dated Oct. 21, 1949 carried this lan- 
guage: 


were 


“The bill in the amended form now 
agreed to by both branches represents 
the judgment of Congress as to what 
is required. It is recognized that the 
bill may be of some help to certain 
small companies which have encoun- 
tered financial trouble. 


“As American citizens with a belief 
in majority rule, telephone people will 
accept the verdict that has been ren- 
dered. The managing body of our 
association, our board of directors at 
our convention in Chicago last week 
decided that the imminence of legisla- 
tion in the democratic way now calls 
for an offer of cooperation by our 
association to the REA in the carrying 


(Please turn to page 122) 
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FIRMLY believe that the various 
| departments of the telephone in- 
~ dustry have always considered the 
accounting department to be one of the 
necessary evils involved in their opera- 
tion. I am also have fre- 
quently heard the comment that ac- 
counting, and especially the 
handling revenue billing, has not 
changed materially in the last 30 years. 
Let us review this 


sure you 


section 


statement and set 


out some facts. 


Thirty years ago the majority of the 
revenue accounting functions were han- 
dled by the local cashier or some other 
commercial personnel in each exchange 
or district office. The charges from the 
toll tickets were posted manually to a 
toll statement and at the end of the 
toll month the toll statement was totaled 
and the associated local service charges 
made a part of a telephone statement. 


These telephone statements were 
rarely mailed to subscribers but 
retained in the local office until the 
subscriber made payment at which time 
one portion of the statement was used 
as a receipt and the second part held 
to proof out the cash. This billing pro- 
cedure made it possible for all the ex- 


our 


changes to prepare charges on a calen- 
dar months basis. Later in the 1930’s 
toll billing machines came into the pic- 
ture. This made necessary a centrali- 
zation of the revenue billing work and, 
as the volume increased, the inception 
of cycle billing came into existence. 


The tremendous station growth and 
volume of toll traffic offered after World 
War II, and continuing in the early 
1950’s, have made it necessary to initi- 
ate studies for the further mechaniza- 
tion of the revenue 
These studies 


accounting 
that a 


job. 


indicate major 


*Mr. Todd is Secretary and Treasurer « 
ern Ohio Telephone Co. of Bellevue, O 
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Meehanization in 


Toll Tieketin 


and Billing 


By W. H. TODD* 


(An Accounting Conference Address) 


portion of the economy of the mechani- 
zation lies in developing source informa- 
tion that can be read by machine. Since 
toll largest 
portion of such source information, they 
are the biggest problem. It is an ac- 
cepted fact that billing for local service 
charges is readily adapted to a punched 
card method of handling. 


tickets comprise the pro- 


A number of Independent companies 
have either installed or are considering 
the installation of central office equip- 
ment to handle Direct Distance Dialing 
(DDD). The installation of DDD equip- 
ment by various areas of the Bell Sys- 
tem makes it important that 
we, in the Independent segment, con- 


doubly 


tinue to keep pace by engineering and 
installing the most modern equipment. 

In the years immediately ahead, vari- 
ous studies reveal that the installation 
of DDD equipment will only mechanize 
about one-half of the toll message vol- 
ume and the balance will still be opera- 
tor ticketed. This 
mandatory that 
to develop methods of converting toll 
tickets into a form that could be read 
by machines. 

These indicated that key 
punching from manually prepared toll 
tickets was too expensive and did not 


condition made it 


studies be conducted 


studies 


provide the type of billing service re- 
quired. This method of handling toll 
tickets makes each ticket a new source 
item each month repetition of 
use could never be The only 
methods which seemed to be practicable 
were to “ 


and 
realized. 


capture” the operator pulsing 


The of the USITA Ac- 
counting Committee Chairman 
I. J. Devoe will be published in 
a later issue. 


report 


by means of some forms of operato) 
AMA, or 


information 


have the operator write the 
in machine readable form. 


Since mark-sensing is a means of 
allowing the operator to write in ma 
chine readable form, and accounting 
equipment to process mark-sensed tick- 
trial of this 
All other sys- 
require extensive equipment de- 
sign and will probably not be available 


for some time. 


ets is now available, a 
system was undertaken. 


tems 


A trial of mark-sensing should have 
at least the following objectives: 


(1) Determine the economics and 
feasibility of a system of mark-sensing 
toll tickets by the operators at the 
switchboard. 

(2) Conduct tests at operator train- 
ing positions. 

(3) Assemble the information devel- 
oped by traffic, commercial and account- 
ing operating methods. 

(4) Evaluate the 
installation. 


The mark-sensing 
program requires some modification of 
the switchboard equipment in use and 
rearrangement of work 
and procedure in the traffic, commercial 
and accounting departments. 
briefly discuss these items. 


results of the 


installation of a 


also a loads 


Let us 


Switchboard modifications required 
for mark-sensing are relatively small. 
The primary requirements are larger 
ticket compartments to 
mark-sensed tickets. The Calculagraph 


accommodate 


must be modified by changing one 
handle and cutting a notch in the base 
Also ticket 


larged or provided for use in various 


plate. slots must be en- 


types of key shelves. The use of pneu- 
matic tubes and ticket filing positions 
is not required. 


The traffic department operating 
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sizes for cables up to 
2.2” in diameter 


Reliable now offers Ready-Access Cable Terminals in two sizes 
for use with plastic jacketed, plastic insulated cables. 


Catalog Series 100 — for cable up to 1.2” O.D. 
Catalog Series 200 — for cable from 1.0” to 2.2” O.D. 


Catalog Series 100 and 200 units are easily installed and easily 
maintained terminal and splicing facilities. Up to four 6-pair 
Reliable Catalog No. 105 Terminal Blocks can be added to both 
Series Terminals, or the space can be used for loading coils. 
The flexible neoprene cover is conveniently folded back, as in 
upper illustration, while internal wiring is altered to meet 
changing requirements. 


You will get interesting details by writing 
for Product Data Sheet No. 17, 
featuring Ready-Access Cable Terminals. 


CTRIC COMPANY *® FRANKLIN PARK, ILLINOIS 
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practices are relatively unchanged and 
the training of operators can be largely 
confined to the development of mark- 
The best 
for this is in actual operating. 


sensing techniques. training 
There- 
fore, the preliminary training need not 
be greater than 
When office 
it is contemplated that a few operators 
would be trained in advance and there- 
after the rest of the 
trained in small 


one or two days pei 


operator. cutting over an 


force would be 
groups daily and 
placed on the switchboard the next day. 

An important part of the operators’ 
development in attaining proficiency in 
mark-sensing would be a review of the 
When 
possible a mark-sense detector machine 
should be located in the traffic office fon 
more ready reference of the difficulties 
The 
little 
with 


tickets rejected by the machine. 


incurred. cost of a mark-sensing 


pencil is different in when 


cost 
compared 
ball 
of mark-sensing 


slightly 


mechanical pencils o1 


point The actual traffic cost 
tickets 


present 


pens. 
might be 
higher than 
work 


and furnished from accounting depart- 


cost, but 


certain other can be eliminated 


ment records. 


Some of the potential benefits accru 
ing to the traffic department would be 
the elimination of ticket 
traffic volume 
analysis, automatically done by account- 


sorting, prep- 


aration of counts and 
ing department, as well as peg counts 
The 
automatic computation of elapsed time 
and charges would eliminate the work 
frequently done by traffic forces except 


and similiar statistical studies. 


on calls from coin telephones and those 
on which the time and charge is to be 
quoted. Since completed tickets will not 
filed 
it is contemplated that no charges will 
be quoted on calls after the tickets have 
left the switchboard positions where the 


be sorted or in the central office, 


calls were handled. 


In introducing mark-sensing to the 
department, there are a 


number of matters you should conside1 


commercial 


in order to maintain good customer 


service and facilitate the handling of 


Left to right: Tom Laming of Tonganoxie, Kan.; William Holt of Milan, Mo.: 


B. R. Barger and William C. 
of Rochester, N. Y. 


contacts. Mark-sensed tickets are large) 
and more bulky, which creates a filing 
problem. may be to trim the 
ticket to toll ticket size. An- 
other alternative is to retain the mark- 
tickets in a 
furnish 


One way 
regulal 


sensed centralized point 


and information to the com- 


mercial personnel when requested. 
There 


having the mark-sensed toll tickets in- 


are definite advantages in 
terpreted in the accounting operations, 
especially if customers use an extensive 
number of toll calls monthly. If mark- 
sensed tickets are to be forwarded from 
the local exchange to a centralized point 
and later returned to the 
office for 


for billing 


commercial reference pur- 


poses, it 1S necessary to secure appro- 
The trans- 
tickets is 
inconvenient than is 
with the type of 
Arrangements should be 


priate mailing containers. 


portation of mark-sensed 
more costly and 
experienced 
ticket. made 
with the public information department 
for bill inserts which should inform the 
that he is to 


type of toll bill and local service state- 


present 


subscribe. receive a new 


ment. 


4 
< 
The accounting department is certain 


to inherit its share of problems in this 


program. Basically, the mark-sensed 


Left to right: 
John Martin of 
New Holland, Pa.: 
J. K. Stoltzfus of 
Birdsboro, Pa.: 
Mrs. Bertha B. 
Eaby of Ephrata, 
Pa.; James Mur- 
ray of Birdsboro: 
J. H. Blair of 
Ephrata, and 
Amos Hartz of 
Birdsboro. 


Harris, both of Lexington, N. 


C., and Henry Sheve 


card must be designed to provide the 
as does a 1A ticket. 


It contains mark-sense positions for the 


same information 


operator 
tion, the 


to record the originating sta 
type of call, the 


means of 


class and 


conversation time and some 


recording the terminating point. 


Two methods are most 
used for the later, the first 
have the operator mark the area code 


commonly 


being to 


as well as the CO Alpha designation. 
The mark- 
sensing positions to the most frequently 
called points and provide for key punch- 
ing those which listed 
on the card. Some 55 terminating points 


second method is to assign 


points are not 


can be shown on 
this provide for an ex- 
tremely high percentage of calls from 


any toll 


Most of the presently 
also contain a facsimile of a 1A 


any given card and 


number will 


center. 


cards in use 
ticket 
as a part of their make-up. This pro- 
the toll 


information 


vides operator with space to 


record any such as credit 
card numbers, third party, Enterprise, 
The 


contain 


etc. card must, of course, also 


card column assignments as 


well as interpreter headings. 

Next, I like to 
you the procedure followed by the reve- 
nue accounting section. The cards re- 
traffic first 
through a punch equipped to read mark- 
With this step the data can 
be emitted into card as it is 
The then 


to determine if they require any manual 


would discuss with 


ceived from are processed 
sensing. 
each 
punched. cards are sorted 
punching as to terminating point. They 
then 


card by originating point. This master 


are sorted behind a master rate 


ecard contains the following information: 


(1) Place called. 


(2) Basic and overtime rates (Day 
and night). 
(Please turn to page 147) 
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egulation 


and 


By JOHN F. 


(An 


discussion I have undertaken to 


approach the subject in the follow- 


P CONSIDERING the topic for this 


ing manner. 


First, I shall discuss certain aspects 
of accounting as it relates to the public 
utility industry; and, second, I shall 
present some discussion on the correla- 
tion of utility utility 


regulation. 

In the that follow, I shall 
refer to utility accounting as prescribed 
by a public utility regulatory body or 


accounting to 


remarks 


office as “regulated accounting,” in con- 
tradistinction to accounting methods or 
forms unprescribed by a governmental 
regulatory agency. 


Turning to the subject of regulated 
accounting, as it affects telephone utili- 
start the 
discussion with an outline of the basic 


ties, it appears advisable to 
reasons why business enterprises, both 


regulated as well as_ non-regulated, 


maintain accounting records. In my 
opinion such basic reasons are three in 


number and include the following: 


First, development of the financial 
data which management may require or 
find useful for operating the company 
on a profitable basis. Ordinarily, this 
places special emphasis on the develop- 
ment of cost detail by products or oper- 
ations, or gives special consideration to 
the peculiarities of the company or the 
territory it serves in order that man- 
agement may expand operations in its 
profitable fields and modify or eliminate 
operations in others. 


Second, the development of operating 
and financial data which will meet the 
minimum requirements of full disclo- 
sure for use by stockholders, bond- 
holders, security analysts and such gov- 


*Mr. Dor 


Finance ar counts 


Assistant Director, Division of 
of the California Public Utili 
ties Commission 
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{ecounting Conference 


Accounting 


DONOV AN* 
iddress ) 


ernmental agencies as the Securities 


and Exchange Commission. 


Third, the collection of operational 
and financial data in such form as to 
permit the development of information 
required to be reported in income and 
other tax returns in accordance with 
the rules and regulations of the Bureau 
of Internal Revenue and other taxing 
authorities. 


Having established, for the purposes 
of this the 
why business enterprises maintain ac- 


discussion, basic reasons 
counting records, it appears appropriate 
to ascertain the extent to which the 
regulated telephone company can attain 
these objectives through regulated ac- 
counting and to results 
achieved with those of a non-regulated 


industrial company. 


compare the 


As an observation, I am sure we are 
all aware that the accounting practices 
of the 
cause of the fact that it is required to 
use prescribed accounts not necessarily 


regulated utility company, be- 


of its own choosing, must differ some- 
what so far as the requirements of 
management are concerned, from those 
prevailing in the non-regulated field of 
industry. 


This poses the question: Is manage- 
ment of the regulated industry, so far 
as accounting intelligence is concerned, 
as well informed on operating results 
and financial matters, as management 
of the non-regulated industry? 


Telephone companies, as well as other 


regulated companies, are required to 
account for their varied financial trans- 
actions in accordance with a system of 
accounts prescribed by a governmental 
that 


companies are required to render serv- 


agency. Bearing in mind such 


ices to all located within their dedicated 


area who request service, it could be 


presumed that the telephone utility is 
not primarily concerned with the devel- 
opment of accounting data which might 
be useful in expanding operations in 
profitable areas and curtailing opera- 
others. fact, 
could conceivably arrive at the opinion 
that the tele- 
phone utilities might not provide man- 


tions in From this one 


records maintained by 
agement with the information it neces- 
sarily requires to conduct operations on 
an efficient and profitable basis. 
While it 
that telephone utilities may not estab- 


Such is not the case. is true 
lish their own system of accounts, but 


must use those prescribed by a regu- 
latory body, such a requirement places 
certain 


management in possession of 


valuable tools. 


Because of accounting standardiza- 
tion, management has available current 
financial and operational data from its 
own records which it may compare with 
that of other telephone companies. It 
has functional cost detail in its ac- 
counts which facilitates the negotiation 
and operation of settlement contracts 
with other companies. It is in a posi- 
tion to present its financial and opera- 
tional data to a regulatory agency in 
a form most useful to that agency, and 
with a minimum requirement of review 
and analysis of its records. I believe 
that the accounting records of the 
telephone company, if properly main- 
tained, can and do meet the standards 
which I have set forth as the first basic 
reason for the maintenance of account- 
ing records. 


Turning to the second basic function 
of accounting—the development of op- 
erating and financial data which will 
meet the minimum requirements of full 
disclosure—I believe the regulated util- 
ity, because of its imposed use of a 
prescribed accounting system, finds it 
relatively easier to meet the mandate 
of full disclosure. Thus in this respect 
the regulated company appears to have 
advantage over the 
regulated company. 


a_ possible non- 


Let us consider the third basic objec- 
tive of accounting—the development of 
data to meet the information require- 
ments of the Bureau of Internal Reve- 
nue and other taxing authorities. In 
commenting on the effect which regu- 
lated accounting may or may not have 
in assembling tax information, I should 
like to ask you this question. 
a system of accounts or accounting, 
disregarding a business of relatively 
small proportion, which falls naturally 
into the format of the federal income 
tax return and simultaneously affords 
an ideal pro forma financial picture for 
use by the management of any business 
Although 


(Please turn to page 50) 


Is there 


—regulated or unregulated? 
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Kellogg Color Phones Fit In 


15 Decorative Colors Match Business, School 


or Home Decors 


Bright color schemes are the highlight of 
today’s modern business, school and home 
interiors. Sparkling colors liven our daily 
tasks, make them pleasant to perform. 
Kellogg color telephones play an important 
part in this picture. The 15 bright new colors 
of the K-500 series, available in both desk 
and wall models, will complement any dec- 
Orative scheme, make the telephone even 
more pleasurable to use. 

You'll find that this wide range of spar- 
kling colors will help you sell more extension 
phones, whether your prospect is a business 
man, school administrator or housewife. 

Kellogg is helping you sell more color 


phones through its widely-promoted color 
campaign. The theme—“Brighten Life At 
Home With Color Phones!”—is being brought 
to the attention of people everywhere through 
advertising in national magazines, local news- 
papers, direct mail and other powerful sales 
promotion tools. 

Your Kellogg sales representative will be 
glad to explain this campaign to you and 
show you how it can be brought into opera- 
tion in your community. 

Kellogg Switchboard and Supply Com- 
pany, 6650 So. Cicero Ave., Chicago 38, Ill. 
Communications Division of International 
Telephone and Telegraph Corporation. 
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this may appear to be a defensive ap- 
will all 


information for 


proach, I believe we 
that 


a federal 


agree 
the gathering of 
involves 
work 
between the 
in the books of the com- 


income tax return 


a considerable amount of pape. 


to provide reconciliation 
data 


pany 


recorded 
that 
tax return, whether o1 


and reported in the income 
not the business 


or its accounting is regulated. 


that some of the tele- 


phone companies operating in Califor- 


I have noted 
nia are experiencing what appears to 
be a rather burdensome problem in tax 
This 
partly due to regulation, but an equally 
factor is 
election to use accounting practices for 
differ 


required under the prescribed account- 


return preparation. problem is 


contributing management’s 


tax purposes which from those 


ing system. 


In this connection I have in mind the 
situation which arises by reason of the 
fact that 
certain charges as plant 
thei 


telephone companies record 
additions on 
books while at the same time re- 
porting these charges in tax réturns as 
This conflict be- 


tween the accounting practices followed 


a deductible expense. 


by the telephone company for financial 
purposes, and those used for tax pur- 
condition of 
can result in the pre- 
paration of financial statements which 
somewhat Under the 
conditions stated, the accounting records 


poses, tends to create a 


confusion and 


are misleading. 
do not reflect the tax expense associated 
with recorded earnings. 

In some cases, the difference in net 
profit books 
is sufficient to 


per and per tax returns 


cause the payment of 
dividends out of capital and to required 
outside accountants who audit the books 
to footnote the certified financial state- 
ments. It ideal if utilities 
could operate a single standard 
so that 
ated 
taxes on 


would be 
unde} 
is associ- 


recorded net income 


with the expense allowance fo1 


income. 


this 
third point, let me say that I do not be- 
that itself 
imposes a greater burden 
utility for the 
poses of income or other tax 
than is the 


discussion on 


To conclude the 


lieve regulated accounting 
relatively 
on the regulated pur- 
reporting, 
attendant in the 


instance of an unregulated industry of 


burden 


comparable size, which, have the free- 
dom to design its accounting to suit its 
individual needs, most likely would not 
adopt the income tax form as an ideal 


for its own purposes. 


Now, broadly referring to all the ob- 


jectives of regulated accounting: 


Is there any undue burden imposed 
by regulated accounting in comparison 
rathe 
is not the burden of regulated account- 
ing offset to some extend by the frank- 


50 


to unregulated accounting? Or 


; 
_ 


Left to right: Homer Joy of Streator, Ill.; Mrs. Joy; Mrs. F. G. Tatman, Mrs. K. J. 
Boshart, Mr. Boshart, and Della Wilcox, all of Lincoln, Neb. 


ness of accounting data made available 
for the benefit of 
of the industry? 


individual members 

I believe this is true. 
say that it is the 
California 


At least, I can 
endeavor of the 
staff 
to assist, rather than to hamstring the 


commission’s financial 
telephone industry, by means of regu- 
lated accounting procedures. 

While opining on the aspects of regu- 
lated or prescribed accounting, let us 
reflect for a moment on the regulatory 
which these 
particularly the telephone 


procedures by means of 
systems — 
system—are derived. 

It has generally been the policy and 
practice of the California commission, 
before the adoption or modification of 


any prescribed accounting system, to 


initiate hearings, with due notice, for 


the opportunity of expression of opin- 


ions and suggestions, within the indus- 
try affected. 


Left to right: Morris Burton of Tyler, 
Tex.; Virginia Hirsch of Mountain 
Home, Ark., and Berney Simner of St. 


Louis, Mo. 


I believe it is fair to state that, in 
California, a finally-adopted system, o1 
a modified system, within practical lim- 
its, is reasonably sensitive to the needs 
of the industry, whatever they may be, 
as well as to the requirements of the 
commission. 

I must admit that, on this point of 
accounting system-adoption, the proced- 
have different for the tele- 
phone utility industry. In this case ow 


ures been 
commission adopted, subject to minor 
modifications, the FCC system for Class 
A and Class B telephone companies. 
That adoption was not a matter of ex- 
this instance it 
was our feeling that to deviate would 
not be advantageous for a number of 


pediency, however. In 


reasons including the fact that certain 
of the companies operating in Califor- 
nia are under the accounting jurisdic- 
tion of the FCC. 

With 


companies, 


regard to Class C 
which, in 


telephone 
California in- 
cludes those companies whose operating 
$1,500 to $100,- 
000 annually, a Class C system was de- 
after diligent consideration by 
the staff, of the needs of the individual 
companies affected. 


revenues range from 


vised, 


As evidence of this consideration, I 
might point to the 
California Class C 
certain account titles which 


inclusion in the 
uniform system, of 
will assist 
the utility in 


meeting the accounting 


requirements for REA financing. 


May we 
practical 


conclude, then, that as a 


result, regulated accounting, 
and specifically regulated telephone ac- 
includes and 


counting, provides, to a 


considerable degree, what would have 
been devised, ultimately, by the indus- 
try severally. To have 
this by a governmental agency, in co- 
operation with the industry, may have 
expedited the evolution to our present 


forms and procedures. 


accomplished 


Now, let us turn attention to 
the second part of this discussion: The 
(Please 


our 


turn to page 130) 
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You're Selling—So What? 


By R. PARKER SULLIV AN* 


(A Commercial Conference 


HERE IS 


when 


a good possibility that 
the title of this 
talk in your program it may have 


you read 
led you to believe that I was appearing 
this 
in my 


here morning with some question 


mind as to whether a selling 


program for an operating telephone 
While 


there are still some people in our indus- 


company is really worthwhile. 


try who are undecided on this question, 


let me assure you that I am not one 


of them. On the contrary, I not only 


believe we should have an active, effi- 
cient and aggressive sales program, but 
I sincerely question if we can properly 
fulfill 


our 


our responsibility to the public, 


shareowners and our employes if 
we do not have an organized sales effort 


as a part of our daily operation. 


Any question concerning this matter 
was completely dispelled when I ana- 
lyzed the results of a recent marketing 
and test that we 
ducted in a community with a popula- 


merchandising con- 


Here are 
that I 


tion of approximately 7,000. 
few of the 
selected from the results: 


just a statistics 


One sale was realized for every three 
contacts by the sales people; a total of 
36 different items were sold—among 
them were 83 extensions, 112 upgrades, 
77 colored sets, 34 extra listings in the 
directory, 20 loud-ringing bells or in- 
dustrial horns, 11 Electronic Secre- 
taries, seven loud-speaking telephones, 
five sound-booster telephones, nine 
switch keys, two wiring plans, and a 
variety of other products and services. 
More than 85 per cent of the 1,436 
customers contacted expressed personal 
appreciation for the opportunity of 
seeing what was available and for 
having the counsel and recommendation 
of purchase from our representative. 


These results show very clearly the 
following: 
(1) The sales effort 


was well re- 


*Mr. Sullivan is Vice President-Merchandising of 
General Telephone Corp., New York City 
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iddress ) 


ceived by the 


subscribers. 


vast majority of ow 

(2) There exists a real need and a 
very strong desire among our customers 
for a great variety of our products. 

(3) Our customers are ready, even 
anxious, to have an opportunity to ap- 
ply their imagination to the benefits 
that they might realize from the differ- 
ent goods and services that we have 
available for them. 

(4) Our subscribers are quite willing 
and able to buy a number of the com- 
munication extras that in their opinion 
enhance the value of their basic service. 


In addition, these results represent 
a very convincing answer to the skepti- 
cal statement, 
What!” 

It seems to me that the presence of 
a sales program as an integral part 
of a telephone company’s daily opera- 


“You’re Selling — So 


tion should be considered as a necessity 
rather than an option. This conclusion 
was reached only after a considerable 
amount of mental gymnastics, the re- 
sults of which were so completely con- 
vincing to me that I thought I might 
pass them along to you for your con- 
sideration. 

I am confident that you will agree 
with me that telephone service is no 
longer considered by the general public 
as a luxury or merely a convenience, 
but rather it has developed to the point 
where, today, it is thought of as a 
vital necessity in our nation’s social, 
political and economic life. 

Analyzing this transition, you are 
brought to the full realization that the 
general concept of “good telephone 
service” is, today, far removed from 


The report of the USITA Com- 
mercial Committee Chairman K. L. 
Lawson will be published in a 
later issue. 


that of 20 years ago or even 10 years 
ago. In years past, we accepted the 
request for service from a customer and 
provided it to him in instances 
through a single black instrument, and 


over a line shared with other people. 


most 


We supplied him reasonably good main- 
fast 
connections 
This generally 
conceded at that time to constitute good 


tenance, as well as fairly and 


accurate day-to-day over 


these facilities. was 


telephone service. 


However, providing telephone service 
in this age of jets, missiles, computers, 
miracle drugs and other scientific marv- 
els, each of which is designed to provide 
man with more comfort, more conveni- 
ence, a better way of life and a higher 
standard of living, must of necessity 
constitute than just 
furnishing the basic elements to allow 


something other 
telephone communication between peo- 
ple. 


To meet the pace of this push-button 
age, our industry the same as others 
is required to develop many new and 
improved products, provide more and 
better service, devise more economical 
means and 
service to more and more people. 


of furnishing improving 
We 
are meeting this responsibility, in part, 
through our laboratories and manufac- 
turers. 
However, 
discoveries 


the true value of these 
and developments to the 
telephone user is in direct relation to 
how well we in the operating companies 
fulfill our responsibility of acquainting 
the public with them and assisting the 
telephone subscriber to understand 
them, thus enabling him to adapt these 
improvements to his everyday com- 
munication needs and desires. The 
most effective, proven way to fulfill this 
obligation to the public is to establish 
a comprehensive sales program, one 
that will provide for adequate exposi- 
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tion, demonstration, consultation, and 
solicitation and to furnish it on a con- 
tinuing basis in such a fashion that it 
reaches all areas of our operations and 
all age groups of our society. 

The 


have a choice concerning the establish- 


realization that we no longe? 


ment of a sales program, but rather 
with the 
responsibility to furnish it as 


a part of ou 


that we are confronted very 


serious 
offering is the 
the are 


devoting to this subject this morning. 


service 


real justification fon time we 


I have on numerous occasions dis- 


with many of 
you, and the result of such discussions 


cussed sales programs 
has led me to believe that some of your 


doubts the 


adoption of an active, aggressive sales 


and hesitations concerning 


stems fear that such 


a program naturally implies a certain 


program from a 


amount of “high pressure” techniques, 
extensive use of “gimmicks” or gadgets 
and possibly some grossly exaggerated 
claims concerning our goods and serv- 
ices. 

In the event you entertain such fears, 
let me that such 
things are not consistent with my idea 


hasten to assure you 


of a good telephone sales program, but 
rather I 
intrinsically contradictory to our indus- 


would view them as being 
try’s basic principles. 

We in the telephone business enjoy 
a unique position in the market place 
today. To the public we are the com- 
munication the only real 


communication experts in the field, and 


experts and 
they place their complete confidence in 
us to provide the facilities and services 
that 
venient, tailor-made, modern communi- 


are required for complete, con- 


cations. 


This enviable position in the market 
carries with it a very serious responsi- 
bility, that of designing our sales effort 
the public 
faith, but 


so that our contacts with 


will not only justify their 


Left to right: Gene T. Whitlock and T. C. Thomasson, both of Lancaster, S. C.; 
R. J. Fegan and T. B. Fegan, both of Junction City, Kan. 


assure the 
Our 


jeopardized 


continuing of such confi- 


dence. position can be seriously 


should we resort to any 
form of trickery or deceit which would 
result in 


confusing or misleading our 


customers. 
We 
can’t expect to sell much of anything 


Let’s not kid ourselves, however. 


unless we tell the public about it, show 
it to them, promote its advantages and 
ask them to buy it. This is elementary 
to the successful sale of any commodity, 
but this doesn’t necessarily imply high 
pressure selling. These basic ingredients 
are present in all sales programs, but 
which they are used 
of sales effort that 
the 


the manner in 
determines the type 
it is. It is 


somewhat similar to 


use of our language. 

For example, the title of this talk, 
“You’re What,” can have 
completely different meaning depending 


Selling —So 


upon where you place the emphasis and 
the that you 
use. Emphasis on the first word and 
a questioning 


inflections or overtones 


tone and you express 


surprise and 
the last 


tone 


curiosity. Emphasis on 
two words and a belligerent 
and desire for an 


argument. This same thing is generally 


you express a 


true of your sales program. 


Left to right: T. C. Woods Jr. of Lincoln, Neb.; Tom Deere of Cleveland, O.; 
B. J. Sievers of Lincoln: Kathryn Journey and Elizabeth Journey, both of Higgins- 


Mo. 


ville, 
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The public 
effort as 


will classify your sales 


high pressure or individual 
consultation selling depending upon the 
emphasis different 


the in- 


you place on the 
phases of 
flections 


to youl 


your program and 
that 
their 


good 


and overtones you give 


employes in training. 
and overtones 
good from 


They will consider it 


Proper emphasis 


will assure you reception 
your subscribers. 
an additional service that you are offer- 
ing appreciative to 


having made it available. 


and be you fo. 


A sales program designed to provide 


adequate time for customer consulta- 
tion, to determine over-all communica- 
tion requirements, and one which pro- 
vides the customer with a package that 
will best suit his individual needs, sup- 
ported by all the technical knowledge 
and experience that is available in the 
company to assure satisfactory service, 
in my opinion is a sound program 
basically consistent with the principles 


of our industry. 
Some of 


that 


you have expressed you) 


concern there may be a conflict 


when an aggressive sales 


into the 


program 1S 
introduced operations of an 
industry that since its very inception 
has been 


Rathei 


oriented. 
conflict, it 


basically service 


than visualizing a 
appears to me that one is an essential 
part of the other, or one complements 
the other. It this 


day and age whether we can provide 


is questionable in 
“good telephone service’ unless we ac- 
tively canvass our market, consult ou) 
customers, determine their wants and 
fulfill them with products and services 
that they desire. 

If we 


sponsibility of finding out for himself 


leave to the customer the re- 
the various products that are available 


and to determine whether or not they 
can be used for his convenience, we 
not entitled to the 


places in 


are 
that he 


opinion, we 


confidence 
us and, in my 
are failing to live up to our claim of 


(Please turn to page 148) 


TELEPHONY 





THE IMPAK POWER TOOL LINE 
3C PROTECTED TERMINAL BLOCKS 
SPLICE COAT & CABLE COAT 


COOK BATTERY CHARGER 


HI-Fi LOADING COILS 


BD TERMINAL for underground plastic cable 
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GENERATORS, PUMPS, BLOWERS, 
CABLE CUTTERS AND POWER TOOLS 
































IMPAK 


, — Self-priming centrifugal, with | H.P. heavy 
IMPAK VENTILATORS duty NEMA Approved motor, and bronze 
Portable centrifugal blower, impeller with non-clog features 

equipped with 1 H.P., 115 volt, enmee vane 

1 phase, 60 cycle motor, with 


PUMP 










” ” Height , ° 

either 6” or 8” hose adapter, Pump Die- pd Discharge Head in Feet 

carrying handle and cord. Model Motor Suction charge above 5 10 15 20 25 30 35 40 45 50 55 

: Number H.P. Size Size Water* Capacities in U.S. Gallons per Minute 

PERFORMANCE DATA IN Cim. AT VARIOUS PRESSURES pm 1 Yr lh Ue uN b 
Wheel Static Pressure in Inches 10) «687 85 82 78 72 66 58 48 35 22 *Heads include normal friction loss. For 

Size RPM Dia 1/8 1/4 3/8 1/2 5M 3/4 T/8 > > . = 4 2 > n total head in feet add height above 

B12 1725 61/4 Git STS S35 495 457 411 345 25° «73 66 62 54 46 33 «20 water to discharge head in feet P 


IMPAK CARTRIDGE TYPE 
CABLE CUTTER 


A tool designed for operator safety, that will cut 
cable and wire up to 4%” diameter and will operate 
safely in any attitude or position. Impak cable 
cutter is a lightweight and economical tool that 
can be suspended from the lineman’s belt. 


IMPAK No. 726 ELECTRO-PNEUMATIC 
ROTO-HAMMER 


For percussion drilling and hammering in masonry 
or concrete, this entirely new mechanism is a time 
saver for all types of construction or repair. Avail- 
able in 115 and 230 volts. 


No. 605 & 606 IMPAK CHAIN SAWS 
For quietly felling timber, limbing, cutting heavy 
beams or any heavy lumber at the pole. Model 605 
for cutting up to 14” and 606 up to 20’. Both 
models require 1500 watt Impak Power Generator. 


f) 


No. 824 IMPAK WRENCH KIT 


Includes No. 823 Impak wrench, a 
universal joint, a 5” extension bar, 
6 hexagon sockets 4” to 13/16” in 
16ths, all packed conveniently in a 
compact sturdy steel case. 


The only complete line of mobile generators 
available with wattages of 1000, 2200 and 
3500 for 60 cycle single phase AC power. 
Impak 3 phase 60 cycle generators are also 
available at 2700, 4000 and 5000 watt ratings. 
A perfect power source when electric lighting, 
tools and equipment are required to operate 
remotely at the pole. 


No. 80 & 290 
IMPAK (STANDARD DUTY) DRILLS 


For easier handling and better control, up to 4” 
fast drilling on really tough jobs. Both models 
have detachable pipe handle and model No. 80 a 
reversing switch. Specify voltage. 


No. 823 
IMPAK POWER WRENCH 


A versatile tool that can be adapted to a 


variety of operations with accessories. a ~ 
Unit is equipped with reversing switch. ll 
Specify voltage. Y 


No. 700 IMPAK RECIPROCATING SAW 


An industrial tool designed for 2 speed operation, 
high speed for cutting wood and low speed for 
metals and other hard materials. When ordering 
specify voltage. 
No. 75 IMPAK %"’ HEAVY DUTY DRILL 


An excellent tool for all types of general utility 
and installation jobs. Standard speed is 1800 r.p.m. 
Specify voltage. 


No. 283 & 351 IMPAK DRILLS 


Handles all heavy duty drilling up to 4” of steel 
or 114” of hardwood. A quality built drill for long 
service. No. 351 has reversing switch. Specify 
voltage. 





COOK SPLICE COAT 
A neoprene unit designed to eliminate the need for taped splices 
on cable sizes from 1.1 to 2.2 inches in diameter. Protection of 
pairs can be added by using Cook 3C protector blocks. 


_ 
COOK BATTERY CHARGER 


A new battery charger furnished in 12 amp. 1 phase, 24 amp. 
1 phase, and 25 amp. 3 phase models with sturdy steel cabinets, 
all designed for long trouble-free service. 


COOK HI-Fi LOADING COILS 
Cock Hi-Fi loading coils reduce attenuation, combat frequency 
distortion and avoid cross talk on 
existing lines. These coils save in- 
Stallation costs by permitting use 
of smaller gauge line wire. 


2700 SOUTHPORT AVENUE 


COOK CABLE COAT 
A versatile, accessible, easy to install neoprene covered unit for 
making taps on cable up to 1.2” diameter, and for taking off 
subscriber drops and protecting selective pairs with Cook 3C 
protector blocks. 


COOK 3C PROTECTOR BLOCKS 


These versatile units are used for terminating and protecting 
cable pairs selectively by inserting Cook Minigap arresters. 
Furnished in 3, 6 and 16 pairs, combinations of 9 and 12 pair 
can also be used for terminating cable. 


COOK BD TERMINAL 
(for underground plastic cable) 
A mounting, terminating and distribution 
point for underground plastic cable. This 
terminal can be furnished with Hi-Fi Loading 
Coils and 3C Terminal Blocks. Specify 
requirements when ordering. 


CHICAGO 14, ILLINOIS 





General Commercial Manager W. C. Kea, and Service Representative Shirley Scott of Hawaiian Telephone Co. view chart 
showing the accumulative number of extension telephones sold by service representatives since 1956. 


Business Office Selling 


HREE YEARS ago when I was 
here, I had the good fortune to 


attend a three-day conference on 
which was being held 
city. As a result of what I 
learned here and in other parts of the 
country, I 


“selling color” 


in this 
enthusiastic 


became very 


about merchandising. Soon after my 


return to Honolulu, we decided to ap- 
point a merchandising director and em- 
bark on a program of selling and better 
servicing. 

As part of our over-all merchandis- 


ing program, 
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we, in commercial and 


—Hawaiian Style 


By WILLIAM C. KEA* 


(A Commercial Conference Address) 


particularly in the business office, real- 
ized that we had many opportunities 
to sell extensions, upgrades, extra list- 
ings and numerous other miscellaneous 
items of service. Selling these items, as 
you know, represents but one portion of 
a complete merchandising program. I 
am sure you have found that there are 
many facets to merchandising as we 
know it today. In create 
greater customer desire for our service, 


order to 


we must develop good public relations, 


*Mr. Kea _ is 


Manager of 
Hawaiian 


Commercial 
Honolulu 


General 
Telephone Co., 


we must have the type of service avail- 
able when it is wanted, and our prices 
must be right. To be successful in 
meeting these merchandising objectives 
requires the coordinated effort of people 
in all departments of the company. 
One of the primary objectives in our 
commercial operations is to devise ways 
and means for developing additional 
revenue to counteract the ever-increas- 
ing cost of doing business. For this 
reason, I’m sure that all of you appre- 
ciate the importance of an active busi- 
ness office sales program directed pri- 
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marily at the sale of the second, third 
and fourth telephones in the home. 


Gave Color Training 


In 1956, we instituted a vigorous 
promotional campaign in keeping with 
the new merchandising look. To begin 
offered 


service representatives. 


with, we color training to ow 


We found colo) 
to be a fascinating subject and our 


people went for it in a big way. We 
showed charts and explained why cer- 
tain colors are warm, cool, and 
Our service representa- 
this 
training and learned that selling colo 
could be fun—when they had time. We 


trained out 


some 
others neutral. 


tives thei 


appreciated phase of 


also people in recognizing 
opportunities for selling additional tele- 


phones—when they had time! 


had 
summarizes the 


“When they 


phrase 


think this 
fault of 


new sales promo- 


time.” I 
chief 
the early part of ou 
tion. We soon learned that to do a good 
sales job we had to provide the time 
required. Through experience we found 
that an four minutes 
attempt. To 


requirement we 


average of was 


required for each sales 
this 


crease oul 


meet had to in- 


work force, an added ex- 


pense which we have been successful 


in offsetting many times over by the 


resulting new 
“When they 
also implies that 


revenue. 


had time.” This phrase 
sales effort 


ondary importance. 


is of sec- 
It is just as much 
a part of the job as getting such perti- 
nent information as the correct address 
or quoting the appropriate charges. In 
employing new 


service representatives, 


we test the applicants for sales apti- 


tude. 


Service representatives of the Hawaiian Telephone Co. who were business office 


sales leaders during August. 
to $1,390 in new annual revenue. 
version of the chemise. 

We also learned that in order to 
direct effective selling, it was essential 
thor- 
oughly acquainted with sales techniques 


that our first line supervisors be 
and that they be competent sales people 
themselves; this is vitally important. 


To summarize, we found that: 


(1) It is necessary to provide time 
for an adequate sales job. 


(2) Selling must be accepted as part 
of the job. 


Pictures of Hono- 
lulu service repre- 
sentatives are 
mounted on a rep- 
dial to 


recognition 


lica of a 
give 
to sales leaders. 


Average sales per service representative amounted 
The girls are wearing muumuus, the Hawaiian 


(3) Supervisors must be competent 


sales people. 


With 


training 


these essentials in mind, ou 


supervisol developed a train- 
ing outline and then tried it on herself. 


She took 


handled them in the prescribed manner. 


regular customer calls and 
number of 
herself that the 


niques really worked. 


By making a sales, she 


proved to new tech- 


Used Training Film 


A training film which depicts vividly 
the telephone needs in a typical Ameri- 
Through this 


customers are 


used. 
that 
not aware of the inconvenience of hav- 
F loo! 


of the homes shown in the movie were 


family 


can was 


movie we learned 


ing only one telephone. plans 


studied and telephones were proposed 
by the students for areas where mem 
bers of the families lived, worked, and 
slept. The question, ‘What do we mean 
by complete, modern telephone 
Another 


movie was then shown which depicts a 


serv- 


ice?” was 


being answered. 
typical service representative who has 
had sales training, but has difficulty in 
applying what she learned. She ex- 
periences many problems such as not 
facts 
and the users of the 
With the aid of her supervisor 


these 


obtaining sufficient about cus- 


tomers’ homes 
service. 
she overcomes selling obstacles 
and is successful in convincing the cus- 
tomers that they should have adequate 


service. 
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We then presented an 
program to all 


accelerated 
business office super- 
first This 
particular session was designed to de- 
velop attitude 


visors above the line level. 


rather than techniques. 
It lasted the better part of a day and 
we were successful in gaining support 
of the unit managers and staff members 
who were to 


follow the sales program 


as it progressed. 


We next set up comprehensive 
first line 
We allowed four days for 


each class and programmed the 


training program for our 


Supervisors. 
train- 
ing sessions on a continuing basis. We 
made that 


competent 


certain these supervisors 


developed into 


sales people 


—and we had them final 


day of the course taking customer con- 


spend the 


tacts and putting into practice the 


training which they had received. Again 
it worked. 


enthusiasm was high. 


Results were good and the 
As the supervisors completed thei) 
their 
respective groups of service representa- 
tives. 


training they in turn instructed 


Four-Step Sequence 


A sequence list was developed fo1 
use by the students while taking appli- 
cations for new 
This list 


steps to 


moves of 
was built around the 
Fact 
recommendations, 
(3) answering objections, and (4) clos- 
sale. We did not let a 


service ol 
service. 
basic 


fou) selling: (1) 


finding, (2) making 
ing a service 
representative leave the classroom and 
return to her position in the business 
office until she had successfully handled 
actual customer contacts from the class- 


room. 


Then 


follow -up. 


came the all important job of 
We carefully 


group of representatives as their train- 


watched each 
ing was completed. We found it essen- 
tial that each supervisor check continu- 
ously on the sales opportunities and 
results of her 


Many 


sented to 


people. 


sales opportunities are pre- 


representatives on 
that 


service 


incoming calls. We found even 


Left to right: P. L. O'Neill and D. J. White, both of Fairfield, Ia.; J. B. Haley 


of Austin, Tex.;: LaMar S. Stoops of Nappanee, Ind.; and Francis X. Welch, 


TELEPHONY'’s Washington editor. 


inquiries about bills and long distance 
calls presented sales opportunities. One 
of our service 


representatives made a 


sales opportunity out of a complaint 
concerning the non-delivery of a new 
She regret, ar- 
ranged for a telephone book to be sent 
out immediately and turned the contact 
into a friendly discussion of the cus- 


She 


directory. expressed 


tomer’s telephone usage. sold an 


extension. In another instance, when a 


customer called to complain about re- 


ceiving nuisance calls at and 
stated that he 
walk time, the 


service representative sold him an ex- 


night 
had to get out of 
downstairs 


bed 
and each 


tension for his bedroom, thus making 
his inconvenience more convenient. We 
have found that approximately 50 per 
cent of the incoming calls to the busi- 
office can be 


ness turned into sales 


opportunities. 


“Initiated” Selling 
We were not satisfied with only the 
opportunities offered on incoming calls, 
so in June of this 
team of 


year, we set up a 


special three representatives 


This 


who are doing “initiated” selling. 


Left to right: F. J. Cristich of Monrovia, Cal.; L. V. Ford of Brownwood, Tex.: 
E. C. Weitzell of Washington, D. C.; A. B. Walrath of New York City, and John 
Orr of Belle Meade, N. J. 
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team has been calling customers about 


upgrades and extra listings, and has 
used these contacts for developing com- 
plete service needs. Many sales have 
During August, each girl sold 


an average of $147 


resulted. 
per day in new 
annual revenue. 

We are able to look with considerable 
pride at the results which our service 
representatives have accomplished since 
1956, when our current 
started. We 
report the following: 


merchandising 


program are pleased to 


(1) Annual revenue sold has 
amounted to $318,197. Sales each month 
are currently amounting to approxi- 
mately $30,000. 

(2) Our service representatives sold 
9,007 residence extensions and are cur- 
rently selling over 500 per month—an 
annual rate of 6,000. Residence exten- 
sion development has increased from 
eight extensions per 100 residence main 
stations at the start of 1956 to our 
present development of 14. 

(3) Other accomplishments include 
the sale of 1,240 extra listings, 11,943 
colored instruments, 3,526 upgrades, 
and we have saved 1,048 disconnects. 

Our than 
increase revenues. They have given our 
customers the which we 
could offer. They have visited by tele- 
phone thousands of homes and offices 
counselling and planning—designing a 
service for each individual, as they 
listened to complaints, explained bills 
and gathered helpful comments. And, 
in doing this, they have added new 
interest to the business office job and 
given all concerned a highly satisfying 
feeling of worthwhile accomplishment. 

Although we are gratified with these 
results in terms of better service and 
increased revenues, we view the future 
with even greater enthusiasm as we 
look forward to being the 50th state 
of the Union. 


people have done more 


best service 
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Adequate Karnings— 


egulatory Considerations 


By P. A. NENZEL* 


(A Commercial Conference 


NDEPENDENT telephony is grow- 
ing up. Yes, Independent telephony 


is growing up. In the past decade 


plant investment in the Independent 
telephone industry has increased from 
829 million 1948 to 2. 
lion dollars in 1957, or 3.3 times. 


With this 


many problems, not the least of which 


dollars in 76 bil- 


growing-up have come 


is the maintenance of adequate earn- 


ings. In this growing-up process, many 


of our companies have had to go to the 


public for money, particularly equity, 


whereas, in prior years most of our 


funds were obtained from borrowing, 


internal sources, and our private in- 


vestments. 
public into ou 


Bringing the com- 


panies has created for us a 
bility fon 


stable 


responsi- 

and 
fulfill 
stock- 
them to con- 
tinue to furnish us with ample funds. 


maintaining adequat 
earnings if we expect to 
these outside 


our obligation to 


holders and if we expect 
Adequate earnings in these inflationary 


times can be obtained only through 


economical operation and periodic re- 
pricing of our 

It is this latte) 
be the subject of 
pape 


A review of the operating results of 


services. 
which is to 
this 


phase 


discussion in 


Independent telephone companies re- 
USITA that the 
per cent earnings on average capitali- 
1953, 6.4 in 1954, in- 


1955, maintaining 


porting to the shows 


zation was 6.5 in 


creasing to 6.7 in 
this 


6.3 in 


rate in 

1957. 
earnings on average common equity was 
10.78 in 1953, 10.30 in 1954, increasing 
to 11.04 11.00 in 1954 1955, 
respectively, and then declining to 9.2 
in 1957, Bell 
which earned the same return on aver- 


1956 and then declining to 


Likewise, the per cent 


and and 


whereas, the System, 


*Mr. Nenzel is Vice President ar 
ger of California Water ¢ Te 
Francis Cal 
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age capitalization as the reporting In- 
dependent telephone companies in the 
years 1955 and 1956, was able to main- 
tain this rate of earnings through 1957. 
The conclusion to be drawn from these 
statistics is that the Independents have 
not moved sufficiently rapidly in seeking 
a repricing of their services or have 


not sought an adequate return. 


We must all realize that those of us 
who are dependent 
markets fo1 


not only 


upon the financial 


money are in competition 


with each other and other 


public utilities, but industry in general 
and, consequently, if this trend in earn- 
ings continues there is 


only one 1n- 


evitable answer and that is our service 


Is going to deteriorate as we are not 


going to be able to meet public demands. 


Now, what can we do about it? First, 
we should maintain earnings records on 


a moving 12-months ended basis so that 


we can see trends develop. Earnings 
should also be projected for at least 12 
months into the future. Regulatory lag, 
which to a degree appears inevitable, 
can be overcome to 


some extent by 


being able through forecasting to an- 
ticipate some time in advance any rate 
relief that 


will be needed. 


Assuming we have anticipated suffi- 
ciently in advance a projected decline 
in return and have made appropriate 
filings for the repricing of our services, 
our next job is to show the regulatory 
body what 
last 
attrition. 


The 


have common usage to express the de- 


has taken place since our 


rate proceeding in the way of 


term “attrition” has come to 
cline in rate of earnings caused by in- 
flation. It has been defined many times 
in papers on regulation and in commis- 
sion decisions. A recent decision of the 
Maryland commission expresses the ef- 
fect of attrition and at the 


risk of redundancy I will quote from it: 


very well 


“Attrition is the lessening or diminu- 
tion of a rate of earnings caused by and 
resulting from the addition of invest- 
ment in plant at a cost higher than the 
cost per unit (telephone) at the time 
rates were last established. It results 
directly from the fact that additions to 
plant at higher than average unit cost 
produce a new unit cost greater than 
the old while the rate of return is re- 
lated to, but not established upon, the 
old cost per unit.” (Re Chesapeake & 
Potomac Telephone Company of Mary- 
land, 22 PUR3d 321.) 


The demonstration of the actual effect 
of attrition is not as simple as its defi- 
nition; consequently, some commissions 
have refused to recognize its operation, 
usually because the 


utility has not 


made an adequate showing. Sometimes 
its operation has been obscured by tem- 
porary offsetting such as 


The 
has 


economies 
those resulting from automation. 


method of meeting the problem 


also varied. Some states have used a 
period-end rate base; others have made 
rate of return 
in a New Jersey decision the 
added a flat 


the rate base. 


allowances in the and 


recently 


commission percentage to 
difficult this 
phenomenon is of demonstration, or by 
method it 


mize the fact that an adequate allow- 


Howeve! 


what is met, does not mini- 


ance for attrition is extremely impor- 
tant, particularly in those jurisdictions 
Even in 


test 


which use a past test period. 


those states which use a future 


period this element can have a con- 
siderable bearing on the length of time 
an adequate return may be maintained 


for the future. 

A look at the statistics of the report- 
ing Independent telephone 
The 
station has increased from $222 in 1953 
to $290 in 1957, or 33 per cent. But that 
1957, net 


telephone 


companies 


tells us why. average plant pe? 


is only part of the story. In 


additions to plant for each 
gained was $634, whereas, the average 
net additions per telephone gained for 
the preceding four years was $439. It 
is perfectly obvious that rates based on 
a plant cost of $290 pe 
rate of 
station 


than 


station cannot 


long maintain a return when 


net additions pet gained are 


running at more twice this 


amount. 


We are currently in a unique situa- 
tion, to my knowledge never heretofore 
inflation 
That 
have 
10 to 15 
years is going to continue is practically 


experienced, where we have 
and a recession at the same time. 
the inflationary spiral which we 
experienced during the past 
a certainty. Many industries are still 
making labor contracts extending over 
five 
wage adjustments as 
other costly fringe benefits. Social Se- 
curity 


a period of three to years with 


built-in well as 


taxes also have been increased 


again. Therefore, we must anticipate 


facing annual wage adjustments and 
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PENNSYLVANIA DIVISION 


IS ONE OUT OF THIRTEEN DIVISIONS 


The Pennsylvania Division is one out 
of 13 Divisions which serve more 
than 275 Bell and Independent Com- 
4 es panies in 29 states and Canada for 
COMPILATION &f | # L. M. Berry and Company. 
DEPARTMENT 

Each Division is comprised of ex- 
perienced sales, art, and clerical per- 
sonnel who are highly trained in the 
field of Directory Advertising. These 
specialists have been able to produce 
and maintain maximum directory re- 
sults in all directories, as well as fur- 
ther strengthening the best public re- 

lations with subscribers. 


You, too, should have L. M. Berry 
and Company handle the complete 
planning and selling of your Direc- 
tory Advertising. 
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DEPARTMENT 


ART DEPARTMENT 
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their corollary fringe costs in the fore- 
seeable future. 

I have 
attrition as a 


discussed the recognition of 


means of maintaining 
an adequate rate of return once it is 
established. This element if properly 
recognized will only take care of the 
inflation problem for a short period, 
say two or three years, depending upon 
the particular circumstances. The long- 
term inflation must be met by another 
approach, that is by recognition of cur- 
rent value instead of 


costs or present 


just net investment o1 


Ever 


original cost. 


since the U. S. Supreme Court 
handed down its decision in the Hope 
case the majority of state regulatory 
bodies have been following the doctrine 
“end re- 


laid down in that case of the 


sult.” 
This trend 
last couple of years by state supreme 


has been arrested in the 
court decisions which have forced recog- 


nition of current fair value, 
I think there 
are now 16 states which recognize fair 
value, Alabama 


added to the list. 


costs, or 


in their respective states. 
being the latest to be 
Once again the question can be logi- 


cally asked—what 
about it? 


are we going to do 


The question cannot be an- 
swered categorically. Those companies 
which have been required to raise large 
sums of new money each year have not 
take a risk of 
several years’ delay in obtaining rate 


been in a position to 
relief while they are appealing a com- 


mission decision through the 
courts or even the U 
Furthermore, 


endeavored to 


state 
. 5S. Supreme Court. 
have 


some commissions 


give recognition to the 
decline in the purchasing power of the 
dollar by increasing the rate of return 
so that the 
quate 


“end result” provided ade- 


earnings on the common stock 
equity. 
However, what 


immediate situation is, we must face the 


irrespective of our 


Left to right: F. S. Florance of Monroe, N. Y.: J. H. Shultz of Richmond, Ind.: 


W. H. Klingler of Brazil, Ind.; John Harlan of 


Brazil. 


fact that a proper “end result” can be 
maintained through a higher rate of re- 
turn allowance only for a limited time. 
As decreased purchasing power of the 
highe1 


dollat and 


necessitates highe1 
rates of return to attain this 
sult,” the public 
against what they 
rates of as they would re- 
late the rate of return on pre-inflation 
dollars to the return they 


are earning on their current dollars. If 


“end re- 


will in time rebel 


would deem exces- 


sive return 
investment 
a commission provides an 
total 
requirements of a 
effect, is the “end result” 
theory, and divides those dollars by a 


adequate 
meet the 
company, 


number of dollars to 
financial 
which, in 
“fair value” rate base which recognizes 
rate of re- 
turn will be lower than if applied to a 
“net 


current costs, the resultant 


investment” rate base. 


Therefore, it appears that the public 
relations angle of this aspect of main- 
taining adequate earnings alone will 
ultimately force the use of fair value 


or current cost as a rate base. 


Left to right: Sam Phillips of Butler, Pa.; P. M. Schuchart of Tallahassee, Fla.; 
D. A. Perigo of Everett, Wash., and R. H. Burfeind of Chicago. 


62 


Richmond, and K,. C. Miller of 


In order that we might bette: 
has had on 


plant costs, I have developed a hypo- 


Visu- 


alize the impact inflation 
thetical situation assuming a telephone 
company with 1 million dollars of plant 
at Dec. 31, 1957; further assuming 25 
per cent of this plant was installed in 
1945 and the balance installed in equal 
amounts in each year through 1957. To 
these amounts have been applied an 
index of telephone plant costs developed 
by the valuation section of the Cali- 
fornia State Board of Equalization. 
This agency has the task of making 
annual estimates of fair value on utility 
including and, 


properties, telephone, 


therefore, the index can be considered 
on the Even so, the current 
cost on this hypothesis is $1,388,000, o1 
39 per cent, more than the original cost. 


If a 


stalled in 1945 or prior years naturally 


low side. 


larger portion of capital was in- 


a greater discrepancy would exist. 

In view of all the implications, it ap 
pears that if we are going to adequately 
stockholders 
the erosion of their investment through 


protect ou! and 


prevent 


loss of purchasing power, we must in 
the future once again get present value 
rate base. We 


must not let expediency dictate our pro- 


reinstated as the prope} 


cedures forever. Remember, growth is 


not attractive to investors unless such 


growth is translated into increased 


earnings per share. 
The 


try in 


road ahead for regulated indus 
maintaining adequate earnings 
will not be an easy one. Public resist 
ance to higher prices will increase but 
I am sure we will 


meet this challenge 


with the same vigor and enthusiasm 


with which we have met the problems 
of the past and we will keep our dy- 
namic industry in a strong competitive 
position, so that we can meet our pub- 
lic duty, that is rendering the best pos- 


sible service at the lowest possible price. 
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By 


HIS quizzical subject quite possi- 
Tos suggests to you that I find my- 
self in a role similar to that of 
his faith- 
virtues of 


Perhaps I 
am; but, even though some of the ab- 


the ministe. 


ful congregation on the 


about to exhort 


egular church attendance. 
sentees this morning may need to pon- 
der this question even more seriously 
than we here, I am sure that our efforts 
for the next few 
completely futile. 
Most of ou 
about the 
velopment with 
function. 


minutes will not be 


companies have come 


along same course of de- 
respect to the engi- 
The difference 
between each company’s experience is 
one of the timing of the phases of this 
development. In the beginning, there 


was almost always the “‘one-man-band” 


neering main 


phase where the fledgling company in 
the then-young industry was run from 
the vest pocket of one man, or perhaps 
key The enterprise 
was comparatively small and the tech- 


a very few men. 


nical complexities comparatively few. 
And then came growth for most 
telephone companies starting years 


ago for some and perhaps not too long 
With came _ in- 
creased plant investment somewhat in- 


ago for others. 


$1ze 


creased specializing of personnel, and 


a greater urgency for a_ sound 
approach to and 
guide an advanced-planned program of 
plant expansion. At this point you 
might leap to the conclusion that the 
degree of recognition of the fact that 
sound engineering procedures are a re- 
quirement 


engineering create 


of good management is 
But, 


there has been another factor, is 


merely a linear function of size. 
that 
suspected when we notice that some of 
the colossi and near-colossi are but on 
the threshold of such an enlightened 
state of affairs. 


*Mr. Reese is Engineering Director of General 
Telephone Service Corp. of New York City 
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What, then, has been the other com- 


pelling factor that has applied an ex- 
ponential “nudge” to the necessity for 
the engineering approach? 
when the telephone 
being developed 


Years ago, 
first 
constructed, the 
technical training necessary to permit 


system was 


and 


the interconnection of the various tele- 


phone stations was relatively simple. 
Many of you here can well remember 
the magneto and manual switchboards 
of yesterday and the heavy open wire 
that our city 
streets as well as our rural highways. 
In those phantom 
transpositions and a few switchboard 
relays posted the most difficult technical 
problems 


leads graced many of 


days, open wire 


to the telephone man, who, 
as an individual, usually found it not 
too difficult to cover most, if not all, of 
the technical phase of his company’s 
operation. 


Fifty years later, the technical com- 
plexities are entering our business at 
an ever-increasing rate. Today, the tele- 
phone man is with 
things as microwave, 


concerned such 


carrier, radio, 
television, dial switching systems, cus- 
tomer toll dialing facilities, automatic 
toll ticketing equipment, and a host of 
other types of apparatus and systems 
which include 
tronic line 


soon promise to elec- 
central offices and 


trators. In fact, the 


concen- 
telephone man 


now cannot afford to be ignorant of 
these things, because they represent 
labor-saving and cost-reducing  tech- 


niques without which his business can- 
not long survive. 


And where does the operating tele- 


The report of the USITA Engi- 
neering Committee Chairman 


P. H. Henson will be published in 


a later issue. 


















this 
unavoidable 


engineer fit into 
this day of 


specialization, he is the applier, using 


phone company 
picture? In 


such 
these to 


new components and systems as 


create the telephone com- 
munication systems which will provide 
the service his company is called upon 
to render. At the like all 
engineers, he has a creative responsi- 
bility, His is the 
recognize the need for specific improve- 


same time, 


too. perception to 


ments and advances and new instru- 


mentalities for the communication net- 
His 
tory and factory must then bring sci- 


work. counterpart in the labora- 
ence to bear on these recognized needs 
to develop new components for the sys- 
tem and devise tools and methods foi 
producing these components in quantity. 
The telephone company engineer then 
closes this never-ending cycle by apply- 
ing the newly-created instrumentality. 

As you might expect, and some of 
you know first hand, the telephone en- 
gineer’s job is a never-ending one. He 


is responsible for determining how 
much and what kind of material and 
equipment should be purchased, and 


when and where it should be placed. His 
creation is never quite complete. It is 
constantly 
upon and replaced. 


enlarged, 
His compon- 
ents are often different from those in 
service, yet he must fit them all into a 
smooth-working, well-integrated 


being improved 


new 


sys- 
tem. 

And, his is a big job. This year the 
addition of the General Tele- 
phone System construction program 
will be 190 million dollars. The pro- 
gram of the entire Independent indus- 
try is probably in the neighborhood of 
500 million dollars, and of the industry 
as a whole, over 2.7 billion dollars. De- 
pending on your company’s size, your 
program is a proportionate share of 
this over-all figure. 


gross 


There are some 15 
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or 16 thousand engineers and assistant 
engineers who are concerned with this 
full 
industry’s operating companies. 


time in our 
There 


people, especially in 


construction program 


are many more 
the smaller companies, who have these 
responsibilities as a 
which make them 


tant to the smalle 


part-time 
nonetheless 


duty, 
impor- 
On the 


some 25 


operations. 


maintenance side, there are 
billion dollars of plant in the industry 
which must be constantly 
nurtured to the most 
at the lowest upkeep. 

The 


sponsible job. 
phone 


supervised 


and effective use 


engineer has a re- 
Fixed assets in the tele- 
probably 


telephone 


account for 
cent of total 
compared to a much 


industry 
than 90 
investment as 


more per our 
lower figure for most other industries, 


where a large percentage of the in- 


vestment is in inventory and other 
About 80 per cent of the 
funds of 
companies are invested in so-called ‘‘en- 
gineered” The 
not tell the engineer what to buy, when 


liquid assets. 


capital operating telephone 


plant. “catalog” does 


to buy, how much to buy, or where 


to place the apparatus. He cannot pass 
along his responsibility for his decision 
to top management. Many elements of 
his problems are such that top manage- 
ment can give him only general guid- 
ance in the form of the 


money can 


rate at which 
be spent, relative priorities 
of service, ete. 


And, the stakes 


telephone engineer. 


are 
The with 
which the plant investment is made to 


high for the 


wisdom 


create communications networks deter- 
mines, in large measure, the fortunes 
of the company. 


telephone 


Money once spent for 


plant can seldom be recov- 
ered, and the mistakes in placing phy- 
plant 


long time. 


sical cannot be corrected for a 


For example, a 5 per cent 
variation in cost between good and in- 
differently engineered plant is not un- 
than 
from bids by com- 


reasonable, and is much smaller 
would 


petent 


you expect 
independent engineering firms, 
if they existed, and if they were used. 
At the current rate of construction in 


the Independent industry alone, and on 


the portion of the construction expen- 


ditures made as a direct result of an 
operating company’s engineering effort, 
this difference would amount to about 
year in capital 
amount which ap- 
proaches the salaries of all the operat- 
ing company engineers involved. And, 
that is not all. The annual charges on 
this 20 million which go on for the life 
of the plant, would be about 
each If the 
the 
have to pay higher rates or experience 


20 million dollars per 


expenditures — an 


5 million 
make 
will 


year. engineers 


wrong decisions, customers 


poor service or both for years to come 
as a result. Also, the ability of the 
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Left to right: B. R. 


Fox of Tyler, Tex.: Warren Weber of Remsen, Ia.; Mrs. 


Weber. and Mrs. F. W. Daubendiek of Remsen. 


company to earn adequately will obvi- 


ously be jeopardized. 

like the 
sorting apples, the telephone engineer 
What 


weigh in or- 


As you might expect, man 


is constantly facing decisions. 


factors does the enginee1 


der to reach his decisions? 


First, quality of service versus cost 
Many engineering decisions 
offer the opportunity of improving serv- 
ice or cutting costs. A good engineer 
is always striving to do both. Some- 
times the engineer must decide how 
much of each is appropriate. To illus- 
trate: If a new telephone or improved 
sensitivity is developed, shall the im- 
provement in service be given to the 
customer in the form of better volume, 
or shall it be given to him in the form 
of lower cost by using cable of smaller 
wires? Or, should it be used to extend 
the same quality of service a greater 
distance? 


of service. 


Second, capital versus expense. Al- 
most every job involves some choice 
between a relatively higher first cost 
with lower operating or maintenance 


W. A. Rockwood 
N. Y., and N. H. 


Cleft) of Rochester, 
Case of Hudson, O. 


first 


cost. 


costs, and the lower cost with 
higher maintenance This choice 
also involves a continuity of service in 
conjunction with maintenance costs in- 
asmuch as high maintenance is 
times coupled with con- 
tinuity. Here, again, the good enginee} 
strives to reduce both capital costs and 
expense. 

Third, prog- 
ress. This is a real fence-walking situ- 
ation. Standardization is one of the 
keynotes to success of the communica- 
tions networks, inasmuch as it permits 
facilities to work together with uni- 
form operating procedures throughout 
the country, and material and equip- 
ment costs to be reduced where the 
elimination of needless varieties allows 
production and supply effort to be effi- 
ciently concentrated. On the othe 
hand, standardization and progress are 
incompatible. The telephone enginee? 
must constantly determine when and 
how far to deviate from standardiza- 
tion in order to enhance progress. 


some- 


poor service 


standardization versus 


Fourth, today versus tomorrow. This 
is just another way of saying, how well 
can the engineer guess the future? This 
involves not only what the public wants 
in the way of service and where they 
will be living, but what the technology 
will be within the lifetime of the plant 
under consideration. 


As you may suspect from the dis- 
cussion thus far, the telephone engineer 
not only must have a knowledge of 
technical things, but he must guide his 
management by planning the step-by- 
step investment in plant so that it will 
render the amount of 
nue-producing service at a 


maximum reve- 
minimum 
of expense, and in such a manner that 
future changes, additions, and advance- 
ments in the art may be incorporated 
without major impairment of previous 
investment. 

Obviously then, the engineer must de- 
velop definite plans, including long-term 
forecasting, and continuously supervise 
and effectively coordinate studies and 
This 
important part of the engineer’s work 
is sometimes slighted if not outrightly 


the actual construction program. 


(Please turn to page 128) 
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NOW! Heavy-duty adjustable clutch 


and integral winch on all skid- 


mounted and truck-mounted diggers 


Now Highway gives additional digging power on all its 
earth-boring machine models for fast, easy digging in any 
soil. The HDA and HCA models derive their power from 
the truck engine and permit holes to be dug in all truck 
transmission speeds. Mount on any vehicle with sufficient 
capacity to handle the weight and operate the machine. 
Highway earth-boring machines are available in sizes to dig 
holes up to 36” in diameter and to an average depth of ten 
feet. Available with manual or hydraulic clutch controls. 
Find out how Highway’s earth-boring machines can save 
you time and money. See your Highway representative 
now — or write directly to Highway Trailer Company 
for illustrated brochure. 
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DIVISION 


HIGHWAY TRAILER COMPANY 
HEADQUARTERS: EDGERTON, WISCONSIN 


Manufacturers of: Public Utility Bodies © Earth-Boring 

Machines © Pole and Cable Reel Trailers © Winches ¢ 

Power Take-Offs © Service Accessories @¢ Commercial 

Trailers ¢ Trailerized Tanks and Dry-Bulk Haulers 
e Cargo Containers — Land, Sea and Air 
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Integral Winch takes power directly from 
the transmission and allows all speeds 
of transmission to be used. 


The new Highway adjustable clutch pro- 
vides more speed and more power. Easy 
field adjustment saves you costly down- 
time and shop maintenance. Stronger 
shift shafts give more pressure on the 
clutch with less control pressure. 





ERTAINLY, will agree that 
living in this atomic age of ours 
further accelerated the 
of life. Not that this 
has been necessary, for we have always 
moved at a has left 
You might say that 
our motto has been “Bigger, Better and 
Faster.” And to amplify this I would 
like to relate the expressions of a 
young Spanish exchange student 
on visiting this country and looking 
about him, exclaimed, “Very different; 
very strange. Over there they say 
‘this is 400 years old’. Over here they 
say, ‘this is 40 stories high’.” 


you 


has 
American way 
pace which 
nations breathless. 


most 


who 


So, we 
rush on, improvements upon improve- 
ments—a never ending cycle. 


This is particularly true of the com- 
munication industry. Let us stop and 
consider the short period of time that 
has actually passed since the memor- 
of Bell’s 
passing 


able achievement where he 


succeeded in voice over wires 
between rooms within a single building 
(1875) — to the point where 
transmission perfected 
subscribers within the same town (Bos- 
ton) to the 


were transmitted over a pair of wires 


voice 
was between 


point where messages 
between Boston and Cambridgeport (2 
miles) —to the unthinkable achievement 
transcontinental 
and all this 
then the 
advent of open wire carrier, the coaxial 
What next? 


of construction of a 
telephone (1915) 
within a period of 40 years 


line 


cable, microwave radio. 


these achieve- 
from about the 


telephone 


Of course, in all of 
that 
time of a 


ments, is, dating 
transcontinental 
line, there has been one character who 
had a vital part 
ance, and that is the transmission en- 
gineer—God Bless His 


the problem to provide adequate (that 


has in the perform- 


him! has been 


word could stand some definition and 


s Chief Eng 
verett Wastl 


The Voice in the Distance 


By D. J. TOMPERS* 


(An Engineering 


explanation) transmission 
“A” to point “B”’, 


f1 om point 


We might exaggerate 
bit in the statements to 
they are not too far afield I’m 
Thirty to 35 ago a resident in 
New York would have hesitated to call 
Centerville, Kan., with the exception 
of dire emergency, and if the call had 
been made, both have 
shouted louder their 
was practically unintelligible, 
then probably part of the 
information would been 
fully transmitted. 
years 


just a tiny 
follow, but 
sure. 
years 


would 
louder, until 


parties 
and 
speech 
and only 
have 
Let us say that 20 
same call 


success- 
ago the successfully 
with minor difficulty in 
have assured the tele- 
phone company of a glowing tribute to 
its success. 


completed, 
hearing, would 


However, in the age we’re 
living in today, the least distraction or 
evidence of poor quality, regardless of 
distance, is to bring criticism 
subscribers. To him, today, 
the “voice in the distance” must be the 
that of the at his el- 
bow, and he does not look upon trans- 


certain 
from our 


same as person 
continental conversation as being any 
different than calling his wife at home 
within the same town. 


From the beginning of the telephone 
industry, through the year 1914, long 
distance transmission of 


limited by 


speech was 
effects of the 
More 
ply stated, the reduction of voice cur- 


attenuating 
telephone lines themselves. sim- 
rents is due to electrical loss, resulting 


from inductance, 


circuit capacitance, 
resistance, etc. 

In approximately 1915 the telephone 
repeater, employing vacuum tubes, was 
This represented a 


strike forward 


introduced. tre- 


mendous in the science 
of communications, and with it ushered 
in the era of transmission engineering. 
Telephone companies began to broaden 
their outlook. 
trate on quality of service on a long 


The last 40 


They began to concen- 


haul basis. years, and 


Conference 


iddress ) 


last 15 


service 


particularly the have 


improvement. 


years, 


seen continued 


If we were gifted as some of God’s 
creatures, to be able to adjust 
and circumstances 
that prevail, we would be able to tune 
our ear to listen to a telephone conver- 
and block from it all the othe: 
This, however, is 
not our ability, but rather the reverse 
seems to be true. 


our- 


selves to situations 


sation 
extraneous noises. 
The minute we pick 
up a telephone to a conversation, oun 
ears atune to the 
noises that descend upon us and what 
we would disallow 
gigantic proportions. 
This situation in itself must always be 
remembered. 


seem extraneous 


normally immedi- 


ately rises to 


The result, once again the “voice in 


the distance” must represent the 
There can be little 


tone, 


per- 
son at your elbow. 
little no straining of 
the eardrum to hear the whispers at 
the distant rather the 
tion carried on as easily as I 
Herein 
the problems of the transmission en- 


echo, side 


end, conversa- 
must be 
am here talking to you. 


rises 


gineer. 


distance has become 
popular, the 
service has been his responsibility. The 
has 
electronic devices in an ever increasing 
variety of The cost of 
neering and providing this equipment 
could be by the 
knowledge that improved service would 
long 
more 


As long more 


demand for improved 


transmission engineer developed 


design. engi- 


reconciled somewhat 
calling and 
Short-haul 
calling, always a concern of the trans- 


increase distance 


bring in revenue. 
mission engineer, did not lend itself to 
the expenditure of vast sums of money 
. Both 
long and short-haul transmissions have 
throughout the 

. our biggest strides have been made 
in the field of long-haul 
problems. This, of course, is due to the 
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for complex electronic devices. 
improved years, but 


transmission 





practical aspects of transmission engi- 
neering. Vast sums of money on short- 
haul calls, for the purpose of eliminat- 
ing the wide disparity in transmission 
between several local 


losses circuits, 
has not been economically practical. On 
the other hand, in most instances, long- 


haul calls have paid their own way. 
The advent of nationwide toll dialing 

added to the problems of the transmis- 

The old 


volume, distortion, side tone, line noise, 


sion engineer. problems of 
uncontrollable user problems, attenua- 
tion, etc., were joined by problems of 
kind; 


tole rance, via 


anothe alternate routing, echo 


loss, 


conditions, via net 


via net loss factors, and switching 


pads became the new phrases of the 
transmission engineer—each one repre- 


senting problems, or the solution to 


problems. 


Nationwide toll dialing plan is a 
communicative network throughout the 
United 


any 


States and Canada enabling 


customer to call any other merely 
dialing his number. Generally, the 


plan is based on the principle called 


Any 


have 


“automatic alternate’ routing.” 


calls between two points may 


many paths, varying in complexity 
from a direct connection to a connection 
intertoll 
Class 4 
Point’’), 
terminating 


lengths, for a maximum of nine lengths. 


utilizing aS many as 


seven 
(between 
“Toll 


and 


lengths in tandem 
Office “‘Toll 


plus the 


Cente ‘ie ol 


originating 


The characteristics of various inter- 


toll circuits used on 


successive calls 
between two telephones can vary greatly 
due to alternate routing. In order to 
avoid a large transmission variation on 
the 
possibility of inadequate transmission, 
it is imperative that the loss of each 
length used in connection be kept at a 


minimum. 


successive calls, and to eliminate 


Ideally, of course, operating 
all circuits at zero db level would make 
the the 
number of any one 
Obviously this would be a 

Actually the 


transmission independent of 


circuits used in 
connection. 
large order. 


great dis- 
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Left to right: 
Rangel, all of Havana, Cuba. 


tances involved, prohibit a zero db cir- 
cuit due to the necessity of operating 
even the best facilities at some loss. To 
insure that suitable characteristics per- 
taining to transmission are maintained, 
minimum losses must be maintained, but 
to establish a procedure to maintain a 
minimum loss for each length and fon 
each makeup 01 would 


circuit route, 


be a task of unbelievable difficulty. 


A compromise plan has been adopted 
which established minimum practicable 
loss in a toll circuit. This minimum loss 
What is 


via net loss? To attempt to state it as 


is known as “via net loss.” 
simply as possible and in broad terms, 
via net loss is the minimum loss meas- 
which a circuit 
operated when switched at both ends to 
other circuits without the objectionable 
echo. It 
which it 


more 


ured in db at can be 


noise, cross talk, singing or 
that the circuit to 
switches will have 2 db or 


assumes 
loss 
and a local tele- 


between the switch 


phone office. 

As I mentioned earlier, our ear seems 
itself to such 
things as crosstalk, singing and echo, 


to automatically tune 


which rise as a definite distraction, so 


these must, therefore, be removed or 


Left to right: 
Vernon A. Allan 
of Scottsbluff, 
Neb.; Don Chil- 
ders of Kansas 
City, Mo., and 
Aubrey E. Sikes 


of Glennville, Ga. 


Antonio de la Luz, I. W. Gleason, 


Antonio G. Artiles, and Hector 


suppressed to the point where they are 
tolerable. Of the four, echo is usually 
controlling in the design of intermedi- 
ate switching links. 
to hold 


tomer tolerance in loudness and delay 


Designing a circuit 


echo within the range of cus- 


will, in a majority of cases, meet the 


requirements for singing, noise and 


if standard 
signs are followed. 


crosstalk transmission de- 


Echo is just what the name implies. 
Acoustical echo is the effects of sound 
bouncing back from physical obstacles. 
Many of you undoubtedly have heard 
it by calling into a canyon, or against 
a mountain lake sur- 
rounded by trees on an early morning. 
Electrical echo from currents 
bouncing back from electrical obstacles 
in a telephone path. The obstacle is a 
mismatch in impedance encountered by 
the signal. 


range, or into a 


results 


In telephone conversation, 
echo delay is an important distraction 
factor. The longer the delay, the more 
the distraction. Considerably louder 
echoes will be tolerated if the delay is 
short. While both the talker and listener 
may echoes, the talker 
usually controlling in the 
circuit design. 


hear echo is 


telephone 


There are usually three factors in- 
volved in determining the loudness and 
delay of talker echo: (1) circuit loss 
talker to electrical obstacles including 
the far end; (2) circuit loss from these 
obstacles ‘back to the talker; (3) return 
loss at the electrical obstacle. 


Return loss is the loss in db between 
the power of the reflected signal, due 
to mismatch, and the main signal. 
When the mismatch occurs, the main 
signal is said to arrive in impedance 
discontinuity. if the 


Obviously, two 


impedances at any one point are per- 
fectly matched the 


return loss is in- 
finite. In this 


superfluous signals are received. 


“ase, no energy or 
The 
old technique of added loss to overcome 
echo does not meet requirements of the 
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switching plan of today. The switching 
plan of today makes the “voice in the 
distance” as constant in quality as the 


voice across the conference table. 

What 
its applications? 
it? The via net may 
be obtained by multiplying the circuit 
length by a value called the “via net 
loss factor” and adding 


What are 
How do we determine 


loss? 


about via net 


loss of a circuit 


.4 db for varia- 
individual sections of the 
follow 
sign procedures which meet crosstalk, 
singing and return This 
gives the via net which each 
circuit can be operated. This holds true 
regardless of the 


tions of the 
circuit, if we recommended de- 
loss limits. 
loss at 
number of lengths 
in action. 
puted 


Via net loss factors are com- 


from a statistical analysis of 
and the 


transmission characteristics of the cir- 


customer tolerance to echo 


cuit. As I have said, loudness and delay 


play an factor in the cus- 
Therefore, de- 
creasing the objectionable effect of echo, 


decreases the via net loss factor. 


important 
tomer tolerance to echo. 


Via net 


are 


loss facto1 


loss and via net 


available for either two-wire or 


four-wire circuits. However, four-wire 


circuits have no intermediate return 
paths may, therefore, be 
worked at losses. It is desirable 
at this point to discuss the difference 


between 


loss 


and 
lowe} 
two-wire Cl! 


four-wire and 


cuits. Basically, a four-wire circuit 
pair of wires to talk 


one pair of wires to listen. 


utilizes one and 
Obviously, 
a two-wire circuit uses the same pair to 
talk and listen. 


imize echo return, and for that 


Four-wire circuits min- 
reason 
are recommended in via net loss opera- 
tion of intermediate switching links. 


this 


pair? 


Does trunk needs 


two-wire 


mean 
No, but 


for circuits to end offices, must 


every 


two circuits, 


except 


use approved four-wire’ termination 


sets when hooking into four-wire o1 


carrier-derived circuits. 


Four-wire termination sets are used 


to convert one-way, four-wire circuits, 


or circuits employing send-receive paths, 
or two-frequency, two-wire circuits back 
into Basi- 


two-way, two-wire circuits. 


Left to right: G. W. Wall of Vienna, Va.: Joseph Cheeseman of Washington, 


D. C.; K. W. Vogt of St. Paul, Minn.: H. C. Starkweather of 


Phil Stewart of Seattle, Wash. 


cally, they consist of a balancing trans- 
By a 
mean a hy- 


former and a balancing network. 
balancing transformer, we 
brid The 
sometimes a part of a hybrid coil and 


coil. balancing network is 


sometimes a separate unit from the 


four-wire set. Hybrid coils provide a 
means of converting four-wire to two- 
reflection be- 


wire with a minimum of 


tween the transmitting and receiving. 
No simple solution is available at this 
time for two-wire circuits not equipped 
with 
office balance has been 
for the of intertoll trunk de- 
We will discuss this office balance 


terminating although an 


sets, 
factor devised 
purpose 
sign. 


factor later on. 


In order to establish minimum prac- 
tical loss of the shortest possible circuit, 
it must be 
trunk 


conditions: (1) 


remembered that an intertoll 
may be operated in one or two 
When the trunk is 
terminated in a telephone set at one 
or both ends through local plant, it is 
said to be in a terminal condition; (2) 
intermediate 
and both 
trunks, it 


in the via condition. 


when the trunk is in an 


link in a 


ends are 


switch connection 


extended by othe) 


is said to be 


For practical reasons the trunk must 
both 


int) oducing a 


be used for terminal and via 


service. By loss at the 
end of an intertoll circuit, in its termi- 


nal condition, it is possible to utilize 


Left to right: 
Nap Videan of 
Bellevue, O.; C. 
E. Carlson of Lake 
Crystal, Minn., 
and Clarence Arn- 
old of Mankato, 
Minn. 


Arnold, Md., and 


this circuit for dual operation. Such a 
loss is achieved by adding pads to build 
trunks to 


The minimum practicable loss 


out the loss in 
to 2 db. 
for the shortest possible circuit operated 
will have a loss of at 
This is 2 db for 


plus .4 db 


local offices 


at via net loss 
least 4.4 db. 


terminating 


each 
loss variation 
favor. This is assuming, of course, that 


our echo delay factor is zero. 

In considering the longest circuit to 
be operated at via net loss, the statis- 
side of via net loss 


brief 


reliance on 


technical 
ugly 
cussion of this kind 


tical and 


rears its head. In a dis- 
statis- 
tics and technical terminology is not 
only boring it is in most cases probably 
foolhardy. To those of you in the proc- 
ess of going via net loss or contemplat- 
ing joining the nationwide network in 
the years to come, I would suggest con- 
sideration be given to the many fine 
texts available from manufacturers and 
the Bell System on various equipment 
required. 


For the this talk, 


ever, it is necessary to discuss briefly 


purpose of how- 
the problem of office balance. The two- 
wire office is said to be equivalent to 
office if the 
intertoll 
trunks is equal to 27 db or better. Two 


a four-wire’ switching 


average return loss for all 
methods of obtaining this equivalency 


is by drop and network building out 
network will 
impedance of all paths 
office. If this 
“hb” factor is 
assigned the switching office to provide 


so that the compromise 
match the 

through the 
balance is not achieved, a 


switching 


the same echo performance as the four- 
switching office. This “}” 
factor is applied to intermediate switch- 


wire 


ing offices only and not to ordinary toll 
centers (Class 4 offices). 

Naturally, it is desirable to avoid the 
factor 
this would only add loss to each switch 
If this occurred at a num- 
ber of offices on any one connection, the 


(Please 


need of assigning a “b” since 


connection. 


turn to page 152) 
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CUT HANDSET 
// LOSSES .... on Coin 
Collector Telephones” 


These new short KOILED KORDS 

retractile cords allow sufficient length 

for use in telephone booths but are short enough 
to prevent the handset from hitting the 

floor if dropped. 


Figure your past losses from broken handsets 
and you'll see how much these new short 


KOILED KORDS can save you 


These new short KOILED KORDS are available 
for Automatic Electric, Kellogg, Stromberg-Carlson 


and Western Electric handsets. 


KOILED KORDS, the original retractile 
cords, are the result of 17 years of 


research, development and use. 


— CAN NOT TOUCH 
7 THE FLOOR 





HERE ARE over 600,000 miles of 
 Sighers pole line located in this 
Alaska. The 
company I operate, Sunland-Tujunga 
Telephone Co., has 128.9 of these pole 
miles located in the community of Sun- 
Stretched across the United 
States are more than 4,000 telephone 
like Sunland. These 
telephone companies serve two-thirds of 
of the United 
beginning to feel the 
impact of the monstrous program 
thorized by the Federal-Aid 
Acts of 1956 and 1958. 


country, excluding 
land, Cal. 
companies, 


many 


the geographical 


States 


area 
and are 
au- 
Highway 


The Highway Program 
Federal-Aid Highways total 776,072 
of federal aid high- 
primary routes and secondary 

During 1957, 7,386 federal-aid 
projects were advanced to actual con- 
struction at a total of 2.4 billion 
dollars. 


miles interstate 
ways 


routes. 
cost 


The national system of interstate and 
defense highways to be built over the 
next 13 years will connect as directly 
as possible the principal metropolitan 
areas, cities and industrial centers serv- 
ing the national defense. It will link 
together 90 per cent of the cities having 
populations in excess of 50,000 and will 
connect 42 out of 48 state capitols as 
well as over half of the rural popula- 
tion of the United States. 

In the legislative history of the 
Federal-Aid Highway Act of 1956, Con- 
gress said of this enactment, “In its 
entirety, it will be one of the greatest 
construction projects of all times.” 


Burden on Telephone Companies 

Of the federal-aid highway projects 
under the 1956 Act as 
amended, it has been reliably estimated 


envisioned 


*Mr 


I ga 
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Reducing Federal Highway 


Plant Relocation Costs 


By ALLAN R. STACEY* 


(An Engineering Conference 


that 25 per cent of the total proposed 


mileage will require the removal, re- 
location and reconstruction in new loca- 
tions of the service facilities of utilities. 
You Mr. Telephone Company 
Operator, 611,450 tele- 
phone pole lines and many of them are 


going to be this 


and I, 
have miles of 
moved by highway 
program. 

This program represents an enormous 
burden 
of utilities. It 
when 


economic laid at the door-step 
the more burden- 
consider (1) it 


in most instances the building of dupli- 


is all 
some you means 
cate facilities so that the customer may 
have continuous utility service, (2) it 
assumes the immediate ability to engi- 
neer the new project, (3) it assumes 
immediate availability of standard 
materials irrespective of manufacturing 
delays, (4) 
negotiating and securing the necessary 
rights of way, (5) it assumes the nec- 


it assumes no difficulty in 


essary construction forces being avail- 
able, and, above all else, (6) it assumes 
the immediate ability to raise the neces- 
capital, for going to 
voluntarily advance these funds to us. 


sary nobody is 
We as utilities are being accused of 
roadblock in the path of 
the Federal Highway Program. Clifton 
W. Enfield, general counsel for the 
U. S. Bureau of Public 
in 1957: 


throwing a 


Roads, stated 


“The bureau’s study indicated that 
in approximately one-third of the states, 
highway construction progress is often 
seriously impeded by delay in utility 
adjustments. It was found that delay 
in highway construction, because of 
utility relocation, resulted principally 
from (1) lack of adequate advance 
planning and investigation, (2) lack of 
adequate liaison between the highway 
agencies and the utility companies, (3) 
lack of an early firm commitment by 
highway agencies in scheduling projects 
for advancement to construction and 
(4) lack of adequate funds, personnel 


{ddress ) 


and equipment on the 


companies.” 


part of utility 
Solving the Problems 
Here is some of the 


are being solved ° 


how problems 


Example No. 1. There was an under- 
ground system carrying six large tele- 
phone cables located in a five-corner 
intersection which was involved in high- 
way improvement. The telephone com- 
pany had no advance knowledge of the 
project, but learned of it about the 
time it was advertised for bids. Upon 
making a hurried investigation it was 
determined that there were seven drain- 
age conflicts. Fortunately, by change in 
plans of the state, which incidentally 
cost the state no more money, the drain- 
age conflicts were resolved and the 
advertising of bids was held up while 
the plans were revised. As a result, not 
only did the telephone company save a 
substantial sum of money but tying up 
of automobile traffic at that intersection 
for three months was avoided. 

Example No. 2. By shifting the arc 
of the proposed curve in a highway, a 
matter of seven degrees, a utility was 
permitted to stay in its original location. 

Example No. 3. There was an under- 
ground conduit system located in the 
unused portion of the highway right-of- 
way. It was proposed to widen the 
highway by taking an additional width 
on both sides. To avoid relocating this 
conduit system at great expense, the 
state found it possible to take the en- 
tire additional width on one side of 
the highway. 


The Utility Must Know 


In order to solve problems in the 
manner the utility must know 
what is proposed to happen and it must 
know long before the bids are adver- 
but the picture which 
unfortunately prevails. The key agency 
in many public works groups on state, 


above 


tised, here is 


and 
engineers highways and other improve- 
provide what it wishes to 

After its plan is 
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county and local levels designs 


ments to 


accomplish. com- 





pleted and the contract is about to be 
let for agency then, 
and then only, for the first time brings 
in the utility to tell 


construction the 
them about the 
project. 

What is the 
problem? It 
word 


answer to this 
described in 
You and I, 


the state, and the public can all save 
if the 


vexing 
can be one 


“information.” and 


utility gets “‘information” soon 


enough. 

Experience in states where difficulties 
have been 
that 


volved and 


largely overcome indicates 
inderstanding of the problems in- 
initiation of action to solve 
them must begin months, or even years, 
before a project is advanced to the 
construction stage. The most important 
and effective step consistently taken in 
those that 


problem is to 


states have successfully 


solved the arrange for 
conferences between representatives of 
highway agencies and the utility com- 
panies as soon as the location and the 
plans for a highway project have been 
ae veloped 


sufficiently to indicate ap- 


proximately what utility adjustments 
required. As a result of such 
conferences, the utility is able to make 
studies of the extent 
of the work to be 
do all the and 
acquiring rights of way and scheduling 


the crews to perform the work. 


will be 
detailed and cost 
done and is able to 


necessary 


budgeting 


Benefits of Liaison 
Now, let’s expand ow 
that it 
listening. Let us 
which 


word “infor- 


mation” so requires action as 


well as translate it 


into “liaison” means the 


most 
effective cooperation between the high- 
official and the utility official by 
other informed to the 


maximum degree as to highway plan- 


way 
keeping each 


ning development and in working to- 


gether as the makes 
the necessary adjustments to its fa- 
The benefits will be 
attractive and worthy of effort. 
LIAISON BENEFITS TO 
WAY ADMINISTRATOR. 


utility company 
cilities. 


indeed 


HIGH- 


(1) Completion of highway projects 
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Left to right: K. C. Gillette of Chicago; W. H. Klingler of Brazil, Ind.; Henry 
E. Jensen of Conshohocken, Pa., and Frank Thiltges of Chicago. 


with no delays occurring because of 
utility facilities interfering with road 
construction. 


(2) Lower bid prices for construc- 


tion by contractors. 

(3) Elimination of claims against 
the state on the part of the contractor 
for delays and added costs. 


LIAISON BENEFITS 
UTILITY. 


TO THE 


(1) It is easier to get changes made 
in preliminary plans than in the final 
plan after it has been approved by a 
state bureau. 


(2) Continuous service to the utility 
customer is more easily maintained. 


(3) Since relocation costs to a small 
utility can at times be financially dis- 
astrous, liaison is of extreme impor- 
tance to permit advance arrangement 
of financing. 


(4) It becomes possible for the utility 
to plan the work so as to acquire the 
necessary materials in an orderly man- 
ner and to schedule adjustment or re- 
moval of facilities at a time convenient 
and efficient for work crews with a 
minimum cost for the entire operation. 


Plan for Liaison 


Prior to attending today’s meeting 
I made personal contact with more than 
a dozen of telephone companies operat- 
ing in my home state and asked whether 
they were 


encountering difficulty in 


Left to right: 
Don Carlson of 
Morenci, Mich.; 
Mrs. Carlson, and 
Vincent Danielson 


of Andover, Ill. 


liaison regarding the highway program. 
ranging in 
almost 1,000,000 telephones 
down to 500 telephones, reported that 
it was obtaining adequate information 


Each company contacted, 


size from 


well in advance of required relocations. 
Therefore, I feel it be helpful 


if I described briefly how this liaison 


would 
is conducted in one state: 


(1} This state develops a five-year 
planning program for highways. 


(2) In advance of final selection of 
the route for a highway change a public 
meeting is held and the state bureau 
notifies each of the utilities involved. 


(3) A selected route is submitted to 
city councils and county supervisory 
bodies for their comments and approval. 
Following this the route is submitted 
to the highway commission for adoption. 
These actions occur three to four years 
before construction. 

(4) The state bureau gives the utility 
a sketch showing the state’s ideas of 
the necessary changes or routing. 

(5) The utility makes its own sug- 
gestions. 

(6) Finally, a written agreement is 
consumated containing the changes and 
allocating the costs. 


Frequently, the supplies the 
utility with a rough print of the pro- 
route which the _ utility 
and returns the 


state 
posed upon 
facilities 
print to the state. 


enters its 


Frequently, the state makes prelimi- 
nary examinations to determine how 
expensive the plant is that is to be 
relocated and sometimes changes routes 
to avoid expensive relocations. 

In my opinion, people are really more 
important in than 
the type of organization and procedure 
that may be officially established. Nearly 
any arrangement works well when co- 
operative and people with 
sincerity of purpose are involved. Noth- 
ing works when the reverse is the case. 
Uniformity of practice in every state 
is impossible. But, uniformity of desire 


cooperative liaison 


objective 


(Please turn to page 129) 
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GENERAL CABLE MANUFACTURES 


VIDEO PAIRS are wide range, balanced 
transmission lines which are finding ever-increasing 
uses for high frequency applications. These specially 
designed pairs can be incorporated in cables contain- 
ing either paper insulated or plastic insulated tele- 
phone pairs or incorporated within their own lead 
sheath or plastic jacket. Video pairs are in general use 
for remote TV pick-up points such as athletic fields and 
convention halls. These same pairs are also suited for 
a variety of other high frequency applications such as 
closed circuit TV, telephone carrier circuits and links 
to microwave stations. Cables containing video pairs 
are suitable for aerial or duct installation or can be 
armored for direct burial and submarine use. 

The basic video pair consists of 2 conductors of 
#16 AWG solid annealed uncoated copper, insulated 
with foam polyethylene. These are paired with fiber- 
glas-reinforced foam polyethylene fillers. Over this is 
applied a helically wrapped polyethylene tape, a 
parallel fold copper tape, and a helically applied 
copper tape. Video pairs that are used under lead 
sheaths will have creped kraft paper tapes applied 
over the copper shielding tapes and those under plas- 
tic jackets will have a polyethylene tape applied over 
the copper shielding tapes. When several video pairs 
are incorporated in a cable, the length of pairing lay 
will be varied and the pairs will be arranged in the 
cable to minimize magnetic coupling between pairs. 


GENERAL CABLE CORPORATION, 420 Lexington Ave., New York 17, N. Y. 


Figure 1 


ATTENUATION (db per mile) 


1.0 10 100 
FREQUENCY (kilocycles per second) 


CONDUCTOR RESISTANCE: The conductor resistance shall not 
exceed 23 ohms per mile of cable (68°F). 


MUTUAL CAPACITANCE: The mutual capacitance shall be not 
more than .058 microfarads nor less than .051 microfarads 
per mile. 


CAPACITANCE UNBALANCE: The capacitance unbalance 
between conductors and shield shall not exceed 0.50 
micromicrofarads per foot. 


DIELECTRIC STRENGTH: Insulation shall be capable of with- 
standing a-c test potential for 2 seconds (maximum instan- 
taneous) of 2800 Volts between conductors and between 
conductors and shield. 


INTERNAL ECHO: The worst internal echo in a video pair shall 
be down at least 36 db from the measuring pulse. 


CHARACTERISTIC IMPEDANCE: The characteristic impedance 
shall be 125.5 + 3.5 ohms. 


ATTENUATION: Figure 1 shows attenuation versus frequency 
on a typical cable. 


Distributed by: 


Automatic Electric Sales Corporation 
Northlake, Illinois 


Leich Sales Corporation 
427 W. Randolph Street 
Chicago 6, Illinois 


go 


Offices and Distributing Centers Coast-to-Coast 


C— 
for quality and service...specify G ENERAL 


CABLE 
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Broader Service Horizons 


—Data Transmission 


By V. N. VAUGHAN JR.* 


(An Engineering Conference Address) 


NE OF the most interesting and 
O exciting things which we can do 

is to speculate on the future of 
communications. Let us take a broad, 
long-range look at the telephone indus- 
try and its future growth. Certainly 
we in the U. S. can be very proud that 
we have achieved the highest develop- 
ment of the telephone business of any 
country in the world. With about 80 
per cent of our U. S. homes and prac- 
tically all of our business and industrial 
locations now equipped with telephones, 
we can be justly proud, but not com- 


placent. Where do we go from here? 


Historically, any big industry seems 
tc go in either of two directions, up 
or down. Consider, for example, the 
wagon and buggy industry. It grew up 
a pinnacle of and then de- 
teriorated. However, at least one com- 
pany itself to be a 
facturer of “vehicles for personal 
transportation” rather than just a 
wagon builder. Although there may be 
some debate as to whether this company 
made the decision early 
nevertheless did make a 
transition 


success 


considered manu- 


enough, it 
successful 
to the production of auto- 
mobiles. Historically, an industry seems 
always either to continue to grow, or 
else to diminish, in its importance in 
the over-all economy. It appears virtu- 
ally impossible for a big industry to 
“level off” and stay that way. 


Certainly there is no inclination on 
the part of anyone in our business to 
want to “level off.” Such an attitude 
has never been the part of the telephone 
tradition We have been so 
busily occupied that we probably could 
not level off even if we wanted to. The 
industry has been developing and ap- 
plying new carrier systems, new micro- 


of service. 


wave transmission systems and is now 


*Mr. Vaughan is with the American Telephone & 
Telegraph Co. 
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hard at work on electronic switching. 
With such systems, which permit us to 
do our job better than we have in the 
past, we are essentially lifting our- 
our own “electronic 


selves by boot- 


straps.” 


Nevertheless, the pattern of the times 
in which we live does affect the manner 
of our growth. Our future growth is 
much more likely to be horizontal than 
vertical, that is, a greater growth in 
usage rather than continued growth in 
the number of telephones. Although 
there are homes with two cars 
in the garage than there are with two 
telephone lines; and, although there are 
still a number of farms yet to be 
served, the simple fact of 80 per cent 
development of the home market (and 
a higher development of the business 
market) suggests that our growth pat- 
tern will inevitably be in usage. 


more 


increase in 
usage will result from social and eco- 
nomic 


Of course, considerable 


forces—people traveling about 
the country so much more than ever 
before, and living in more 
widely separated locations. In addition, 
the need for data transmission is a 


specific aspect of this growth in usage 


relatives 


which promises to become a major fac- 
tor in our business. 


There have been many predictions by 
well-informed people, such as at a re- 
cent Joint Computer Conference, that 
within the next 20 years the usage of 
telephone circuits for data transmission 
will equal their usage for ordinary 
voice communications. While some tele- 
phone people feel that this estimate is 
a little exaggerated, the consensus of 
informed opinion is that there will be 
a tremendous upsurge in the use of 
telephone circuits for machine-to-ma- 
chine “talk.” 


Automation 


The manufacturing industry has de- 
veloped the automation of materials 


handling to a very high degree. Simi- 
larly the business machine industry is 
now developing the automation of cleri- 
cal operations—the handling and proc- 
essing of information. Experts agree 
that business and industry are just 
beginning to clearly understand, and 
to substantially use mechanized-elec- 
data processing. IDP (Inte- 
grated Data Processing) will accom- 
plish for ‘‘paper’’ work the same 
streamlining that has resulted from the 
production line for materials handling. 

Some of the same information that 
now flows over our circuits on a person- 
to-person (voice) basis will, in the 
future, be transmitted as “data” from 
machine-to-machine. Further, as IDP 
develops, much of the data which now 
travels by U. S. mail will flow 
telephone circuits. 


tronic 


over 


This is our job to provide the “I” in 
“IDP”—to integrate, to tie together 
the various locations, somewhat like the 
way our nerves connect our muscles to 
our brain. 

When we listen to our customers, we 
hear many urgent requests for data 
communications. It is no longer a ques- 
tion of whether telephone circuits can 
be, or will be used for data transmis- 
sion, but only a question of how best 
to provide for the use of these circuits 
for data transmission. All of you share 
in the responsibility to meet this service 
need. Fortunately, the telephone indus- 
try has a considerable wealth of ex- 
perience in providing facilities for 
telemetering, teletypewriter, facsimile, 
television, etc. We have both the basic 
facilities and a vast resource of know- 
how and capability upon which to draw. 


Type of Facilities 
seeking methods of meeting this 
responsibility, it is appropriate 
we review existing service offer- 
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ings and the kinds of facilities which 
available. this chart 
(Chart 1), and reflecting upon the costs 
or charges for the grades of facilities 
shown, we conclude, in general, that the 
bigger the pipe (i.e., the greater the 
bandwidth of the channel), the lower 
will the cost be for transmitting a given 
volume of data. 


are Examining 


The customer can send 
buck” 
bandwidth channels. 


more “bits per over the wider 


The term “bit” is a contraction of the 
words binary digit. It might be called 
the smallest possible piece of informa- 
tion, either a “yes” or “no.” 

While most of current data systems 
are binary digital data systems, it is 
by no means sure that the next genera- 
tion of progress will not return us 
again to a point where analogue sys- 
tems will be in the ascendency. Today, 
however, the digital systems are 
generally more attractive. 


Even for the transmission of speech, 
telephone research people are looking 
very favorably at digital (pulse modu- 
lation) systems. We may find our tele- 
phone plant of the future increasingly 
using pulse techniques for both trans- 
mission and switching. “Time division” 
shows promise of replacing “frequency 
division” (carrier) and ‘“‘space division”’ 
(switches). 
from Chart 


The conclusion we draw 


1 is most natural, for things nearly 
always come cheaper in big volumes. 
There are, of course, always exceptions 
to this general 


rule. For data trans- 


mission, it is not economic to spend 
large amounts of money on high speed 
terminal equipment to transmit 
amounts of information 
tance, or to 
short 


smal] 
over any dis- 
transmit volumes 
must be 
an economic terminal 
and depending upon 
the volume of traffic and the distances 
involved. It is uneconomic to use a 10- 
ton truck just 


large 
There 


balance between 


over distances. 


costs line costs 


to carry a one-pound 
package—likewise, it is uneconomic to 
use wideband facilities (such as video) 


DIGITAL DATA TRANSMISSION 


Teletypewriter (60 words per minute) . 


Telephone Circuit 
Radio Program Circuit 
Video Circuit 


Bandwidth Bits 
(Cycles) Per Second 


170 45 

3,000 600-1,000-? 
15,000 8,000 
1,000,000 1,000,000 


Above figures are order-of-magnitude indications for channels. Terminal 


equipment is not included. 


Chart 


to handle proportionately small volumes 
of data. 


All of our studies of data transmis- 
sion needs indicate that the basic voice 
band is the most suitable bandwidth. 
It can handle the required volumes 
most economically. Further it permits 
the widest variety of terminal designs 
to balance, for a variety of needs, the 
economics of terminal-vs.-line costs. 

Other important factors favoring the 
selection of facilities for 
data transmission are their widespread 
availability and their flexibility. There 


are telephone lines under most of our 


voice band 


streets, entering most of those places 
where data communications will be 


needed. All that 
communication needs of the future will 


indications are data 


be as diverse in geographic traffic pat- 
tern as present telephone service. 


Just as people at scattered locations 
need to talk to each other, likewise 
data will need to be collected from and 
sent to scattered locations. Consider, 
for example, meter readers, or the gro- 
cery store ordering-inventory problem, 
or the banks, or the department store 
charging and credit checking needs, or 
the hauling-trucking industry. With 


some truckers, there is need for small 
amounts of data to be originated at 
as many locations as trucks may pick 
up or deliver—largely a local data 
transmission need. Likewise the truck- 
ers have a considerable long distance 
data transmission need. A typical 
trucking company may have 150 major 
terminals at locations scattered around 
the country. 


Many 
lead us to the 
that the way of handling data 
communications is over the regular lo- 
cal and long distance telephone facili- 
ties. 


like the 
inevitable 


situations foregoing 


conclusion 
best 


Business Machines 


To better understand the engineering 
problems of data 
plant, it is first 
understand something 
about the machines which must “talk” 
over these facilities. Essentially, there 
are (1) devices, (2) 
processing and (3) data 
printers. As 
there are a 
input 


transmitting 
telephone 
necessary to 


over 
regular 


data input data 
equipments, 
output often 
Chart 2 indicates, 


variety of 


devices 
wide 


data devices—manu- 


factured by a number of business ma- 


chine and office equipment companies. 


DATA SYSTEMS 


SOME FORMS OF RECORD MEDIA 


DATA ORIGINATING DEVICES 
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Now, the benefits of transistor circuitry are used by 


, ' Warren to bring a new concept in power equipment 
first In dependability to the Independent Telephone Industry. 
Warren’s new all-transistor ringing generators and new 
transistor battery chargers provide a degree of operat- 
ing efficiency heretofore unknown...efficiency that will 
mean significant power savings in every exchange 
operation. Whether your plans call for expansion or 
needed replacements, investigate the many benefits of 
the new Warren transistor multi-ringer and transistor 
battery charger. 


TRANSISTOR 
products for the 
telephone industry 


mT (| 
‘= ny 4 de 
i 


Bit 
TRANSISTOR MULTI-RINGER... sis 


in 


for warranted dependability 


Powered direct from 48 volt office battery, the Warren 
all-transistor type TMR ringing generator is designed to 


give you years of maintenance-free, adjustment-free, 
uninterrupted operation. Long-life transistors give 
extremely high 75% full-load generator efficiency... 
permit the TMR to quickly pay for itself in power savings 


TRANSISTOR FLOAT RECTIFIER... 


for better battery management 


Operating efficiently from utility power, the Warren type 


alone! Voltage regulation is improved to insure customer 
satisfaction with constant ringing intensity. Synchromonic, 
Harmonic and Decimonic ringing frequencies are accurate 
to within 1/6 of a cycle and never require field 
adjustment. 100% transistor circuitry permits absolutely 
cool and quiet operation in a neat-appearing, self-contained 
package only 10% inches high by 19 inches wide. This 
new 4000 line capacity Warren transistor multi-ringer... 
with dependability warranted...is available from stock. 


TFR transistor battery charger is designed to add years 
to battery life. A complete line of TFR’s are now 
available in standard sizes from 3 to 400 amperes. 
Tubeless, completely static, they provide steady, humless 
direct current for float-charging of every type of 48 volt 
office battery. Floating or equalizing voltages are 
precisely regulated within 2 of one percent for changes 
in supply voltage and load. Germanium transistors, 
improved magnetic amplifiers, and silicon rectifiers assure 


dependability by eliminating troublesome vacuum tubes 
Be sure you have all the facts on the new, and selenium rectifiers. Efficiency is increased, regulation 


field-proved, Warren transistor power equipment. Ask your improved, while the size and weight are reduced. This 
telephone supply man or write to us today. gives you a reliable program of better battery management. 


Ss 


& 
7 THE WARREN sec. company. inc. 
% 


LITTLETON, MASSACHUSETTS 


FIRST IN TRANSISTOR PRODUCTS FOR THE TELEPHONE INDUSTRY 
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Each of these keyboard devices is ca- 
pable of recording data in a “machine 
sensible” form—a form which can be 
“read” by a machine for 
the subsequent processing or transmis- 
sion of this information. 


sensed or 


On Chart 3 are indicated some of the 
great variety of record media currently 
used for recording information in 
“machine sensible” form. This variety 
exists because of economics, because 
it is sometimes preferable to use one 
form of information storage and in 
other cases a different form. This va- 
riety also exists for a good old Ameri- 
can reason—that 
between the 
This 


average 


is, keen competition 

business machine 
variety doesn’t worry the 
much, because gen- 
erally within his own organization, all 
of the equipment is produced by a sin- 
gle manufacturer, for example, Bur- 
roughs, Remington Rand, IBM, or Fri- 
den, etc. 

On Chart 4 some of the 
great variety of data processing equip- 
ments (viz., computers) 
built to handle data. 
keep 


memory for 


compa- 
nies. 


user too 


are shown 


which have 
been These com- 
information in 
indefinite periods in a 
quite comparable to the 


filing cabinets and 


puters can their 


manner way 
ledger books 
information. These computers also ma- 
nipulate or information (add, 
subtract, multiply, divide, and 
in a manner quite comparable 
to the way that people, working with 
adding 


store 


process 
sort 
merge) 
machines or comptometers, 
process data. 

To us 
ments 


communicators, the 
imposed 


require- 
by business machines 
are somewhat comparable to our tele- 
phone users speaking a variety of dif- 
ferent languages, English, French, Ger- 
man, Spanish, etc. Just as our circuits 
are capable of handling this variety of 
spoken languages, so are they capable 
of handling an equal 
chine languages. Our job is to facili- 
tate these machines talking to 
other, each in its own language. 


variety of ma- 


each 


Engineering Problems 

What are the problems associated 
with facilitating these machines talk- 
ing to each other? First, the informa- 
tion must be in electrical form (ex- 
pressed as electrical bits). This is no 
problem for the business machine peo- 
ple and many of the equipments are 
already capable of expressing the out- 
put of a keyboard in electrical form. 
Many machines are capable of reading 
record media (tape, and 
expressing the output as a series of 
electrical bits. 

These electrical 
ditioned for 
phone circuits. 


cards, etc.) 


bits must be 


transmission 


con- 


over tele- 


machine feel, 


The 
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I think unanimously, that it is desir- 
able for telephone companies to accept 
these electrical bits, to “condition” 
them for transmission over our facili- 
ties, and to deliver bits at the receiv- 
ing end exactly as they were fed to 
us at the sending end. A device which 
does this conditioning is termed a 
“Dataphone subset.” It is, essentially, 
a modulator-demodulator — converting 
bits to tones at the sending end and 
vice versa at the receiving end. 


The 
of the 
have 
to the 
subscriber’s premises. 


term “subset” is a contraction 
which we 
many refer 
which is installed on a 
We use the term 
with respect to Dataphone service be- 
cause the Dataphone like- 
installed on the subscriber’s 
further, because of the 
close similarity of the function which 
it performs to that of the regular tele- 
phone subset. 


subscriber set 
used for 
device 


words 


years to 


subset is 
wise 


premises, and 


Just as the telephone subset accepts 
acoustic information, conditions or 
converts it to suitable form for 
transmission over our circuits, 
and converts it back to its orig- 
inal form at the receiving end, so 
likewise does the Dataphone subset ac- 
cept digital information (in the form 
of electrical bits) and convert it into 
a suitable form (tones) for transmis- 
sion over telephone circuits and then 
convert it back to its original form at 
the receiving end. 

Another reason why it is preferable 
for telephone companies to provide a 
suitable data subset is that the sub- 
set will not only perform a useful and 
necessary function, but it can also pro- 
tect our plant and our other services 
from excessive voltage, from crosstalk, 
ete. Further, it will insure coordina- 
tion with the tone equipment used in 
central offices for switching control, for 
supervision, and for automatic mes- 
sage accounting. 
have several 


Just as we types of 


telephone subsets (wall sets, keysets, 
etc.) there 


to be several types of Dataphone sub- 


will unquestionably need 


a ad Z 
Royal McBee-LGP30 Underwood Elecom 50 


sets to meet the varied situations and 
varieties of levels of 


Whereas a particular sub- 


speed, volume, 
coding, etc. 
set may be most economic for handling 
small which 
ing transmitted short distances, 
another more sophisticated subset will 
be unquestionably preferable for han- 
dling higher volumes over longer dis- 


volumes of data are be- 


over 


tances. 


Another engineering 
nificance is the 


factor of sig- 
relationship between 
the speed capability of business ma- 
chine equipment and the corresponding 
bit-rate capability of telephone chan- 
nels. For example, most data originat- 
ing devices are keyboard operated and 
deliver output information at a rate 
of about 50 to 100 bits per second. This 
is comparable to teletypewriter speeds. 
However, the input to most computers 
is at the rate of about 100,000 bits 
per second, or higher. Therefore, be- 
cause the telephone line has a speed 
which is 
tween that of many low-speed human- 


capability intermediate—be- 


operated devices and that of the input- 
outputs of electronic computers, it is 
often desirable to match the speed ca- 
pability of the terminal to that of the 
line. 


The least expensive and most widely 
used existing data-input business ma- 
chines (card punches, cash registers, 
etc.) are electromechanical in nature; 
these deliver an output at about 50-75 
bits per second. The “recorded carrier” 
Dataphone subset was designed to ac- 
cept inputs from such equipment, to 
store the information until a suitable 
quantity has been accumulated, and 
then to transmit it over the telephone 
circuit at the maximum speed canpa- 
bility of the telephone line. This 
matching of speeds, to make efficient 
use of the telephone line, becomes more 
important at the longer distances. 


However, the availability of rela- 
tively high-speed telephone lines (as 
compared with the slower-speed tele- 
graph channels) has an effect on the 
development of new business machine 
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One of the most exacting responsibilities in devel- 
opment engineering is that of devising equipment 
which will closely simulate service conditions in a 
controlled laboratory environment. In the field of 
conductor and cable fittings, this poses a pi 
complex and important problem. Ordinary dow i 
boom-pendant cables, bridge cables, and other sin 
installations encounter a rather complex comb 


of tension, torsion, impact, and vibration. These” 


forces acting simultaneously represent a severe and 


unpredictable stress configuration which does not 
* 


lend itself to experimentation using conventional 


equipment. The cyclic impact machines at the Pre- 


formed Research and Engineering Laboratory were 
created by PLP engineers to gain a better under- 
standing of the effects of these combined forces on 
cable fittings of all types. 


Research and Engineering... another reason why... 


You can look uo T 


fc a ett 


PREFORMED LINE PRODUCTS COMPANY « 5349 St. Clair Avenve, Clevelond 3, Ohio. Cable: Preformed- 
Cleveland ..manufacturer of armor rods, dead-ends, Guy-Grip dead-ends and other line accessories. 
% Made in occordonce with or for use under Potent No. 2.761,273; other patents issued and pending. 


REPEATED 
GOO TIMES 
AN HOUR 


to prove the 
relentiess holding 


PREFORMED 
DEAD-ENDS, 


-—“CLevis DETAIL ~ 
P aan Gack FOR Axia FORCE 


The equipment incorporates a pivoted beam which 
is raised and dropped automatically by a system of 
pneumatic pistons and linkages to obtain desired static 
and dynamic loads in the attached test specimen. 
Resultant forces are continuously monitored during 
the load cycle with multi-gage strain cell instrumen- 
tation. Once programed, the machine is regulated to 


~ cycle continuously and automatically shut down when 


major physical changes occur in the test specimen. 


This unique equipment makes possible one of many 
rugged test phases in a continuous program which cor- 
relates accelerated laboratory testing with field service 
experience to provide cable fittings of proven a 


Jon R. & late. Vice President 
Research and Engineering 


© 





devices. Already, we observe definite 
increases in the speed capability of 
new designs of card and paper tape 
reading-punching equipments, thus 
bringing them closer to the point where 
they can make optimum use of tele- 
phone lines—without an intermediate 
buffering ‘speed change’”’ device. 


At the other end of the speed spec- 
trum, both the input-outputs of com- 
puters and the normal operating speeds 
of associated magnetic tape units, are 
considerably higher than the bit rate 
capability of telephone circuits. Even 
if we are able to design sophisticated 
Dataphone permit the 
2,000 bits 
per second over a voice-band facility, 
this is still 
computer speeds. 


which 
high as 


subsets 
transmission of as 
very slow compared to 
A typical computer 
tape unit operates at about 50,000 bits 
The internal operating 
speed of computers is, of course, much 
higher than communi- 


cators need only concern ourselves with 


per second. 


this, but we 


input-output speeds. 


When computer designers, sometimes 
not experienced in communications, 
first begin to think about the com- 
munications aspects of an over-all data 
system, often they initially think that 
they would like to use very high speed 
(video) facilities between all locations. 
Of course, as they analyze the econom- 
ics, they realize that this would be 
impracticable. For one thing, data or- 
iginating devices are essentially slow 
speed. Buffering (temporary storage) 
is the answer—and it is most eco- 
nomic to provide this on a centralized 
basis. 


Further, 
scheduling 


centralized controlling, 
and programming of the 
loads that are applied to computers 
is often desirable. For such systems, 
batch transmissions are most economic. 
For “in-line” or real-time data systems, 
it is likewise most economic to employ 
moderate speed data transmission with 
buffering at the computer input-output. 


In instances where the volume of 
data to be transmitted within a given 
time interval exceeds the capability of 
a voice line, several voice lines may be 
used simultaneously. For example, the 
end-of-week or end-of-month account- 
ing balances may involve large volumes 
which must be transmitted in a brief 
time interval. Dividing the load into 
several batches and using several 
“dialed-up” telephone circuits simul- 
taneously, will provide the required 
traffic capacity. 


Dataphone Trials 


The 


needs 


more that 
for data 
impressed 


examines the 
transmission, the more 
with the seemingly 
This variety 
gives an undue impression of immense 


one 


is he 
endless variety of needs. 


complexity—a complexity which I am 
sure will yield a simplicity, once we 
understand all the problems and have 
gained some experience. It’s your tra- 
ditional job, as telephone engineers, to 
One of the best 


ways to achieve this goal is by means 


78 


simplify the complex. 


of a “trial” program involving actual 
customer usage of data transmission 
arrangements. A fundamental factor 
which practically forces this conclusion 
is that in providing data transmission 
service, telephone companies will be 
connecting to customer-provided 
Trials afford an 


business 


data 
terminal equipment. 
opportunity for the machine 
designers and the telephone company 
engineers to work together and to in- 
fluence each make the 
result most economic for thei: 
mutual customers. 


other so as to 
over-all 


Just as we must adapt our telephone 
subsets to the personal likes and usage 
characteristics of the people that talk 
over our circuits, so must we, in de- 
signing Dataphone subsets, be sensi- 
tive to the business machine needs and 
requirements, and the effects of these 
upon the design of our subsets. 


In order to 
test the 
machine companies and the using cus- 


“get started” and to 


reactions of both the business 


launched 
their Dataphone trials with two types 
of subsets—the digital subset and the 
recorded carrier subset. 


The Bell designed, on 
a “‘back of the envelope” basis, both the 
digital 


tomers, telephone companies 


Laboratories 


recorded subsets. 
brief summary of the 
features and capability provided with 


and carrier 


Following is a 
these initial model shop units: 


The digital subset is capable of ac- 
cepting electrical bits (“de pulses’) 
over a single input circuit at any rate 
up to a ceiling value. This ceiling value 
is dependent upon the transmission 
characteristics of the circuit with 
which it is used. In the case of the 
regular switched telephone network, 
600 bits per second is the current fig- 
ure; for private lines, 1,000 bits per 
second. The digital subset is essen- 
tially an f-m modulator-demodulator. 
It converts bits into tones at the trans- 
mitting end and vice versa at the re- 
ceiving end. Each subset is capable 
of transmitting and receiving, but is 
not arranged to do both simultaneously. 


The recorded carrier subset likewise 
accepts data in the form of bits. How- 
ever, instead of transmitting directly 
to the line, it stores these bits (as 
tones) on magnetic tape. After a suit- 
able quantity has been accumulated, 
the attendant then places a telephone 
call and transmits the information at 
a speed equal to the capability of the 
telephone line. In practice, recording 
takes place at (any speed up to) 75 
bits per second and transmission is 
eight times faster—nominally 600 bits 
per second. The reverse process takes 
place at the receiving end. 


At the outset, it was recognized that 
the recorded carrier subset, with its 
magnetic-tape “speed changer” capa- 
bility, includes some features which 
ultimately might better be provided 
by the business machine companies. 
However, it was felt that, for ex- 
ploratory purposes, it would be desir- 
able to include this capability in order 
to help both us and our business ma- 


chine friends to achieve a better under- 
standing of the feasibility of matching 
the speed capability of low-speed equip- 
ment to the bit-rate capability of tele- 
phone lines. 


The Western Electric Co. built 100 
of each of these subsets in their model 
shop. About two-thirds 
placed in service- 


have been 
roughly half on cus- 
tomers’ premises and half on telephone 
company premises for official 


Most of the 


been 


trials. 
have 
soon be in 
filed in 
(New York, 
California, 
Delaware) 


remaining subsets 
committed and will 
Tariffs have 
half a dozen states 
Michigan, Illinois, 
sylvania and 
FCC. 


service. been 


about 
Penn 


and with the 


Independent telephone 
have already been included in these 
trials. As time goes on, they will 
play an increasingly active role. Many 
customers, have community-of-interest 
data transmission needs, will have 
some locations in Independent territory 
and some in Bell territory. There is 
certainly nothing monopolistic in this 
data transmission business. It’s an in 
dustry problem. 


For the initial trials it has seemed 
most appropriate, in the interest of 
simplicity, to make arrangements fo) 
Western Electric Co. model shop sub 
sets to be available for use by the In 
dependent companies. However, as 
Dataphone service grows, it will ce 
tainly be desirable for the Independent 
manufacturers to provide subsets 
which will be compatible with similat 
subsets throughout the entire telephone 
industry. Several of these manufactu 
ers are actively working on subset de 
signs, not only with the view of being 
able to provide units which will be com 
patible with Western Electric Co. units, 
but also doing exploratory development 
on other features and arrangements 
which will be attractive in the long 
run. 


companies 


Results of Trial 


Some things are already becoming 
of the 
under way for 
only a very brief period of time. 
have 
the idea of high-speed data transmis- 
sion over regular telephone facilities. 


result limited 


which have been 


quite clear as a 
trials 
Cus- 
tomers 


enthusiastically greeted 


However, their immediate applications 
have restricted by the 
availability of business machine equip- 
(without 
major modification) to the model-shop 
subsets now available. 


been limited 


ment which can be connected 


One of the most important results 
has been the reaction of the 
machine companies. To them, the Data- 
phone capability has appeared as a 
newly available and highly attractive 
possibility. 


business 


As a result of the telephone com- 
pany’s adoption of the ‘“Dataphone con- 
cept,” the business machine compa- 
nies are left with a large area of 
freedom and flexibility to design their 
equipments to meet the market which 
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each visualizes as most attractive. This 
is an example of our American “free 
enterprise” system at work. From it, 
customers will, undoubtedly, accrue 
many benefits which would not result 
if the telephone industry were trying 
to force data transmission into a rigid 
set of standards—codes, speeds, word 
lengths, pattern of redundancy, etc. 


Maybe some standards will develop; 
maybe there will eventually be several 
families of standards. If they develop 
naturally, that is fine. But, it is a 
severe burden on progress when rigid 
standards are imposed on a new art 
before the desirability of standards has 
crystallized. 


A number of the 


business machine 


companies are now designing new 


modifying their existing 
equipment so that it may be connected 
to Dataphone subsets. 


equipment or 


The program planning people in the 
business machine field tell us that they 
are certain of a big upsurge, both in 
their sales of processing equipment 
and in the related needs for data com- 
munications. Several have expressed 
the view that, while they have been 
able to get along with very meager 
data transmission arrangements, by 
1960 it will be necessary for them to 
have data transmission arrangements 


available—from “off the shelf.” 


Another result of our 
trials has been to clarify, in the minds 
of many people, the inevitable division 
of responsibilities between the commu- 
nication and the 


important 


companies business 


machine companies. 


Many of 
the past 
much 
cation 


you will 


few 


that over 
has been 
communi- 


recall 
years there 
talk about how 
companies had not lived up to 
their responsibilities in providing for 
data transmission. Much of this talk 
implied that communication companies 
should be in a position to read com- 
puter magnetic tapes and transmit the 
data over their lines and _ produce 
punched cards or tape at the other end 
of the circuit. I am sure that when 
you recall the great variety of punched 
paper tape, magnetic tapes, and 
punched cards which are used as 
record media, you will immediately ap- 
preciate the impossibility of common 
carrier communications companies be- 
ing responsible for the reading and 
reproducing of this expanding variety 
of record media. 


loose 


Another of the very tangible results 
of our that we are 
telephone plant 


is eminently capable of handling data 


present trial is 


finding our existing 


transmission. 


Of course, there are some connec- 
tions over which data transmission is 
not satisfactory. This is in about the 
same percentage of calls and over the 
same connections as those in which 
ordinary voice communications is not 
satisfactory. My friends in transmis- 
sion engineering tell me that the pro- 
vision of Dataphone service is like 
“putting a thermometer in the patient’s 
mouth.” It imposes no unreasonable 
requirements on the transmission path. 
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But, it does clearly indicate its con- 
dition. It shows up, more definitely 
and clearly than voice communications, 
any situations which should be cor- 
rected. 

We do not have to change our plant 
design objectives, but Dataphone does 
point up any cases where these objec- 
tives are not met, or where the plant 
maintenance is not up to par. Data- 
phone requires only that we maintain 
our plant in such a condition as to 
insure thoroughly satisfactory _ tele- 
phone service. By properly designing 
the Dataphone subsets, it is possible 
(and practical) to insure satisfactory 
data transmission over any connection 
which is satisfactory for voice com- 
munication. 


What about transmission errors? In 
data transmission, of course, no com- 
munication facility can be expected to 
be error proof. However, in transmis- 


sion, as in data processing, it is en- 
tirely practicable to use error control 
desired de- 


procedures to obtain any 


gree of accuracy. 


The transmission error rate over 

regular telephone circuits is proving 
to be such that, for many applications, 
no transmission error control is_ re- 
quired. The transmission error per- 
formance is at least 10-fold better 
than that of the average keyboard 
operator. 
However, for some applications (viz., 
the transmission of verified or pro- 
cessed data) a very high degree of ac- 
curacy is required and some form of 
error control is indicated. The situa- 
tion is analogous to the problems in- 
volved in the use of magnetic tape with 
computers. Since the tape is a _ po- 
tential source of errors, systematic 
redundancy is added to the data as it is 
recorded on the tape. Subsequently, as 
the data is read off from the tape, this 
redundancy is used for error detection 
and correction. 

Both from the trials and from con- 
siderable laboratory work, we are 
learning much about several kinds of 
transmission error control. The se- 
lection of a method, in any particular 
case, is dependent both on the custo- 
mer’s (business machine) requirements 
and on the statistical characteristics of 
the transmission errors (both their 
rate and distribution). We have not 
yet, however, learned enough to have 
a clear picture of whether error con- 
trol arrangements should best be in- 
cluded within the subset, or within the 
design of the business machine term- 
inal equipment. There will surely be 
some cases where the latter is desir- 
able. 


Another result of the trial is some- 
thing which I think we all knew before 
we started but which has become very 
clear—it is that the design of the 
telephone company - provided subsets 
should lean very heavily in the direc- 
tion of simplicity. While we must learn 
to live with ever increasing complexity 
in our central offices—the electronic 
central office, for example—the trials 
indicate that we should strive to pro- 
vide increasing simplicity on the cus- 
tomers’ premises. 


Future subsets should be both sim- 
ple and rugged—reasonably trouble- 
free. Further, they should include sim- 
ple-to-use testing arrangements which 
will permit the test desk to determine 
whether reported troubles are in tele- 
phone company or business machine 
equipment—without having to dispatch 
a repairman. The design of such a 
test arrangement Is, of course, a func- 
tion of the design of the subset and 
its capability. It is not expected that 
the provision of this adjunct—to simu- 
late customer’s equipment—will add 
significantly to the cost of subsets. 


New Dataphone Subsets 
The next question is how to interpret 
these trial results of these 
conclusions into actions? One 
obvious step is to design new and im- 


and 
future 


some 


proved subsets based upon the knowl- 


edge obtained from the trials. 


A Dataphone subset which is now in 
exploratory development at the Bell 
will perform a function 
the present digital 
subset except that its input-output will 
be on a six-wire “parallel” basis rather 
than on a “serial” basis. 
That is, bits simul- 
taneously and transmit them in a par- 
allel manner on different frequencies. 
This will simplify the job of the busi- 
ness machine designers. Furthermore, 
At the 
sending end, it uses only one transistor 
and gets its power from a “talk bat- 
tery’ supplied from the central office. 


Laboratories 


quite similar to 


one-wire 


it will accept six 


this is a very simple subset. 


How can things be so simple? As 
usual, only as the result of a lot of 


hard work. In this particular case, 
the designers of the Dataphone subset 
have been able to utilize the funda- 
mental principles which resulted from 
a large amount of work which the re- 
search people had previously done on 
push-button calling. Now both Data- 
phone service and push-button calling 
will benefit. This is an example of the 
value of basic research, costly though 
it i. 

This new subset has not been given a 
name yet, perhaps it will eventually 
be called a version of the digital sub- 
set. However, for want of a better 
handle, the designers now refer to it 
as the “TOOT” subset. The name 
TOOT comes from the fact that the 
subset utilizes a Three-Out-Of-Twelve 
transmission system. 


A total of 64 possible code combina- 
tions are available with the three-out- 
of-twelve system. Although this seems 
adequate to meet most needs, several 
business machine companies have ex- 
pressed an interest 
seven-bit 


in transmitting a 
including the seventh 
bit as a redundant parity check bit. 
Further, there are 
which information is currently re- 
corded on eight-bit tape. Therefore, 
it appears desirable to investigate the 
economic feasibility of providing a sub- 
set which has the capability of accept- 


code, 


some cases in 


(Please turn to page 124) 
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HAVE BEEN asked to brief you 
iT on one unit of the American 

Association’s Accident Prevention 
course for supervisors, entitled “Acci- 
dent Prevention Through Informed 
Supervision.” 


Gas 


In order to give you an accurate 
picture it is necessary that you know 
just a little about the American Gas 
Association and its functions. The 
American Gas Association is a trade 
association formed by members of the 
Gas Industry to pursue common inter- 
ests more effectively and more economi- 
cally than could be done by members 
themselves, working either as individ- 
uals or as separate smaller groups. 

The American Gas Association now 
ranks as the 6th largest national trade 
association in the United States. The 
Association serves nearly 400 gas com- 
pany members, which, in turn, 
9 out of 10 of the nation’s gas utility 
customers. 


serve 


Its membership consists of gas util- 
ity, manufacturer, holding, service and 
other companies and nearly 7,000 indi- 
viduals. 


ORGANIZATION 


The American Association has 
five sections, each headed by a Chair- 
man and Managing Committee. These 
sections are: 


Gas 


1. The Accounting Section considers 
and deals with accounting and related 
matters. 

2. The Industrial 
Gas Section 


and Commercial 


considers and deals with 
matters relating to developing the use 
of gas and promoting the sale of gas 
and gas appliances and equipment for 
industrial and commercial purposes. 
3. The Operation Section considers 


*Mr. Papich is Safety Engineer of American Gas 
Association, New York City. 


80 


The Accident Sequence 


and How to Control It 


By R. N. PAPICH* 


(A Plant Conference Address ) 


and deals with matters relating to pro- 
ducing, gathering, manufacturing, stor- 
ing, transmitting, and distributing gas 
and by-products. 

4. The 


siders and deals with matters relating 
to developing the use of gas and pro- 
moting the sale of gas and gas appli- 
ances and equipment for 
purposes. 


tesidential Gas Section con- 


residential 
5. The General Management Section 
considers and deals with other matters 
of a management nature. 

Our Accident 
is part of the 
Section. 


Prevention Committee 
Management 


This committee is composed 


General 


of 40 members who are representative 
of the different segments of the indus- 
try as well as representative geographi- 
sally of the United States and Canada. 
This committee meets on the average 
of twice a year and holds a Conference 
annually for the promotion of safety 
within the gas industry. 


Now, what I am to talk to you about 
is the Accident Prevention Committee’s 
thinking on what constitutes part of 
the desirable background and knowledge 
that a supervisor should have in Acci- 
dent Prevention in order to do an ade- 
quate job in the prevention of accidents 
in the gas industry. I might add that 
it took several years to come up with 
the course content for this particular 
course and that the material used was 
selected after a long and tedious re- 
view of material in the Accident Pre- 
vention field. 


Gentlemen, we might as well face a 


The report of the USITA Plant 
Committee Chairman P. N. Malm- 
gren will be published in a later 
issue. 


very disagreeable and disturbing fact. 

It is this: whenever a worker is hurt 
or property is damaged, the real cause 
—however remote it may appear—is 
generally the failure of a supervisor 
in one or another of his duties. 

Somewhere along the line the super- 
intendent, the foreman 
has failed to show—failed to train—to 
explain—to convince—to safeguard the 
worker—to improve equip- 
ment—or to use foresight. 


supervisor or 


repair or 


This doesn’t necessarily mean care- 
laziness on the part of 
the contrary, 
supervisors do everything they 
to prevent accidents. So it 
that need more 
training if they are to become more 
effective in preventing accidents. 


lessness or 
supervisors. On most 
know 
is obvious 
who 


those supervise 


Accident prevention is your concern 
if you are one of those who supervise 
personnel in the public utilities industry 
—whether you 
supervisor or foreman—or in any way 
responsible for the activities of others. 
ask, “Is it important?” 
Well, one reason why those who super- 
earn because they are 
expected to look after the safety and 
welfare of others and to keep accidental 
losses at the minimum. Therefore, it is 
important! But important—we 
know that accidents can be prevented, 
because when those who supervise bear 
down, accidents go down and when they 
let up, accidents go up. However, there 
is a bright side to the record. Accidents 
have reduced because a lot of 
you who are responsible for supervising 
personnel, have done just that. Whether 
in a gang, department or division, acci- 
tend to reflect the effectiveness 
and efficiency of the over-all operation. 


are a superintendent, 


Some may 


vise more is 


most 


been 


dents 


Before I go on any further, I want 
to call your attention to W. H. Hein- 
rich’s ‘Foundation of a Major Injury”. 
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Through laborious and detailed analysis 
of more than 75,000 accident and injury 
reports from one industry, Mr. Hein- 
rich found that in a unit group of 330 
similar accidents 300 will produce no 
injury whatever, 29 will result in only 
mino} result in a 
The 


injury may result from the very first 


injuries and 1 will 


serious or major injury. major 
accident or from any other accident in 
the group. 

Now 


the General 


let’s transpose this concept to 
Telephone Company ex- 
perience because I do not have data on 
all the United States Independent Tele- 
phone Association members. I wonder 
how many have any idea of the accident 
takes to have 636 
abling injuries a year. Do you realize 
that there were probably 18,444 First 
Aid or medical treatment cases experi- 
enced by 


experience it dis- 


company employes, and to 
have these 19,080 injuries there were 
probably 190,800 accidents. 
This is the 
the superviso 
best 


point I want to make 
(1st line) is in the 
possible position to prevent these 
accidents from happening. He is on 
line” happen. 
should direct most of 
his effort, prevent the accidents and the 


injuries will take care 


the “firing where they 


Here 1S where he 


of themselves. 
I’ve been talking rather glibly about 
accidents, now just what do we mean— 
As you 
tended 


procedures and 


unin- 
normal 
injury 


know, accidents 
that 
may 
or property damage. 


are 
interrupt 
result in 


events 


3y the way, how many of you believe 
“Accidents are inevitable. 
going to get hurt or killed 
of what you do about it.” 
But 
about it. 
Now the 
about disease, crime, drought, flood, and 
othe. But great 
made despite pessi- 


People are 
regardless 


there is a lot that we can do 


same thing has been said 


plagues of humanity. 


gains have been 


mism. What we do know about accident 
helpful. We 


no one really wants or 
hurt. 


prevention 1s 
that 
expects to get 


know, for 
instance, 


We know that all accidents, including 
those due to supervisory failure follow 
a definite pattern. I would like to call 
your There 
We will illus- 
dominoes. Incidently, 
what I am about to show you is based 
on H. W. Heinrich’s Basic Philosophy 
of Accident Prevention and his “Acci- 
dent Sequence” 


attention to its sequence. 
are a number of factors. 


trate them as 


presentation. 


HEREDITY 

Heredity or ancestry is the first block 
that I want to talk about. This is usu- 
ally an underlying cause and represents 
the qualities with which we are born. 
It pertains to inherited traits or char- 
acteristics such as: 
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Left to right: H. B. Flower of Wisconsin Rapids, Wis.; R. J. Riordan of Madison, 
Wis.; Truman Wood, Mrs. R. C. Boecher, Mr. Boecher, all of Kingfisher, Okla.; 
E. J. Murphy of Elmhurst, [ll., and W. M. Driggs of Springfield, Ill. 


A. Physical Qualities 
1. General build 
strong, etc.) 


(big, small, 


Faculties (eyesight, hearing, 
etc.) 
Mental Qualities 
1. Intelligence 
9 


B. 


Excitability, nervousness 

Calm and methodical 
Now there many other 
acquired through social environment or 


are causes 


previous working experiences. 


BEHAVIOR 

The second block I want to talk about 
is behavior. When we talk 
are talking about 
We are not born 
This is considered a fault 
of person and such actions are: 


about be- 
havior we 
that are acquired. 
with them. 


actions 


A. Have the proper attitude or have 
the improper attitude. 
Follow instructions or be a chance- 
taker. 
Be a willing learner or think we 


know it all. 


These two representatives of Everstick 
Anchor Co. are R. K. Eaton (left) and 
D. J. White. 


D. Keep our minds on our work or 
daydream. 

E. Plan our work carefully or short- 
cut. 


faults included in human 
failure are: forgetfulness, inattentive- 
These factors 


being 


Common 


ness or thoughtlessness. 
attributed as distant 


causes in accidents. 


may be 


UNSAFE CONDITION 
Now the third factor that I want to 
talk about is the unsafe condition. This 
is one of the key factors and may be 
a direct cause. 
Unsafe conditions are: 
A. Improper Guarding 
1. Unguarded, inadequately 
guarded or guards removed. 
Defective Agencies 
1. Broken or 
slippery, 
sharp, 
frayed. 


poorly designed, 
defective, rough, 
decayed, corroded or 


Hazardous Arrangement or 
Process 
1. Piling, storage, aisle space, 
exits, misalignment, improper 
or no grounding of live circuits. 
Improper Illumination 
Improper Ventilation 
Improper Dress 
1. Loose clothing around moving 
machinery. 
UNSAFE ACTION 
The next factor is the unsafe action. 
This is the most direct cause of nearly 
88 per cent of all accidents. A number 
of unsafe acts that come to mind are: 
A. Operating without authority. 
B. Operating or 
speed. 


working at unsafe 


C. Making safety devices inoperative. 
D. Using unsafe equipment. 
E. Assuming unsafe position. 
F. Horseplay. 
(Please turn to page 154) 





Y DEFINITION, the word method 
has come to mean an orderly pro- 
The 


words 


cedure or process. word is 
Greek mean- 


The after 


investigation is re- 


derived from two 


ing after and way. word 
implying that an 
quired, thus a way after investigation. 
Our find better 
methods for con- 
maintenance of 


concern today is to 
and more economical 
outside 


struction and 


plants. 
know, the 


and materials are steadily increasing. 


As we all costs of labor 
The telephone industry must compete 
in the market as other 


These industries are offset- 


same labor 
industries. 
ting increased labo. 
ing their production. 


try’s 


costs by increas- 
One of the coun- 
largest electrical manufacturers 
has stated that, in view of the present 
trends, by 1965 they will be faced with 
the necessity of 


duction 40 per 


increasing their 
with only a 14 
per cent increase in manpower. 


pro- 


cent 


Since our only product is 


and our volume of business is directly 


service, 
proportional to the service we render, 
we cannot .possibly curtail service to 
economize. Nor can we cut plant main- 
tenance without endangering our plant 
investment. The this di- 


lemma is devising new methods of op- 


answer to 


eration, construction, and maintenance 
that will provide a greater utilization 
New 
devised, such as the mechanization of 


of manpower. methods must be 
present hand methods and the simplifi- 
cation of existing practices where it is 
proved less costly. 


“Where proved less costly” is a most 
important consideration. Mechanization 
is wonderful and very impressive and 
sense of pride in owning 
equipment. These 
contribute to 


provides a 
mechanized 
however, do not 


results 
saving 


*Mr. Behrens is Chief lecommunicat D 
sion of Renwar, Inc., New York Ci 
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New Methods 


By C. H. BEHRENS* 


(A Plant Conference 


The use 
of mechanization to provide employes 
free 


strued as increased efficiency. 


costs, but contribute to costs. 


with more time cannot be con- 


A vital part of any program to in- 


crease production by adopting 
knowledge of 
costs and the productive hours used to 
Costing methods 
must also be available to make certain 
that 


when a 


new 
methods is a present 
perform a given job. 


anticipated savings are realized 


new method is used. 

An example of operating economy 
is illustrated by the experience of sev- 
eral companies that have adopted fleets 
of foreign-made 
trucks. 
substantial savings. Their gasoline and 


automobiles and 


These companies have realized 


oil consumption has been halved, tire 


mileage has been increased substan- 
tially, the use of air cooled motors has 
eliminated expenditures for antifreeze 
and repairs on radiators, water pumps, 
etc. 

One company has been able to reduce 
its maintenance costs from nine cents a 
mile to under two cents a mile. The 
use of vehicles of about half the weight 
of vehicles formerly used has cut down 
on their insurance and licensing costs. 
They have found that their employes 
like the lighter vehicles and find them 
easier to drive. They are using a fleet 
of small automobiles in the mainte- 
nance and inspection of micro-wave in- 
stallations that were inaccessible to 
conventional These 
felt that 


for unwanted horsepower, unnecessary 


cars. companies 


they were paying too much 
gasoline consumption, high insurance, 
and expensive maintenance. In view of 
the large savings that can be effected 
by using small vehicles, it is to be 
that manufacturers will 
meet the challenge and produce simi- 


hoped our 


lar vehicles soon. 
field of 
substantial 


In another transportation, 


very savings have been 


iddress ) 


realized by having poles delivered di- 
rectly to construction sites by pole sup- 
This method not 


only provides a saving in direct costs, 


pliers or truckers. 
but also reduces indirect costs by elim 
inating large storage yards and invest 
ment for stock and yard 
maintenance. The high costs of present 
such as the 
use of highly paid construction crews 
and 


adequate 


methods are eliminated, 


expensive construction equipment 


With the 
plier doing the transporting, crews are 


for pole transporting. sup- 
not tied up transporting poles and are 
available for actual construction work. 
The 
struction sites is only the beginning of 
the outside field 
used to 


transportation of poles to con- 


plant where new 


methods can be increase pro- 


duction. 

The advent of one-man splicing has 
fertile 
in the use of this 
readily apparent. 


opened acres. Economies ob- 


tained method are 
Efficient use of one- 
man splicers can, however, only be ob- 
tained when the splicers are provided 
with the and 

Methods carefully 
out and personnel should be properly 
Many 


disappointed by the 


proper tools methods. 


must be worked 


trained. companies have been 
obtained 
The 


most 


results 
from the use of one-man splicing. 
showing 
cases, the result of the use of imprope} 
The introduction of 
prepared splice closures has made one 


poor obtained was, in 


tools and methods. 


man splicing more economical than 


ever. With splicing time reduced, the 
use of platforms and associated rigging 
is being replaced with ladders and de- 

Ladder 
available at 


tachable seats. clamping de- 


vices are now reasonable 
costs, making for easy use and safety. 

A newcomer in the way of tools is 
hand lines made of plastic. These lines 
much 


conventional 


are said to be lighter and 
than 


an unlimited life 


stronger rope with 


normal 
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toll call bills... 
The MICRO-TWIN 


Microfilm Recorder-Reader Unit 
(or separate recorders and readers) 


¢ Ends storage space problems 


e Greatly simplifies toll billing 


e Cuts costs 


Customer complaints on tolls exact a toll of 
you, too... in money and in man-hours wasted 
digging up toll slips, explaining charges. 


But with Micro-Twin you simply: (1) Micro- 
film all toll slips—front and back simultane- 
ously if desired—plus a brief, non-descriptive 
“‘facer’’; and (2) send originals to the customer 
with his bill. Then he knows exactly what 
he’s paying for. 


And you retain, on film, the identical record 
... which you can file in only one percent of the 
space your records occupied before. You save 
space and posting time, avoid customer ill will. 


All office records, in fact, can be easily micro- 
filmed, then filed in an equally tiny space. And 
projected at original size when needed. 
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You’ll want complete information about the 
only truly up-to-date combination microfilm 
recorder and reader that offers such a low-cost 
answer to your every microfilming need. Yes, 
in a single unit that costs less than you might 
expect to pay for a recorder alone! Separate 
recorder, separate reader available at low 
cost, too. So get in touch with our nearby 
branch or write to Burroughs Corporation, 
Detroit 32, Michigan. 


SOLO AND SERVICED BY 


Belle Howell Burroughs 


MICROFILM EQUIPMENT 


Burroughs and Micro-Twin are trademarks. 





Pole line hardware has seen many 
new additions recently. The use of pre- 
formed grips for suspension and dead- 
ending has proved to be a time saver. 
These grips are rapidly replacing the 
multitude of clamps previously used. 
Power impact tools are now available 
for cutting strand cleanly and instan- 
taneously. The list is 
An awareness of the 
material proper application 
thereof, with own in- 
genuity may be the beginning of a new 
method that 
money. 


endless. 
availability of 


almost 


and 


coupled one’s 


will save your company 


As plastic cables are much lighter 
than those formerly used, some com- 
panies are now devising methods for 
pre-spinning cable before hanging. 
This method should appreciably reduce 
construction 


ings in 


time with resulting 

Plastic with the 
suspension strand laid parallel to the 
cable and with a sheath of 
weather resistant polythene in a figure 
eight configuration are now being used 
in Europe. Use of cables of this type 
simplifies construction even further as 
it does away entirely with the neces- 
sity of spinning and permits hanging 
directly from the reel. 


Sav- 
costs. cables 


covered 


During the past year the use of 
buried plastic cables has increased tre- 
mendously. The use of pedestal mounted 
terminal boxes has found wide accept- 
ance for suburban areas. The 
availability of simplified ditching ma- 


use in 


chines and plows for use in these ap- 


has 
construction. 


plications simplified this type of 
Ditching machines that 
can dig trenches up to three inches in 
width and to depths of four feet can 
now be obtained. As these machines 
are simple and light in construction, 
they can be operated by one man. They 
are designed so that they can be used 
in confined ditch right 
suburban 
housing developments have proved to 
be a very fruitful area for buried cable 
applications. 


and 
up to foundations. 


areas can 


Large 


In these housing develop- 


ments, cables have been buried inside 


Left to right: Cy Kurtz of Dundee, N. Y.; E. C. Cole of Aurora, Ore.; DeWitt T. 
Talmage of Chicago, and W. R. Adwell of Glasgow, Ky. 


of property lines and with terminals 
set to maximum distribution. 


Fears of public tampering with acces- 


obtain 


sible terminals have in practice proved 
to be unfounded. Terminals can be ob- 
tained as one piece units with the ter- 
minal box mounted directly on the ped- 
estals. They can be obtained in weather 
and flood proof models. The flood proof 
models will be of particular interest in 
areas where flash floods are prevalent. 

Great strides have also been made in 
the field of protection. Many 
new gas and leak 
detectors are now available. The cost of 
air de-humidifiers has 
as production of these units has been 
These units 
nomically feasible for small exchanges. 
The use of air units greater 
freedom in locating leaks. These units 
supply dry air continuously under pres- 
sure so there is not the expense of los- 
ing costly gases while locating leaks. 
In the very leaks, the 
cable can be kept under pressure con- 
tinuously and the leak found at leisure. 

European systems have brought the 


cable 
automatic control 


been decreased 


increased. are now eco- 


allows 


case of small 


use of radioactive tracer gases for leak 
detection to a very stage. 
When a cable leak occurs, Radon Gas 
is inserted into the cable by means of 


practical 


Left to right: 
P. H. Kaufman of 
Bellevue, O.; Mrs. 
Kaufman, and W. 
E. Lyon of San 
Antonio, Tex. 


The 
into a fine metal mesh which is in turn 


an ampule. ampule is_ inserted 
The hose 
is inserted into the nitrogen plumbing. 
The ampule is broken by 
with a pair of The 
amount of gas is allowed to flow into 
the cable and the leak is detected with 
a Geiger Counter. 


inserted into a plastic hose. 


squeezing 


pliers. required 


No problem of per- 
sonnel radiation has been 
amount of 


very 


exposure to 
encountered as the radio- 
active gas used is 
trolled and fault 
trained personnel. 

Fault 


also 


closely con- 


location is done by 


detection in cable pairs has 
man cable 
Use of these 
testers has been found to be very eco- 
nomical. A small has 


been developed to interfer- 


been improved. One 


testers are now available. 
“silent buzzer” 
eliminate 
ence with working lines when testing 
Since monitoring of 


working pairs. 


busy lines is eliminated, savings in 


testing time is obtained. 

With the introduction of truck engine 
mounted generators, a whole new field 
of mechanization of hand 
is opened. All construction operations 
that have been done by hand can now 
be mechanized. By making available 
110 or 220 volts at the pole site by 
means of a by the 
vehicle engine, all types of electrically 
driven tools will 
struction 


operations 


generator driven 


be available for con- 
crews. Only one’s ingenuity 
will limit these applications. 


few of the 


have 


methods 
These 
guide 
to better operating methods as the eco- 
nomics of each will vary from organi- 
zation 


Only a 
available 


many 
been mentioned. 


examples can only serve as a 


to organization. As mentioned 
previously, every existing operation can 
be performed more efficiently and more 
Standard methods, that 
have come through the years, were un- 
doubtedly the best when originated, but 
as time related 
fields often make these so-called stand- 


economically. 


passes advances in 


(Please turn to page 157) 
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Rings the bell 


The Volkswagen Panel Delivery Truck is just what 
the budget ordered for busy telephone companies. It 
has a capacity of 170 cu. ft. and carries a payload of 
1830 lbs. Loading space is easily accessible from 
side or rear. Special racks and bins for tools and 
equipment can be easily installed. Outstanding gas 
economy and low operating cost mean that the big- 
ger your fleet, the more you save. 


The economy and dependability of Volkswagen performance are backed up by the ® service organ- 
ization. Every mechanic is kept up-to-date through a continuous factory service training program. 
Speed in servicing is assured by immediate availability of Genuine @ Spare Parts through 370 
completely-equipped service centers covering all 49 states. 

Ask your Volkswagen dealer to show you operating costs for a Pick-up Truck, Panel Delivery, or 
Kombi Station Wagon. He will prove that Volkswagen savings add up mile by mile and year by year. 


VOLKSWAGEN 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 
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F I TAKE Chairman Malmgren’s 
| word for it, many of you are not 
completely happy with the results 
getting in your plant 
projects. If this is true, it 
great comfort, for, to put it very mildly, 


you are sales 


gives me 
Rochester. In fact, 
when Mr. 


to appear here, we were 


neither are we in 
at the very 
asked me 


time Malmgren 
tak- 
ing ourselves to task for our failures 
field. 


certain 


in this Since then, we have 
and have 
taken definite steps to implement our 


that bette: 


reached conclusions, 


ideas in the hope results 


will be forthcoming. 
We had not 


alysis of out 


with the an- 
failures before we 


gone fal 
found 
ourselves in the frame of mind 
as the farme} 
farm 
better, 
farming as 
how.” In 


Same 
who refused to join the 
learn how to 


bureau to farm 


because, as he said, “‘He wasn’t 
well as he already knew 


other words, we concluded 
that we know how to do a better plant 
sales job than we 


the next 


are now doing. In 


few minutes, I am going to 
expose you to our thinking about this 
problem and to the steps we are taking 
to improve the performance of certain 
of our field of 


plant employes in the 


selling. 
At the 


our objective. We concluded 


decided to define 
that, for 
this purpose, our only concern is with 


outset, we 


face-to-face selling done on the job 
while completing service orders and re- 
pair service assignments in connection 
with It will be 


from made by 


residence service. 
that plant 
employes whose work does not require 
with 
will not be 


seen 
sales 


this 


personal contact residence cus- 


tomers included in the 
plant sales results. To be more specific, 
our objective is to increase the num- 


ber of 


repairmen 


made by installers and 


which would, of 


include those made to residence custo- 


sales 


course, 


is Commercial Superintend 
) Telephone Corp 


Sales by Plant Forces 


By F. MARK CLARK* 


(A Plant Conference Address) 


mers at the time of set changes while 
preparing for dial cutovers. 

It may be well at this point to ex- 
plore briefly the reasoning behind our 


decision to confine 


our objective to 
customers, and I 
would like to make it clear that, under 


different circumstances, we might have 


selling residence 


reached another conclusion. In our 
case, however, the number and size of 
the business 
make for a 


staller or 


establishments we serve 
where the in- 


will 


situation 


repairman not, in most 
with the individual 


who can make the decision to buy. On 


cases, have contact 


the other hand, when he is in contact 
with the principal, the sale of an ex- 
tension or some other minor item might 
‘lay indefinitely the sale of a systen 
‘tter suited to the 
We then spent time 
results. We 
told us 


customer’s needs. 


analyzing ou) 


sported found that ou 


reports who made sales and 


They that 


sales performance was spotty—a few 


how told us 


also 


many. 
men made most of the sales and a great 

This 
that 
very well for awhile and then suddenly 
Our 


many made none. review also 


brought to 


light some men did 


became non-producers. reports, 
however, did not provide any explana- 
tion for the variation in performance. 

For this 
with the 


about 


decided to talk 
how they felt 


would 


reason, we 
men to learn 


selling. As you expect, 
How- 
many 
Some felt 
that 


received adequate train- 


some thought it was a good idea. 
ever, investigation revealed that 
of these 
that they were not competent, or 


they had not 


were not selling. 


ing for selling. 
had 


discouraged. 


For the most part, this 
tried failed and had 
Others were 


seemed to be 


group and 
become 
openly resentful. These 
hurt 

skills 


them. 


by the idea that their technical 


were not sufficient to sustain 


After 


searching, 


soul 
group concluded that 
the whole project could be sabotaged by 
trying to do too much at one fell 
other this seemed 
to be a spot where dividends would be 
Accord 
ingly, we agreed on the following few 
which we feel will get the 
show on the road and which are sound 
enough to build up in the future: 


this, and much more 


our 


swoop. In words, 


paid by making haste slowly. 


principles 


(1) Make the sales job for installers 
and repairmen simple. 

(2) Establish a 
their performance. 


unit for measuring 


(3) Revise the reporting procedure 
to reflect both quantitative and qualita 
tive performance. 

(4) Fix the responsibility for pei 
formance in supervision. 

(5) Recognize that top management 
must 

(a) Set standards. 

(b) Insist that standards are met. 

(c) Provide the logical and psy 
chological inspiration. 


On making the job 
that 
other 


simple we be- 
lieve success in 


kind of 


upon asking for the order. 


plant selling, as 


in any selling, depends 


In line with this thought, we believe 
that installers and repairmen must be 
required to ask for an order on every 
visit regardless of the apparent need 
In other 
words, whether the dwelling is spaci- 


or lack of need for an item. 
ous or small, on two floors or one, the 


installer or repairman is required to 
ask for an order. 
plifies the task by 


ment of 


This approach sim- 
removing the ele- 
decision making. No doubt, 
you recall the story of the farm hand 
with his job 


potatoes, 


who 
until he sort 
then he there 
many decisions to make. 
(Please 


was quite pleased 
asked to 


because 


was 


quit, were too 


turn to page 90) 
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This 300 foot self-supporting tower, located at the rear of new 
central office building, requires minimum space. Tower design meets 
rigid standards for safety, wind loading and quality of construction. 


Signalling between Marion and Harrisburg this dish is mounted 
for 360 degree orientation . . . is easily positioned for any future 


change in signal path. Ring mounts will also simplify installation of 
additional antennas as the system grows. 


at Marion, Illinois... 


General Telephone 


goes microwave 
with a 


Blaw-Knox tower 


In extending their toll system and converting to 
customer intertoll dial operation, General Telephone 
of Illinois chooses microwave as the cost cutting 
answer to today’s needs, tomorrow’s expansion. 

Like so many companies in the General Telephone 
system turning to microwave, they chose a Blaw- 
Knox tower. And Blaw-Knox, for over 40 years, has 
been building towers that keep pace with the future. 
This tower, like all Blaw-Knox towers for com- 
munications, is tailored to established specifications, 
built to individual needs. 

Blaw-Knox’s Microwave Tower Booklet covers 
the unique advantages of microwave service, and 
outlines a complete service that ranges from tower 


design through fabrication and erection. Write for 
Booklet 2538. 


Microwave Towers—guyed and self-supporting 
towers for microwave, AM, FM, TV, radar and 
communications ... transmission towers. . 


. para- 
bolic antennas . . . special structures. 


BLAW-KNOX COMPANY 


Equipment Division + Pittsburgh 38, Pennsylvania 


BLAW-KNOX 





TELEPHONE CATALOG 
Shows complete line of Auto- 
matic Electric telephones for 
home and office, and telephone 
accessories. Full ordering infor- 
mation. 24 pages. 


PABX 


Sales 
Kit 


P-A-B-X SALES KIT 

Includes everything you need to 

promote P-A-B-X. Selling plan, 

sales letter, catalog, sales litera- 

ture, survey form and proposal 
even a contract! 


HERES TOUR BREW 


1958-59 TELEPHONE 
SALES KIT 


12 dig promotions 


TELEPHONE SALES KIT 

A complete merchandising 
package. Includes ad mats, 
radiocommercials,press releases, 
display ideas, envelope stuffer 
and merchandising guide. 


QUICK-CALL SERVICE 
Quick-Call is an auxiliary service 
for P-A-B-X. Permits an execu- 
tive to contact key men at the 
push of a button. Designed for 
personal selling. 4 pages. 


SPEAKERPHONE 

Gives full information on our 
new transistorized Speaker- 
phone for home and office. Ex- 
plains why it installs like a reg- 
ular phone. 4 pages. 


ATTENDANT CABINETS 
Shows our most popular P-A-B-X 
attendant cabinets. Includes 
the new Type 51 with Trimline 
Styling. Designed for personal 
selling. 4 pages. 


TYPE 85 TELEPHONES 


s1gne ng an t exter , 7 
AUTOMATIC ELECTRIC @ 


TYPE 8 TELEPHONES 

Describes three models of the 
Type 85. Tells how to provide 
two-line pickup, signaling and 
extension exclusion for your 
business subscribers. 4 pages. 


dadatatel 


TELEGRAPH CARRIER 
Summarizes Lenkurt’s new 
Type 23A fully-transistorized 
telegraph carrier, applicable to 
all known office and subscriber 
arrangements. 4 pages. 


Here are 16 recent circulars published by A.E. for the telephone industry. 


This literature offers you a wealth of new ideas...ideas that help you 


increase revenue and reduce operating costs. Write for your free copy 


of any of these circulars. Just fill out the coupon at right and mail today. 


AUTOMATIC ELECTRIC 


subsidiory of GENERAL TELEPHONE 





PAYSTATION CATALOG 

Contains complete information 
on our paystations and paysta- 
tion accessories. Tips on instal- 
lation, maintenance and promo- 
tion of paystations. 16 pages. 


HERE'S WHY 


Telephone Men Choose Strowger! 


STROWGER AUTOMATIC 
Explains why ‘Telephone Men 
Choose Strowger’’. Discusses 
important buying factors to con- 
sider in purchase of central office 
equipment. 16 pages. 


SUPPLY CATALOG 
Lists over 2,500 items 


every- 
thing that’s needed for telephone 
construction and maintenance. 
Indexed for quick reference. 
Easy to order from. 280 pages. 


RECORDER-ANNOUNCERS 

Describes all five types of re- 
corder-announcers, and gives 
complete specifications. These 
machines build revenue and good 
will at the same time! 8 pages. 


Taleln-tekx-m-Xolaalialekielale Maye |Va- Meek ry. 


SATT 

Shows how a typical SATT 
system processes toll calls. 
Three case histories explain how 
telephone companies increase 
revenue with SATT. 4 pages. 


zmiorotel 


MICROWAVE EQUIPMENT 
Contains technical summary, 
circuit description, and ad- 
ditional helpful information on 
Lenkurt’s Type 74A microwave 
system. 4 pages. 


THE ELECTRONIC SENTRY 


WATCHMAN 


ELECTRONIC SENTRY* 

Explains how Electronic Sentry 
guards against fire, theft and 
other hazards. You can sell this 
warning service to commercial 
and rural suscribers. 4 pages. 


zmobilitel 


MOBILE TELEPHONE 

Gives facts and figures on 
Mobiltel Manual and Mobiltel 
Automatic—Lenkurt’s com- 
pletely new mobile telephone 
systems. 4 pages. 


AUTOMATIC ELECTRIC SALES CORPORATION, Northlake, Illinois. 


Attention: J. M. Zidlicky 


Gentlemen: 


Please send me the idea literature circled below: 


1 2 3 4 5 


i a 


MY COMPANY NAME_ 


6 7 8 9 10 





PLEASE PRINT CLEARLY 





*ELECTRONIC SENTRY is o trade name of 
Electronic Secretary Industries, Inc. 


STREET ADDRESS_ 





CITY ZONE____STATE 











Continuing with this idea, we believe 
that the number of items to be 
by installers and repairmen should be 
limited to and we think 
these men will be helped, or their task 
made easier, if they are provided with 
a means to get the conversation 


sold 


one or two, 


with 
right di- 
For this purpose, we ask ou1 
men to memorize this statement, “‘Mrs. 

~ another tele- 
phone in you while I 
am here, you will save the cost of in- 
stallation. 


the customer started in the 


rection. 
you order 
choice of color 


How about one in the bed- 


room?” 


You 


tempt to 


will notice that we do not at- 


teach selling techniques. It 
is true that the memorized phrase does 
appeal to the desire most people have 
to buy at a and it ask 
for the order by requiring the custo- 
mer 


saving; does 


to accept or turn down the sug- 
However, the installer 


or repairman is not required to under- 


gested location. 


stand the subjective elements in these 
phrases. It that it 
does not employ the word “extension”’. 
This is 


where 


will also be noted 

done 
jacks 
portable 


because even in cases 
additional 
For the 
intend to 


of sales 


are involved 


can be sold. 


sets 
present, at least, we do not 

involve our installers in a lot 
We believe that once the con- 
versation is started in the right direc- 
tion the man’s naturalness will be one 
of his best provided, of 


course, that he wants to sell. 


jargon. 


sales tools 


Next, we 
make a 


require that the test desk 
of whether or not the 
customer was asked to buy whenever 
an order with 

completed or a 
This 
to a central point where, at the end of 
each week, a 
tivities of all 


record 
associated residence 
service is case of 


trouble cleared. record is sent 


report covering the ac- 
installers and repairmen 
is prepared and sent to the plant su- 
and the heads 


This groups the 


pervisors division con- 


cerned. report indi- 


Left to right: L. F. Roberts, USITA director of information; M. H. Alexander, 
USITA toll engineer; R. H. Stewart Mitchell of J. M. Mathes Advertising Agency, 


New York City; C. 


S. Snyder, USITA assistant secretary; Ted Okie, president of 


the J. M. Mathes agency, and Scotty Bailey, son of USITA Executive Vice President 


Clyde S. Bailey. 


viduals by and it shows 
separately the number of orders com- 
pleted, the 


visits 


supervisors 


number of repait 


number of 


service 
made, the times an 


order was requested, and the numbe) 
of sales made by individuals. 

At the end of each month, the weekly 
reports consolidated 


are showing the 


performance, by with re- 
and selling. The 
monthly report does not show individ- 


ual performance. 


supervisor, 
spect to asking 
The monthly report 
goes to the plant supervisors, their di- 
heads, the head 
general manager. 


vision 


plant and the 


The main purpose of the procedure 
outlined up to this point is to fix the 


responsibility in the plant 
for insisting that installers and repair- 
ask for The monthly 
enables the general manager, 
the plant head, and the division heads 
to determine which 
best 


supervisor 
men do orders. 
report 
plant supervisors 
are getting the performance in 
this respect. The weekly reports enable 
the plant supervisors to know the num- 
ber of opportunities by individuals, the 
numbe1 asked for, 


order and 


of times each 


asked 


one 


or says he for, an 


Left to right: 
R. B. Wiseman 
and Paul Henkels, 
both of Elkhart, 
Ind., and Daniel 
Ault of Monroe, 
Wis. 


the number of sales reported by each 


one. 


For the the quality of the 
sales effort, as would be 


moment 
indicated by 
the percent of sales to the number of 
requests for orders, is of secondary im- 
portance to us. We are relying on the 
that nothing like 
We hope that the installer or 
repairman who religiously 
statement 


old adage succeeds 
success. 
uses the 
mentioned 
find talking 
price, location, etc., and, regardless of 
the quality of his sales pitch, he will 
get some orders. It 


opening 
will 


earlie) 


frequently himself 


is our idea that he 
himself from these con 
which 


will learn for 


versations ideas sell and which 


ones don’t. 


It is also our opinion that the speed 
of this 
of the 
consequently the effectiveness of his 
efforts, is completely dependent 
on the plant supervisor. 


learning process on the part 


installer and repairman, and 
sales 
In the begin 
will emphasize 


When he 


achieved a satisfactory performance on 


ning, the supervisor 


asking for the order. has 
this score, say 85 to 90 percent of con- 


look fo 


encourage 


tacts, then he will begin to 


ways and means to and 
individuals to be more effec- 


The weekly 
of his tools to develop a spirit of com- 


stimulate 


tive. reports will be one 


petition between groups. However, the 
plant supervisor and his division head 
also need help and assistance at this 
of the game 
head the general 
ager enter the picture. 


and this is where 


stage 


the plant and man 


The plant supervisors and their divi 
sion heads must be sold on two scores. 
First, they sold on the fact 
that the company needs to conduct an 
all-out, hard hitting, and 
effort. Secondly, they must buy 
that plant employes, who 
come in daily contact with customers 
in their work, should logically be ex- 
pected to make use of those contacts 
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continuous 
sales 


the idea 





Telephone and Power Companies 


CUT BRUSH DISPOSAL CosTS 20 10 9070 
IT CHBURE . mc te ~« n 
& HIPPERS 


ae hae i 


a 
ae 


using Fitchburg Chippers 


as 


Arizona Public Service 
Phoenix, Arizona 


ea 
ana e, A “ns 
re Se 
7 é — + 
a 


Atlantic City Electric Company 
Atlantic City, New Jersey 
Central Hudson Gas and Electric Co. 
Newburgh, New York 
Consumers Power Co. 
Jackson, Michigan 
McDaniel Telephone Company 
Salkum, Washington 
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: ener 
aX~ 


5 
\ 


0s 
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Millington Telephone Co. 
Millington, Tennessee 
Mt. Vernon Telephone Corp. 
Mt. Vernon, Ohio 
Missouri Power & Light Co. 
Hermann, Missouri 


A 


New Jersey Bell Telephone Co. 
Vineland, New Jersey 


os maa. * ro Ohio Central Telephone Corp. 
Cae Ba ee, 4 Patuskala, Ohio 
* eat al : oa - ; Pacific Telephone and Telegraph 
Northwest Area 


a 
1 


Crewmen from Rockland Light and Power Company, now Orange & Rockland a 
Utilities, Nyack, N. Y. use special aerial ladders for pruning topmost branches. 2 Portland General Electric 
Portland, Oregon 


Public Service Co. of Oklahoma 
Lawton, Oklahoma 


Shawnigan Water and Power Co. 
Quebec, Canada 


Somerset Telephone Co. 
North Anson, Maine 


Southern California Edison Co. 
Los Angeles, California 


Valley Telephone Company 
Silverton, Oregon 


West Jersey Telephone Co. 


eH Belvidere, New Jersey 


BRUSH DISPOSAL METHOD No. 1 BRUSH DISPOSAL METHOD No. 2 
Rockland Light and Power Company crew Rockland Light and Power Company crew- 
man blows chips from FITCHBURG CHIPPER man blows chips from FITCHBURG CHIPPER 
clong roadway into truck bin 


A FITCHBURG CHIPPER will help get your brush disposal job done NEW! FREE! 
with fewer men at less cost—in any weather, wet or dfy. No more 7 , 
loading, hauling, dumping, burning. Chips may be automatically bcilhiade Unigene 
loaded on truck or blown along right-of-way to keep down weeds. Gruen ; 


SAFETY IN OPERATION: Exclusive Fitchburg spring-activated feed _ Fitchburg Chippers 

plate automatically adjusts as wood of different sizes is fed into the '™ «ton 

machine. This feature allows you to chip larger size wood without ee 

extra power. It reduces shock action, protects the operator in case aii pines 

foreign materials are accidentally fed during operation. -====<= SS 


MINIMUM MAINTENANCE: No heavy fly wheel to cause clutch strain 
or bearing failure. Easily maintained by your own field personnel. 


ONE YEAR GUARANTEE: Only Fitchburg Chippers give you all these 
features, backed by the experience and engineering skill of the world’s 
pioneer manufacturer of wood chipping equipment. For a facsimile 
of the exclusive Fitchburg guarantee and color brochure described at 
right, mail the coupon today. 


Mail Coupon for 


PITCHBURC FNCINEERINC DORPORATION 


Fitchburg, Mass., Dept. T-108 


Send Free Copy of “Chip Dollars 
from Your Overhead.” 


Name 
Position 
Company 


City or Town, 


FITCHBURC FNCINEERING (CORPORATION FITCHBURG, MASS. 


| 
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for the purpose of selling the items 
designated by the management, and 
thereby do their part in helping the 
company reach its revenue objectives. 

Let’s think for a minute about the 
company’s need for a hard hitting con- 
tinuous sales program. If your experi- 
ence is like ours, you find yourself at 
this time furnishing main station serv- 
ice to 85 per of the 
In the view of many 


cent households 
in your territory. 
competent economists, when a market 
is 80 per cent developed, for all prac- 
In other 
practical to bring the 
other 20 per cent into the fold through 
special 
grams. 


tical purposes, it is saturated. 
words, it’s not 
sales and merchandising pro- 

Now, just what does this mean to us 
in the 
ester, we 


business? In Roch- 
think it that the 
growth in main station service since 
the war, with little or no sales effort, 
to the point where 85 per cent of the 
households have indicates that 
at any given time 85 per of the 
families without persuasion, de- 
mand service unless some serious and 
prolonged their income 
should means that the 
growth in residence main stations is a 
function of family formation. 


telephone 
means 


service 
cent 
will, 


reduction in 


occur. It also 


If such a reduction in income occurs, 
the rate of main station growth must 


decline if our bogey is one main station 
per household. Since the rate of family 
formation has already declined mark- 
edly because of the low birth rate in the 
30’s and early 40’s, there is no immedi- 
ate prospect of resuming the rate of 
main station growth, based on one main 
station per family, that prevailed be- 
tween 1945 and 1958. In fact it may be 
1968, and 1970, that 
occurs. 


possibly before 

This also means that, unless we can 
find ways 
revenues per customer, our total reve- 


and means of increasing 
nues will level out and our companies 
will growing. We all that 
once any organism, plant, animal, or 
economic, growing it 
decline and ultimately dies. It 
then that companies 
have no alternative but to sell more to 
existing until the 
next crop of marriages arrives. 


stop know 


stops begins to 
seems 
clear telephone 


customers at least 
That brings up the question what do 
Well, we additional 
lines for family use in the case of pro- 
fessional people, for older folks living 
in with 


we sell. can sell 


relatives and for teenagers. 
We can upgrade present users to pro- 
vide faster service and privacy, we can 
sell more telephones per main station 
to reduce work, provide greater pri- 
vacy, to give a feeling of security and 
to pamper the 


desire for luxurious 


say “Lindsay’ . 


when you order 


For friendly, prompt, complete service in 
telephone supplies, more and more lead- 
ing companies say “Lindsay” when they 
order. Lindsay specializes in telephone 
supplies only—warehouses a complete line 
of the finest nationally known brands. 


THE LINDSAY 


TELEPHONE 
SUPPLY CO. 


360 East Highland Road, Northfield, Ohio 
Telephone: |Mperial 7-7181 


convenience — all this for pennies a 
day. We can add value to service with 
more listings and through conveniences 
like hands-free telephones, extension 
bells, automatic answering service and 
many other items yet to be perfected. 

In fact, we can provide services that 
hold back the clock. 
age, time is the 
valuable thing in 
labor-saving and 


In this day and 


most precious and 
existence. All 


time-saving 


our 
services 
and devices lengthen our days as well 
as our arms and legs, and they enable 
us to live fuller and more satisfying 
lives. Certainly, the general manager 
and the plant head have a bill of goods 
that can be sold to middle plant man- 
agement, and through them, to the in- 
stallers and repairmen. 

Neither should it be difficult to con- 
vince our installers and repairmen that 
it would be wasteful and silly to hire 
specialists to do this sales job when 
they are already in contact with the 
potential buyers under most favorable 
circumstances to make sales. 
It seems clear to us in Rochester 
that results in the plant 
department cannot, in good conscience, 
be blamed on the craft people. Instead, 
we believe that a good sales job re- 
enthusiastic leadership by 
supervision from top to bottom. When 
such leadership is coupled with a good 


poor sales 


quires 
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follow-through procedure to insure that 
objectives are met, only one thing can 
happen and that is success in this 
endeavor. 


United of Mo. Names White 
District Manager 

Charles B. White has been appointed 
district manager at the United Tele- 
phone Co. of Missouri’s Maryville dis- 
trict office, according to an announce- 
ment by J. G. Kreamer, vice president 
in charge of general operations for the 
company. 


Mr. White assumed his new duties 
after 15 years of telephone experience, 
which begain in Garnett, Kan., with 
the former Central Kansas Telephone 
Co. 


In 1947, after serving four years 
with the Army Signal Corps during 
World War II, he transferred to the 
Horton, Kan., exchange of the United 
System. 


During his 10 years of service at 
Horton, he advanced to local manager. 
He then was promoted to assistant dis- 
trict manager at Maryville, Mo., earlier 
this year. 


He succeeds John O. Tidd, former 
Maryville district manager, who re- 
cently succumbed to a heart condition. 


MBT to Assist Subscribers 
In Marketing and Planning 
Michigan Bell Telephone Co. an- 
nounced on Oct. 8 it has set up a new 
department to assist business customers 
in their marketing and planning serv- 


ices. 


A primary aim will be to show trade 
associations and sales organizations 
how to use telephone communications 
to best advantage, particularly in mar- 
keting activities. 


Heading the new department will be | 


Robert H. Sisson, who said: 


“We’re prepared to give presenta- 
tions at trade association conventions, 
dealer meetings, and other business 
gatherings on how the telephone and its 
related services can be used in market- 
ing activities. 

“Our advisory and consulting services 
also will include how to attract business 
calls and turn telephone inquiries into 


sales. 


“To an extent, we’ve always done 
this. But with the business resurgence 
that is now becoming evident, we be- 
lieve we can serve our customers better 
by having a special group engaged in 
this work.” 


Always Tomorrow 
“Tis always morning somewhere in 
the world.”—RICHARD HENGEST HORNE. 
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(Crapo 


EXTRA LONG SPAN RURAL LINES 


The NEW LOWER Resistance 
Extra-High Tensile Line Wire 


Longer Spans Mean 
Lower Costs Per Mile 


You can cut the number of pole structures to a 
minimum when you use Crapo HTL-195 in building 
rural telephone lines. Extra long span construction, 

made possible by the high physical strength of this 
new wire, means marked savings in 
material and installation costs. 


The voice transmission quality of Crapo 
HTL-195 is equal to that of Crapo 
HTL-135 and superior to older 

grades of ferrous wire. 


Pertinent technical data have been 
prepared to assist engineers in 

designing and building extra long 

ss span lines with Crapo HTL-195. 
3 mt ae 


— 
Ss 


SE WRITE TODAY for FREE COPY 
een of the CRAPO HTL-195 
\\\\\\\\ ““Manual of Engineering Data” 

No. A-195 


| N D | A N A STEEL & WIRE COMPANY, INC. 


MUNCIE, INDIANA 





Production Measurement 


By GEORGE C. RICHERT* 


(A Plant Conference Address ) 


N THE 


business, the 


operation of the telephone 


plant department is 

responsible for the installation and 
maintenance of all telephone equipment 
used in 


furnishing service to our cus- 
g 


tomers. This is a very far reaching 


responsibility. Although in our day-to- 
day operations there is a definite repe- 
tition of effort in with the 


associated work, it 


connection 


items with plant 


may be somewhat 
of us if 


order of 


surprising to many 
their 
which 


warrant constant attention by manage- 


called upon to list in 


importance the items 
ment people in the over-all conduct of 
the business. 


In preparing such a list it is quite 
logical that it would be compiled with 
of the 


functions such as installation, construc 


due consideration various craft 
tion and maintenance, and careful con 
sideration of the major items compris 
ing the respective functions. 


It is also logical when considering 
plant responsibilities that our attention 
would be directed to the elapsed time 
for connecting service and the quality 
of service we furnish. We would most 
likely give careful thought to the speed 
of connecting the service, because it af- 
fords an opportunity to gain the cus- 
tomer’s good will by giving him what 
he wants when he wants it, as well as 
an opportunity to obtain the benefit of 
the additional 


possible time atter receiving his reques* 


revenue in the shortest 
for service. 

The installation of service comprises 
the placing and connecting of all sta- 
tion apparatus, equipment and wiring 
on the customer’s premises, providing 
and connecting outside plant cable and 
wire facilities between the customer’s 
premises and the serving central office 
and providing and connecting the cen 


tral office equipment required. 
It is apparent that in order to meet 
customer demand, considerable advance 


planning is involved to assure available 


adequate amounts of materials and sup 
office 


I central! 
facilities, and sufficient trained person- 


lies, outside plant and 
nel to meet varying day-to-day demands 
in furnishing a satisfactory grade of 


‘rvice at a reasonable cost. 


When dealing with advance planning, 
it is necessary for the plant department 
on many occasions to obtain the advice 
and ‘ration of 


coop other departments 


in order to meet its responsibilities. 
This applies particularly to additions 
office 
equipment and outside plant facilities, 


etc. For example, the engineering de- 


to or rearrangements of central 


partment plays a major part in deter- 
mining the amount of outside plant to 
rearranged and the de- 
work to be 
by the plant department. 

We have considered but a 


small 


be prov ided oO! 


tails and layout of done 


relatively 
number of the major items com 
prising one of the respective functions, 
“Installation Service.” 
that afte) 


in the 


It would appear 
preparing our list of items 


order of importance the final 


summation will focus attention on two 


O. M. Westrup (left) of Mattoon, Il.., 
and A. O. Lindle of Grinnell, Ia. 


very controlling items: Service and 


costs. 

that we are all 
thoroughly familiar with the many de- 
tails, tools, methods and problems as- 


There is no doubt 


sociated with plant department opera- 
tions. Over the years, we have installed 
and miles of 


disconnected millions of 


and investigated and 
of troubles and com- 
plaints brought to our attention by ou 


customers. We 


cable and wire; 


cleared millions 
devoted an 
appreciable amount of time and effort 
to improving our techniques and skills 


have also 


and to the training of our people. We 


have introduced improved instrumen- 


talities with a view of improving serv- 
ice and production and reducing costs. 


I would now like to suggest for your 


consideration some methods whereby 


we might determine through a plan of 


measurement more about our service 


results, what our production results 


actually are, and what the plant de- 


partment costs by functions actually 


are. In other words, a service measure- 


ment man-hour 


plan, a_ productive 
measurement plan, a cost measurement 
plan; to determine what we are buying 


for the money we are spending. 


Wh y are 
Measurements 


Measurements Necessa ry ? 


are necessary in any 


large, to show what 


what the 


business, small or 


is happening, o1 trend is 


toward accomplishing desired results. 


In any successful business, it is neces 


sary for management to know what, if 


any progress is being made, what is 
i 


n 
going on as indicated by: 

Volume of sales in units. 

Volume of sales in dollars. 

Unit production per employe or de 
partment. 

Per cent of defective units or items. 

Number of complaints. 

Number of troubles found. 

Cost of clearing trouble. 

Number of poles placed. 

Cost per pole placed. 

Measurement devices in one form or 


another are used universally not only 
in business but in practically all lines 
school, students 


of endeavor. In are 


graded; in baseball, batting averages 
are kept; in personal finances, budget 
and bank books are balanced, etc. 


In our business, measurements pro- 
vide basic data relating to service, costs 
and many other factors affecting op- 
erations. Analyses of these data are 
necessary if we are to determine what 
must be done to improve unsatisfactory 


results or trends. 


Such measurements can provide man- 
agement with a simple means of gaug- 
ing comparative performance and the 
trend of each measured operation from 
month to month or over longer periods. 
They, therefore, can be an administra- 
tive aid to 


management in achieving 
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Perman- 
ently 


© 
aligned 
drives 


to-go” 
pre-wiring 
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Combination 
alternators 


Screw adjusted 
pile-ups 


Lifetime 
drive motors 


Compact, accessible 
interrupters 


UNIQUE INTERRUPTER DESIGN 


... with the features that 


operating engineers want most! 


You can expect more than ordinary 
performance from Esco interrupters 
for a number of exclusive design rea- 
sons. First, Esco interrupters are de- 
signed to allow more cams and circuits 
with a single set of driving gears. But 
these unique interrupters are also 
more accessible. Pile-up are mounted 
at an angle in relation to the base. 
This inovation gives wider clearance 


Write today for full information ESTO) 
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for easier, surer inspection of con- 
tacts, terminals and wiring. 


For longer life and lower up-keep, 
Esco interrupters are equipped with 
nylon cams, followers and actuators. 
This material, with its excellent wear- 
ing qualities, has an outstanding rec- 
ord in these applications. Another 
point — cams are secured to the shaft 


ADDITIONAL ESCO FEATURES 
(details in future ads pictured on the 
dial) — further explain why Esco 
components are included in installa- 
tions of prominent suppliers like 
Automatic Electric Co., Federal Tele- 
phone and Radio Corp., Kellogg Switch- 
Leich Sales 
Corp., and Stromberg-Carlson Co. 


board and Supply Co., 


with a set screw and a key. This 
extra feature assures permanent po- 
sitioning and accurate timing. 


Practical features like these are only 
some of the reasons why Esco Ring- 
ing Equipment is preferred by so 
many equipment engineers and sup- 
pliers. Full information is yours on 
request. Write for free booklet. 


ELECTRIC SPECIALTY CO. 


176 South Street, Stamford, Connecticut 
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well balanced and high quality per- 


formance. 

where effort 
should be applied to render satisfactory 
service within the performance ability 
of our forces and equipment. They pro- 
vide an opportunity to put our finger 
on a trouble spot and determine when 
and 


Measurements indicate 


where to apply corrective action 
to restore performance to the desired 
level. Measurements also provide a 
stimulus for improving results by pro- 
viding a ready means for making com- 
parisons with past performance in our 
own company and with the results of 
similar activities in comparable operat- 


ing companies, units or forces. 


We have the knowledge and ability 
to judge the quality of workmanship 
and the amount of effort that 
ing expended in doing the everyday 
plant job. For years, we have de- 
voted attention 


is be 


principally to getting 
things done such as planning for plant 
additions and conversions, rearrange- 
ment of plant, installing new service, 
restoration of service, upkeep mainte- 
and the other details 


involved in our plant operations. We 


nance many 
have acquired, through observation and 
experience, a working knowledge of 
the time factors involved in completing 
certain operations associated with our 
work, but in many instances we have 
not provided ourselves with a reliable 
yardstick or measure, based on records 
of actual performance, that can be used 
as a guide in making comparisons of 
costs 


manpower efficiency and related 


of our plant performance. 


We are now confronted with the need 
to determine how we can measure our 


effectiveness to assure ourselves, and 
other management people, that expendi- 
tures of our manhours and dollars are 
being properly controlled as evidenced 
by facts contained in performance re- 
ports made available on a monthly o1 
intervals. 


quarterly basis, or at other 


It is true that some of us have made 


some cost comparisons. The generally 
accepted procedure followed today is to 
report costs along organization lines to 
the persons who are 
their 


a position to take action calculated to 


responsible for 
incurrence—to those who are in 
are incurred 
This type of 
report usually contains information re- 
total 


responsibility 


control costs since costs 


under their supervision. 
lating to 


expenditures for each 


area by organizational 


divisions or functions for a certain 


period. The expenditures reported are 
all of those associated with the respec- 
such as_ installation, 


tive functions, 


maintenance, construction, etc. 

The total actual cost incurred during 
the period under study is usually com- 
pared with the budget and the variances 

} 
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Left to right: D. O. Hood of Medford, Ore.; Allan R. Stacey of Sunland, Cal.; 
B. VanFleet of Ottawa Lake, Mich., and C. D. McLellan of Lansing, Mich. 


those where no 
budget is prepared, comparison is made 
with costs experienced during some pre- 


indicated. In cases 


vious period or on some other basis. In 
a number of companies the total cost 
per telephone in service is used as a 
basis for comparison. 

We are becoming increasingly aware 
that this 
measure of 


factor, when utilized as a 


effective administration o1 
plant department efficiency is subject 
to the following imperfections: 


(1) It does not provide the means 
for measuring costs associated with spe- 
cific categories such as labor, materials, 
engineering, etc., all of which contribute 
to total expenditures, and should be 
known in order to make intelligent per- 
formance analyses. 

(2) It does not contribute effectively 
to the detection of excessive expendi- 
tures for individual items included in 
the total cost. 

(3) It does not necessarily indicate 
that costs experienced in areas with 
large concentrations of telephone plant 
as well as telephone development in 
sparsely settled areas are out of line 
when compared with those incurred in 
other areas with high telephone density 
regardless of growth. 


A. N. Clark (left) of San Carlos, Call., 
and A. C. Brown of Rhinelander, Wis. 


(4) It does not draw attention to 
specific underlying factors contribu- 
tions to increasing costs of labor and 
materials, etc., due to inflation which 
are not readily detected when compari- 
sons are made on a year-to-year basis 
or during other time intervals. 


When actual 
are made, we are confronted 


comparisons of costs 
with the 
necessity of explaining variations from 
variation in the 


telephone in service month by month, or 


the budget, cost pe 
variations in costs on the basis of any 


other standards used for purposes of 
comparison. There is no doubt that 
such these variations 
are helpful insofar as the information 
thus provided with regard to estimated 


and actual costs is concerned. However, 


data indicating 


they do not necessarily draw attention 
Nor 
do they indicate what can be done to 


to actual or potential weak spots. 


improve performance, the principal pur- 
pose they are intended to serve. 


In order to effectively control job 
performance and associated costs, data 
on costs incurred, and work performed, 
studies of the 


with 


based on actual 
tive 


respec- 


details associated plant de- 
partment responsibility functions must 


be maintained. 

For example, a typical function, out- 
side plant construction, has a numbe) 
of basic work operations charged to it. 
These include: Pole line 


placing poles, crossarms, anchors and 


construction 
guys; aerial wire construction—placing 
aerial wire, filter coils, etc.; aerial cable 
construction—placing aerial cable, 
block 
terminals, 


house and cable, suspension 


binding and 
fuse chambers, connecting blocks, load- 


strand, posts 


ing coils; underground cable installa- 


tion; underground wire installation; 


and buried cable installation, etc. 


All of these functions involve major 
expenditures which can be measured by 
plant units and classified as separate 
How- 
ever, the segregation of such data on 
the basis of various functions and units 


items to isolate and control costs. 


does not provide essential information 
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New Exide-Manchex Battery 
Gives You This Much 
Extra Electrolyte 


Exide engineers were thinking of you and your maintenance 
problem when they designed this new Exide-Manchex Battery. 
That’s why they gave you this extra-big reservoir of electrolyte 
above and surrounding the plates. 


This is more than you get in other plante-type batteries. It means 
that with the Exide-Manchex Battery, watering is less frequent— 
therefore maintenance is easier. And it also means that you have 
an extra margin of safety against battery damage in case you should 
accidentally miss a cell. 


New-design Exide-Manchex Batteries give you other benefits too: 
greater freedom from sediment shorts, permanently sealed plastic 
jars, suspended plates, reduced internal resistance. 


These advantages add up to greater power, longer battery life, and 
higher dependability. Clearly, more than ever, the new 
Exide-Manchex is your biggest battery value. Write for details and 
prices. Exide Industrial Division, The Electric Storage Battery 
Company, Philadelphia 2, Pa. 


Exide 


Unique positive plate. Lead buttons locked into a corrosion- 
resistant grid have a total effective plate area five times plate 
size. More power. Longer life. 


Less frequent watering. Typical water loss and refill curves 
for the new Exide-Manchex Battery versus other batteries. 
Easier upkeep saves you money. 





relating to the actual amount of work 
performed—how many 
placed; how many miles of aerial wire 
were placed; how many feet of under- 
ground and aerial cable were placed, 
etc. 


poles were 


It might 
sider the 


be well, therefore, to con- 
desirability of developing 
with 
plant functions to be used in measuring 
the amount of work and the 
efficiency and cost of plant operations. 
When doing so, it is 


plant units associated various 


done 


essential at the 
outset to determine what a plant unit 
is and what it represents. It may be 
assumed that a plant unit is an appro- 
priate plant item that can be 
a base to 


used as 
express in manhours the 


average time required to perform a 
specific plant function such as the con- 
struction or installation of a particular 
plant item and associated cost. On this 
that, insofar as the 


construction 


basis it appears 


outside plant function is 
concerned, the following categories of 
plant units might be considered appro- 


priate: 


Account 
Pole lines 
Aerial cable 
Underground 

cable 
Buried cable 
Aerial wire 


Plant 
Pole 
Sheath 


Unit Item 


foot of cable 


Sheath foot of cable 
Sheath foot of cable 
Conductor mile of wire 


Plant units and work operations 
taken into account for this purpose 
should be sufficiently detailed to pro- 
vide a fair degree of equation for the 
different kinds of work done. In the 
pole line account, for example, different 
factors would be provided for different 
sizes of poles, crossarms, anchors, and 
guys. However, it must be recognized 
that the development of such factors 
involves loading some units with inci- 
dental work such as clearing of right- 
of-way which cannot be readily identi- 
fied for accounting fo 
specific work operations. 


purposes of 


It is also necessary to give considera- 
tion to the matter of productive man- 


hours to determine what they include 
or what is included in the time charged 
to the performance of each operation. 
Productive 


manhours should include 
on-the-job training time and all travel 
time. Absence due to sickness, injury, 

weather, and excused 
due to time taken for conferences, holi- 
days and vacations should not be treated 
as productive manhours. Overtime hours 
should be counted on the basis of hours 
worked. 

We 
problem of 


or bad absence 


confronted 
the 
plant unit and cost per 


are now with the 


measuring productive 
manhours per 


plant unit. 


Productive manhours per plant unit 
are the average 
structing or 
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hours used in 
removing the plant 


con- 
unit 


Left to right: J. Weiler of Las Vegas, Nev.: William Hatton of Washington, D. C.: 


Willard Wade of Victorville, Cal., and Jay 


designated, including the hours 
for incidental work. The hours per 
plant unit should be averaged over all 
sizes and kinds of plant units included 


in the 


spent 


measured account. In the pole 
line account, for example, the average 
should include all sizes of poles, cross- 
arms, anchors and guys. 

Cost per plant unit is the average 
cost related to placing or removing the 
plant unit designated, including the cost 
of all work incidental to the placing o1 
removing operation. For example, in 
the pole line account, the placing cost 
should include charges made for clear- 
ing of right-of-way and placing of 
These 
should be averaged over all sizes and 
kinds of poles placed during the study 
period. Construction costs and removal 
should be indicated 
total. Such useful 
for determining relative cost levels and 
The of total 
into sources direct 
that may be 


contributing unduly to total costs. 


crossarms, anchors, etc. costs 


costs by sources 


and in data are 
unit 
attention 


trends. breakdown 


costs will 


to any components costs 
It is understood, of course, that these 


measurements are applicable also to 
cable placing and cable splicing and the 
various accounts associated with other 
plant functions such as installation and 
maintenance. 

You have probably given 
thought to the 
developing measurement plans. It 


should be 
so you 


some 
problems involved in 
also 
understood that when doing 
upon a fact- 
Your approach should 
planned 


are embarking 
finding mission. 
be carefully and should 
of the 


large number of operations involved in 


you 
proceed with caution. Because 


the various functional responsibilities 
associated with plant activities, progress 
in the establishment of 


plans may 


measurement 
Also, 
before putting a measurement plan into 
effect, you would be well advised to 
make certain that a carefully laid foun- 
dation is provided, that the design lends 
itself to easy expansion, and that ex- 
pansion is limited to the ability of those 


persons 


appear to be slow. 


responsible for administering 


Houghtaling of Minneapolis, Minn. 


the plan to thoroughly understand each 


measurement and and 


the desirability of 


its application 
using it effectively 
and judiciously. 

When 


suggested 


instituting such a plan, it is 
that 
pole 


initially a plan for 


measuring line construction be 
undertaken. 
Construction 


costs should be ex- 


Units of 


plant placed and removed for each of 


yressed in gross amounts. 
g 


measured should be sub- 


divided on the 


the accounts 
basis of the following 
which incurred 


can readily be identified: 


categories with costs 


Direct labor- 

administration. 
-ayroll expense. 
Engineering expense. 
Motor vehicle expense. 
Material and supplies. 
Material overhead. 
Contractor’s charges. 
Employe expense. 
Other expense. 


including local plant 


Contract labor may be employed, de- 
pending upon local conditions, to per- 
form work which under other circum- 
stances might be performed by telephone 
Therefore, 
made for 


company forces. 
should be 


hours, 


provision 
including costs, 
and plant 


work. 


units applicable to 
contract 

Your (USITA) 
well aware of the expansion that has 
taken place in the Independent tele- 


phone industry in recent years, and of 


Plant Committee is 


the increasing expenditures being made 
in connection with the operation of the 
business. It is of the opinion that a 


prompt and thorough examination of 
procedures and methods is essential in 
the interest of meeting the objective 


of furnishing satisfactory telephone 
service at a reasonable price, which the 
public is willing to pay, with due con- 
sideration to the welfare and progress 
of the industry, those who have invested 
their savings in it, and its employes. 

To attain this objective, the commit- 
tee recommends the development of a 
measurement plan along the lines out- 
lined as a very important help to man- 
agement. 
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When they're on the line, you can 
depend on their strength and uni- 
form high quality. 

When you order you can depend 
on prompt deliveries of what you 
need... when you need it. 

Since 1870, when Robert Hem- 


ye Q 


> Sx e . ; | : 
iW WAN 


NUMBER 56, Double-Groove Transposition. These 
insulators are employed for all circuits (exchange, toll or 
trunk circuits ) that employ tandem-type transpositions. 


Dependable ...in emergencies 


ingray began mass production of 
screw-thread insulators, Hemingray 
has pioneered most of the insulator 
developments to keep pace with the 
requirements of the communication 
systems of the world. 


Today, as always, Hemingrays are 


world standard for quality, and most 
of the overhead telegraph and tele- 
phone lines of the world are carried 
on dependable Hemingray Glass 
insulators. They are a product of 
Kimble Glass Company, subsidiary 
of Owens-Illinois, Toledo 1, Ohio. 


HEMINGRAY INSULATORS 
AN (1) PRODUCT 


Owens-ILLIno!Is 


GENERAL OFFICES «+ TOLEDO 1, OHIO 
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HE TERM “mark sense” is rela- 

tively new to traffic operations in 

the industry and you, like myself, 
may have questions as to how this proc- 
ess traveled from the accounting de- 
partment to traffic and the effect it will 
have on our toll boards. 

“Mark sense” is not defined in Web- 
ster’s Dictionary, however, accounting 
informs us that this involves 
the placing of a sensitized line on a 
punch card in such a manner as to 
stimulate the IBM equipment. A sam- 
ple of an operator mark sense ticket or 
punch card was found on your chair 
as you were seated. (See accompanying 
illustration). Referring to this sample, 
you will note that there are small “lou- 
vers” 


process 


or “bubbles” provided under, or as 
a part, of each item to the left and 
right of what appears to be a regular 
toll ticket. It is in these “louvers” that 
the sensitized mark is entered to stim- 
ulate the IBM equipment. As a matter 
of interest, the mark need not be ex- 
actly in the block provided; the IBM 
machine will recognize the entry if it 
is slightly above or below the box or 
if it extends beyond the ends of same. 

It will be noted that the mark sense 
ticket has horizontal boxes for the sen- 
sitized mark, however, experience re- 
ported by the Bell System indicates the 
traffic preference is a diagonal box such 
as you will see later in some slides set- 
ting forth their Woonsocket, R. I. trial 
run. Since accounting has no prefer- 
ence, the traffic recommendation can be 
accepted. 

Mark sensing of toll tickets has been 
under consideration for several years. 
Several trial runs were made in 1952 
by the Bell System and in 1954 they 
were discontinued, since the results 
were not fully satisfactory. With the 


*Mr. Coffman is General Trafic Manager of Gen 
eral Telephone Co. of Michigan, Muskegon, Mich 
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OPERATOR MARK SENSE TICKET 


Columns Field Description 
l- 4 — Date 

From Place and State 
Billing Number 


Minutes 


Le 
a+ = 


yaaa 


Settlement 


Type 


Class 
30-31 
32-34 
35-37 
38 
39-40 
41-42 
13-49 
50-53 
54-56 
57-59 
60-77 
74-76 
77-80 


Point or Trunk 
Route 


Tributary 
From Central Office Code 
Switehboard Number Code 


From Number 


To Place and State 
To Central Office—Alphabetic 


Charge 


installation of more CAMA and AMA 
equipment, a greater portion of the toll 
tickets was reduced to punch cards. 
Since the Bell System objective was to 
adopt full handling of ac- 
counting procedures, it became neces- 


electronic 


The report of the USITA Traf- 
fic Committee Chairman H. J. 
Kleinhammer will be published 
in a later issue. 


To Central Office—Mark Sense Code 


Terminating Toll Center or Local Tax for Intrastate Messages Only 
Terminating Revenue Accounting Center 
From Central Office—Alphabetic 


sary for them to again consider a mark 
sense ticket for operator handled calls. 
In 1957 several Bell System companies 
ran tests directed at reducing operator 
work time to a point where no time in 
excess of normal ticket preparation 
would be required. These trials proved 
to be successful and the entire Bell Sys- 
tem is now expected to be on a mark 
sense basis by 1960 with their metro- 
politan areas completed by 1959. 

Based on the recent successful indus- 
try trials several larger Independent 
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Improved surface finish is obtained when insulation is made from Monsanto Polyethylene 10. 


FOR SMOOTHNESS 


Monsanto’s new nat- New Monsanto Polyethylene Insulating 


ural polyethylene in- Compound (MPE 10) offers telephone 
sulating compound, 


Monsanto Polyethyl- cable manufacturers superior extruda- 
ene 10*, promises bility at high rates, along with the smooth 
improved surface 
finish in extruded 
primary insulation. 


surface finish that can reduce frequency 
of sparker failure during twisting and 
cabling operations. MPE 10—thoroughly 
tested in commercial applications—meets 
standard telephone cable requirements. 
ike nto Write for complete data to Monsanto 
ennai Chemical Company, Plastics Division, 
Polyethylene 122531 Room 455, Springfield 2, Massachusetts. 
OCTOBER 25, 1958 
















































































































































































































































































































































































































companies have now initiated mark 
sense processes or plan on doing so in 


the near future. 
It appears that the mark sense pro- 
gram will gain momentum in the near 
future very likely involving all compa- 
nies in one way or another. Adoption 
of mark sense toll tickets brings sev- 
eral changes in the traffic operation. 
Operator’s mechanical! pencils and/or 
ball point pens will need to be replaced 
with 
tized 


special 
lead. 


pencils containing sensi- 
These pencils will be com- 
plete with erasers since erasure in the 
mark sense boxes is required if a mark 
is made in Lining through the 
incorrect entry, as we now do on toll 
tickets, will not suffice the IBM 
equipment could not recognize which 
was the correct entry and would reject 


error. 


since 


the card necessitating manual handling 
and reducing the efficiency of the mark 


sense accounting process. 


The sensitized pencil is used to make 
entries in the regular toll ticket 
tion of the mark sense card and here, 
as is currently the practice, the oper- 
ator will line through any incorrect en 
try. It is tentatively planned to pro- 
vide a type dial tool for use 
over the eraser on the mark sense pen- 
cil. With key-pulsing the requirement 
for dial tool pencils should, however, be 
reduced if not eliminated entirely. 


sec- 


slip-on 


Information is entered on the mark 
sense card by the toll operator in any 
order that will speed the call to com- 
pletion. It is not that the 
written record be completed before the 
mark 
versa. 
whether 
written 


necessary 


sense entries are made or vice- 
In fact, there is some question 
any entry is required in the 
portion of the normal “sent 
paid” ticket except the last four digits 
of the called number. To follow such 
a practice necessitates the toll operator 
entering the mark data in lieu 
of the written data thus reducing some- 
what the ticket preparation time and 
thereby reducing costs. On calls billed 
to third the calling 
would not be mark sensed 
“bill to” 


sense 


station number 


instead, the 
number would be written in 
the “Spec. Inst.” space. 
When the written data 
the card is used, the “To” 


section of 
information 
is entered first followed by the “From” 
data. These entries are reversed com- 
pared to the order of 
our current standard 


appearance on 
toll ticket; the 
reasoning behind this change was that 
customers generally 
“Calling 


place a call by 
Chicago” or the like 
followed by their number. The order of 
information on the mark ticket 
conforms to the customer’s habits and 


expedites the advancing of the call. 


saying 


sense 


It is not expected that this new pro- 
cedure will require any increase in in- 
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Left to right: H. K. Culbertson of Sterling, Kan.; Mr. and Mrs. Rolley L. King of 
Caldwell, Kan.; and Mrs. Paul Grauer of Wilson, Kan. 


itial time for 
Operators currently on the force may 
require from a day one-half to 
two full days to be instructed in mark- 


sensing techniques following which they 


training new operators. 


and 


would develop them in actual operating. 
Conversion to can be 


accomplished on either a flash or 


mark-sensing 


pro- 
gressive basis; in small offices where 
training would not cover a great 
amount of time, the “flash” cut appears 


best, however, larger metropolitan of- 


fices should be cut on a _ progressive 


basis. 

Experience has indicated that review 
with the operator of her mark 
tickets rejected by the accounting ma- 
chine helps her to attain proficiency. 


sense 


During conversion and shortly there- 
after, it 
traffic employe in 


be desirable to station a 
the accounting de- 
partment to correct tickets rejected by 
the machine such as light marks, etc. 
Where the rejected ticket resulted from 
omission of data, this traffic representa- 


may 


tive can log the errors by operator num- 





Left to right: F. H. Schafer and H. N. 
Bovee, both of Clintonville, Wis., and 
E. B. Samp of LaCrosse, Wis. 


ber and office for referral to the chief 
operator for purposes. This 
traffic employe can also use this time to 
train the accounting people in 
tickets. 


training 


rating 


Traffic practices will change slightly 


when mark-sensing processes are 


adopted, i.e.: 


(1) Tickets will not need to be sorted 
for accounting since the IBM machines 
can perform this operation. Accounting 
can also furnish a count of calls and 
messages thereby removing this Traffic 
clerical work. 


(2) Since tickets are not sorted it 
will be impossible to furnish time and 
charges (T&C) unless requested when 
the call is filed. Should an operator re- 
ceive a request for time and charges 
after a call is completed, she will ad- 
vise that the ticket has been forwarded 
to accounting and offer to obtain the 
information pointing out that approxi- 
mately three days will be required to 
do same. If the customer still insists 
on the information as of that moment, 
the operator will offer to furnish an 
estimate of his charges if he can esti- 
mate the conversation time and furnish 
the called point. 


(3) Ticket rating will no longer need 


to be performed in traffic; no major 
wage savings will result from this 
change insofar as most Independent 


companies are concerned since rating is 
generally performed as an overlap or 
by night operators rather than by Rate 
Operators. The unoccupied time of the 


night operators can be used to mark 
elapsed minutes on the tickets where 
conversation exceeded three minutes 


and five seconds; if conversation is less 
than this the IBM machine can be ar- 
ranged to automatically rate the call. 
Consideration should also be given to 
the night operator placing new strips 
on rotary files to reduce confusion 
around these files during the normal 
day. 


Where considerable unoccupied time 
remains, it may be advisable to close 
the office and transfer the services to 
another nearby exchange. 

As might be expected, application of 


(Please turn to page 158) 
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“28 toll calls on this bill— 


yet I made it out in seconds the Recordak way 


Just 4 items per bill! That’s all the entries 
you make the Recordak Way—whether you 
bill 200 calls or 2! You just add up all toll 
charges .. . enter this total and tax on bill 

. then microfilm bill and toll tickets. . . 


clip all together and send on to customer. 


This easy routine ends hours of tran- 
scription . . . lets each clerk handle four times 
as many accounts...ends transcription 
errors for good! And you keep a film record 
that’s complete, easy tocheck, and easy to file. 

So simple, even smaller telephone com- 


panies with as few as 500 subscribers cut 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming 
—now in its 3lst year 


OCTOBER 25, 1958 


billing costs 45% or more with Recordak 
Microfilming. 

Take a tip from the more than 500 tele- 
phone companies, large and small, who 
already save with Recordak. All you need is 
a Recordak Microfilmer priced as low as 
$550; also available on low-cost monthly 
rental. Mail coupon today for further infor- 
mation and copies of actual case histories. 

Price quoted subject to change without notice 


** Recordak’’ is a trademark 


eeeeeeeeceee sMAIL COUPON TODAY-ccccccceses 


RECORDAK CORPORATION 

415 Madison Avenue, New York 17, N.Y. 
Gentlemen: Please send me more information 
on the Recordak Toll Billing System. 


Name 





Company 
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Effect of DDD on 


S I HAVE been a full-fiedged In- 

A dependent for just about four 

years, to be asked to address you 

on my first appearance at your national 

convention, gives me a great deal of 
pleasure. 

In the preparation of a presentation 
of this kind, you are given a great deal 
of advice, particularly as regards the 
quoting of figures. 

Now, what, I ask you affects our 
daily lives more than figures? What 
would the Miss America Contest be 
without figures? What good would that 
piece of paper you receive each week, 
twice or once a month be to you with- 
out its figures? How would you keep 
your own figure if it were not for 
the figures that tell you how many 
calories you may use? Yes, figures can 
dull, 
downright exasperating. 


be interesting, intriguing or 

In the preparation of a lithograph 
or poster, the artist prepares a sepa- 
rate “‘stone” for each color to be used, 
red, green, yellow, etc., and always one 
for the black. As the various 
are printed on the paper, they appear 
blobs of without life, 
substance or meaning. However, when 
the black is printed the whole picture 
comes to life and the poster takes on 
the meaning and tells the message in- 
tended by the artist. 


colors 


only as color, 


So it is with this presentation, the 
are the 
etc., and the 
making clear, 


words greens, yellows, reds, 
figures are the black, 
I hope, the message I 


am trying to convey to you. 


DDD and Traffic Operations 

The effect of Direct Distance Dial- 
ing (DDD) on traffic operations depends 
upon many factors. Some of the prin- 
cipal ones are, the distribution of 


*Mr. Zeller is Chief Toll Equipment Engineer 
of Gustav Hirsch Organization of Columbus, O 
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Traffic Operation 


By A. C. ZELLER* 


(A Traffic Conference Address) 


traffic between short and long-haul and 
station-to-station and person-to-person, 
the volume of collect, coin box, enter- 
PBX and PABX traffic, the 
availability of the trunk layout, and 
many others. As these factors vary 
for each office and area, their effect 
can only be determined by a detailed 
study. 


prise, 


I am not going to attempt to tell you 
of the effect DDD may have on traffic 
operations in your office or area. How- 
ever, I will endeavor to show you the 
effect the installation of a DDD system 
in Warren, O., had, not only on traffic 
operations, but other 
well. This may help you to visualize 
to some extent, the effect a DDD sys- 
tem may have on your operations. 


operations, as 


Before discussing the effects of the 
DDD system on the various operations 
in Warren, I would like to take a few 
minutes to you where 
is located and the area served by War- 
ren Telephone Co. 


show Warren 


The city of Warren is located in the 
northeast section of Ohio. It is a 
highly industrialized city, located in 
the heart of the great Mahoning Valley 
steel district. 

Midway between Cleveland and Pitts- 
burgh, Warren is serviced by the Erie, 
Pennsylvania Baltimore & Ohio 
railroads and all major transport car- 


and 


riers. 

Excellent air service is provided by 
major air lines, Capital and 
United, as well as Lake Central Air- 
Warren is linked with other im- 
portant cities in the 
transcontinental 
Ohio Turnpike. 

In addition to being a leading steel 
producing and steel fabricating city, it 
is a large producer of electrical appli- 
ances and apparatus and other prod- 
ucts. 


two 


lines. 
two 
and the 


nation by 
highways 


According to the latest estimates the 
population of Warren proper is in ex- 
cess of 60,000. 


Warren Telephone Co. 
Warren Telephone company 
two exchange areas, one the Warren 
exchange and the other the 

Falls exchange. 

As of July 31, 1958, there were 38,- 
000 stations in service, 35,500 in the 
Warren exchange and 2,500 in the 
Newton Falls exchange. 

Since 1938, when Warren Telephone 
organized under the leader- 
ship of Col. Gustav Hirsch, the growth 
of the company has necessitated a com- 
plete replacement of all central office 
buildings and outside plant, the local 
equipment from manual to 
automatic switching equipment, the in- 
stallation of a new 40 position toll 
board and the installation of a Strowger 
automatic toll ticketing 
(SATT). 

There has 
crease in stations as is evidenced by 
the growth from 11,120 stations as of 
Dec. 31, 1938 to a total of 38,000 sta- 
tions as of July 31, 1958. This is an 
annual increase of approximately 1,350 
stations year for the 


serves 


Newton 


Co. was 


converted 


system 


also been a steady in- 


per almost 20- 
year period. 

At present Warren Telephone Co. 
subscribers are served through 11 cen- 
tral office Five of these units 
are located in the headquarters build- 
ing, the other six 
throughout the 
Two additional units are being in- 
stalled, each of these units will be 
housed in one of the existing buildings 
with one of the present units. 


units. 


units are located 


two exchange areas. 


It may be of interest to know that 
Warren is the largest Independent toll 
center and is one of the eight largest 
exchange areas in Ohio. 
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DIRECT BURIAL CABLE 


TO R.E.A. PE-23 SPECIFICATIONS 


For information on 
our complete line of 
plastic insulated 
telephone wire and 
cable — write for 
new catalog 


THE REX CORPORATION 
100 Hayward Road 
West Acton, Massachusetts 


OCTOBER 25, 1958 





In early 1955, the Warren company 
Gustav Hirsch Organi- 
zation, Inc., Columbus, O., to study its 
toll recommend 
whether or not additional toll positions 
should be installed and the traffic con- 
tinued to be 
DDD 


care 


commissioned 


traffic situation and to 


operator handled, or if a 
system should be installed to 
for future needs. It my 
privilege to be assigned to make this 
study. 


was 


The study period was for the years 
1956, 1957 1958 and, though de- 
tailed figures were prepared for each 


and 


year, I am going to quote those only 
for the year 1958. 


The study indicated that to continue 
manual handling of the traffic, eight 
additional positions would be required, 
increasing the toll board from 40 
sitions to 48 These 
tional necessitate an 
increase of not less than 18 people to 
the operating and supervisory force. 


po- 
positions. addi- 


positions would 


The study also indicated that, even 
with the limited DDD 
available at that time, approximately 
47 per cent of the Warren originating 
traffic would be 
mer dialing. 


possibilities 


susceptible to custo- 


With 47 per cent of the traffic being 
completed through the DDD 
the position requirements for manually 
handled traffic decreased from 48 to 38 
positions, a decrease of 10 positions or 
21 per cent. 


system, 


These 10 less positions meant a re- 
duction of from 20 to 23 people in the 


operating and supervisory force. 


Some of you may be wondering why 
there is a of only 21 
cent in position requirements, when 47 
per of the calls will be customer 
This is due to the short work 


time required to complete a call suscep- 


reduction per 


cent 
dialed. 


tible to customer dialing as compared 
with a 
collect 


person-to-person, coin box or 


call. 

These 
be best illustrated by a comparison of 
two Bell Ohio. 


differences in work time can 


offices in northeastern 


Office A. Approximately 90 per cent 
of the traffic in this office was short- 
haul and mainly station-to-station. As 
a result, the operators were able to 
handle from 25 to 30 calls each during 
the busy hour. 


Office B. The traffic in this office was 
practically all long-haul with a high 
per cent of person-to-person. This was 
due to an Independent company office 
handling all short-haul traffic. As a 
result the operators in this office were 
able to handle only from nine to 11 
calls each during the busy hour. 


These may be extremes, but they illus- 
trate that the the 
handling ability opera- 
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difference in call 


the 


between 


tors of these two offices is due entirely 
to the work time per call. 
This average work time being so much 
less for Office “A” than for Office “B” 

As the introduction of Direct Dis- 
tance Dialing removes the short work 
calls, the longer work 
time calls to be manually handled, the 
over-all work time per call 
from that of Office “A” 
to Office “B” 

If the 
calls through the DDD system, as men- 
tioned in the September Readers Digest, 
the percentage of calls 
converted to subscriber dialing and the 


average 


time leaving 
changes 
to one similar 


handling of person-to-person 


is successful, 


8/17/58 8/18/58 
Sun. Mon. 
Total Gutward Com- 


pleted Toll Manual 
and SATT 
Manual Toll Offered 
Manual Toll Completed 
Manual % Completed 
SATT Attempts 
SATT Compieted 
SATT % Completed 
% SATT Completed of 
Total Completed 


3587 
1931 
1427 

73.9 
3561 
2160 
60.7 


9229 
4751 
3951 
83.2 
7675 
5278 
68.8 


60.2 57.2 


Table 1. 


8/17/58 8/18/58 
Sun. Mon. 
Total Outward Com- 


pleted Toll Manual 
and SATT 
Manual Toll Offered 
Manual Toll Completed 
Manual % Completed 
SATT Attempts 
SATT Completed 
SATT % Completed 
% SATT Completed of 
Total Completed 


3587 
1931 
1427 
73.9 
3561 
2160 
60.7 


9229 
1751 
3951 

83.2 
7675 
5278 

68.8 


60.2 57.2 


Warren 


percentage of positions saved will come 
closer together. 

Upon completion of the study, and 
after careful of all fac- 
tors involved, Gustav Hirsch Organiza- 
tion recommended to Warren Telephone 
Co. that a DDD rather than 
the installation of additional toll board 
best 


consideration 


system 


positions would meet present and 


future needs. 

In accordance with this recommenda- 
tion, the Warren 
Gustav Hirsch Organization to prepare 


company authorized 
the necessary specifications for a DDD 


system, as well as all arrangements 


for installation, training and cut-over. 


8/19/58 8/20/58 8/21/58 
Tues. Wed. 


8/22/58 
Fri. 


8/23/58 


Thur. Sat. 


9035 
1733 
3932 
83.1 
7343 
5103 
69.5 


56.5 


toll traffic data. 


8/19/58 8/20/58 
Tues. Wed. 


8/21/58 
Thur. 


8/22/58 8/23/58 
Fri. Sat. 


9035 
4733 
3932 

83.1 
7343 
5103 


69.5 


8956 
1864 
1052 
83.3 

7152 
1904 
68.6 


9065 
1925 
1070 
82.6 
7431 
1995 
67.2 


9204 
1944 
1041 
81.7 
7441 
5163 
69.4 


5593 
2901 
2220 
76.5 
5303 
3373 
63.6 
54.8 56.1 60.3 


56.5 55.1 


Table 2. Warren toll traffic data. 


Toll Board Offered (Warren Originating) 


Toll Board Messages (Warren Originating) 
SATT Messages (Warren Originating) 


Total Messages (Warren Originating) 


Toll Board Per Cent Completed 


Per Cent SATT Messages of Total Warren Originating Messages... . 


Ticketer Attempts 


Ticketer Attempts per SATT Message 


Operator Attempts 


Operator Attempts per SATT Message 


Table 3. 


data—August 


1958. 


55.8 


Warren subscriber automatic toll ticketing average business day traffic 
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Stranded — 


With 
Care 


STRAND SIZE 5/e” 


WEIGHT PER 1000’ 813 Ib. [517 !b.}399 Ib. }273 Ip.{205 Ib. [164 Ib. 
MINIMUM BREAKING STRENGTH IN POUNDS 


ASTM A-122-54T 
Galvanized (Single Galv ) Common 11600 
Class A (Double Galv.) Common 11600 
Class A (Double Galv.) Siemens-Martin | 19100 
Class A (Double Galv.) High Strength 29600 


Class A (Double Galv.) Extra 
High-Strength 


Class A Utilities Grade, A.T.&T. and 
Western Union Spec.—7-wires 


ASTM A-363-55T (No welds) 
Weldless High-Strength 
Weldless Extra High Strength 


1" 


7400 
7400 
12100 
18800 


26900 


25000 


18800 
26900 







\ 


oN SO 


¢ Southwire Galvanized Steel St 


7/16" 


5700 
5700 
9350 
14500 


20800 


18000 


14500 
20800 


*weight per 1000’—225 Ibs, **weight per 1000’—80.3 Ibs. 


Carrollton, Georgia—TErrace 


Ye"! 


4250 
4250 
6950 

10800 


15400 


11500 


10800 
15400 


2-6311 


3200 
3200 


5350 
8000 


11200 


6000 


8000 
11200 


5/16” (9 /32"| Va" | 3/16" 
121 {6} 72.9 Ib. 


1150 
1150 
4250 1900 
6400 2850 


8950 3990 


4600 2400** 


Bare and Weatherproof Copper and 
Aluminur: Line Wire 

Neoprene, Polyethylene, and VWP (Vinyl) 
Weatherproof Copper, Aluminum 
and Triplex 


@ U.R.C. (DBWP, TBWP) Copper 


The infinite patience and skill used by the seafarer 
in stranding or splicing rope is matched by modern 
machines at Southwire. 

Southwire Galvanized Steel Strand is manufactured 
to meet or exceed applicable ASTM specifications .. . 
and preformed to eliminate flared ends when sheared. 
Quality is our first concern, including premium- 
quality non-returnable reels on all reel shipments. 
Available in 250’, *500’ and 1,000’ coils, 2,500’, 
*5,000’, 5,280’ reels. Feel free to inquire about 
special packaging to suit your particular requirements. 

Specify Southwire Galvanized Steel Strand for 
ground, messenger and guying applications, shipped 
by our own fast fleet of trucks direct to your ware- 
house or jobsite. 

*Stock items 


@ ACSR and All Aluminum Cable 

@ Galvanized Steel Guy Strand and Static Wire 
@ Aluminized Steel Guy Strand and Static Wire 
@ Aluminum Alloy Wire 

* 


Cable Accessories 


@ Copperweld® Conductors 


@ NM Sheathed Cable 


@ Copper and Aluminum Building Wire 


@ ALSO FABRICATORS OF COPPER AND ALUMINUM 
FOR WIRE AND CABLE MANUFACTURERS 





Again, it was my privilege to be 
assigned to prepare these specifications 
and plans, also to make follow-up 
studies of the performance of the sys- 
tem and to 
of any 
to the 


ing list. 


arrange for the addition 
point, as it became available, 
customer Direct Distance Dial- 


DDD 


time, in- 


Consideration of the various 
that 


system 


available at 
that a SATT 
the needs of the 


systems, 
dicated 
best 


would 
meet Warren 


company. 


that the 
a Type “BD” system, 
that is, arranged initially for operator 
identification of the 


further decided 


system would be 


It was 


calling station 
number and at a later date convertible 
wholly or in 
fication. 


part to automatic identi- 
In the study, it was estimated, based 
on the best 
the Direct Distance Dialing operators 
would be able to answer and ‘“key-up” 
about 185 to 190 per 
the first assignments to 
tions were on that 


however, 


information available, that 


calls hour, and 


these posi- 
basis. It 
that the 


could answer and “key-up” 


was soon 


found, operators 
from 300 
to 325 calls per hour without becoming 
fatigued, or bored due to the repetitious 
nature of the work if their 
duty was not too long. 


tour of 


To prevent operators from becoming 
too fatigued or 
at the Direct 
tions, 
tried; 


bored while operating 
Distance Dialing posi- 
various 
the 
satisfactory. 

This 
working 
DDD 


duty 


assignment plans were 


present one being the most 
provides for no 
than 
Her two-hour 
either as 


plan operator 


longer hours at a 
tour of 


starts 


two 
position. 
begins she her 
tour, or at the beginning of the tour at 
the end of her lunch hour. As each tour 
ends at the time for relief 


or lunch it is not necessary to provide 


required 


relief operators for this team. 
Different DDD positions are assigned 

that 

10 positions is occupied for at 


each day. This is done so 


of the 


least one day each week. 


each 


This method 


Left to right: Edward J. Lord of Farmville, Va.; George A. Hearne of Kansas City, 
Mo.: Jack K. Holt of Stilwell, Okla.; William I. Johnson of Glennville, Ga., and 


J. W. Carter of Smackover, Ark. 


that each 


tion is in operating condition and can 


of assignment ensures posi- 


be assigned at any time. 


It has also been found best, due to 


the equipment arrangement and _ to 
maintain a prompt answer to the trunk 
signals, not to assign the DDD opera- 


tors at adjacent positions. 


To enable the operating room 
know at all times the 
DDD operation, a 
small colored card is placed on a hook 
on the face of the switchboard at each 
assigned These are 
changed, as required, to agree with the 
assignment plan. 


per- 
sonnel to posi- 


tions assigned to 


position. cards 


A two-day study of traffic taken 
shortly after the introduction of DDD 
indicated that customers were actually 
dialing approximately 95 per cent of 
the total estimated potential DDD traf- 
fic. It is believed that this percentage 
is approximately the 
time 


same at this 
This is due to the splendid re- 
ception of this method of completing toll 
Warren subscribers, the excel- 
DDD 


answer 


calls by 
lent performance of the 


and the 


equip- 


ment, 


prompt (about 


two seconds) by the operators. 


In December 1956, the first month of 


operation, 47.3 per cent of the total 


Left to right: 
Max E. Wettstein 
of Ocala, Fla.; 
Robert Eshbaugh 
Jr. of Leesburg, 
Fla., and C. C. 
Leiby of Ocala. 


Warren originating messages were com- 
pleted through the Direct 
system. At present between 
55 and 56 cent of the total 
sages are being completed through the 
system. 


Distance 
Dialing 


per mes- 


This increase has been due, in part, 


Left to right: Irvin Dhyse and Victor 
Shapley, both of Chesaning, Mich., and 


P. E. Taylor of Pickford, Mich. 


to our program of adding every pos- 
sible 
Direct 
able to 


customer dialable point to ow 
Distance Dialing list and being 
furnish the 


information 


necessary dialing 


promptly when 


by the customer. 


requested 


During the latter part of November, 
nationwide Direct Distance Dialing will 
be made available to the customers in 
This 
should increase the percentage of total 
through the DDD 
56 per cent to 59 to 


the Newton Falls exchange area. 
messages handled 
system from 55 to 
60 per cent. 


Customer DDD Information 

Due to 
between 
DDD list 
only those points in the home area are 


Warren Tele phone Dire ctory. 
the large number of 
850 and 900, on the 


points 
Warren 
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5696 FEATURES 


Mechanically operated der- 
rick readily sets 35’ pole 


24' extension ladder avail- 
able for overhead line main- 
tenance 


Galvannealed steel side com- 
partments and understructure 


Same tread plate floor used in 
larger line bodies 


Compartments contain pull- 
out drawers, bins and thru 
box 


Illustrating 24 ft. extension lad- 
der pivoting on rear sheave bar 
with retaining sockets on rear 
bumper. Ladder can by used 
away from vehicle. Stored der- 
rick is raised to work position in 
seconds by use of winch line and 
winch. Key locks on all com- 
partment doors. 


BODY DIVISION 
| YORK-HOOVER CORPORATION 


YORK, PENNSYLVANIA 


ORK-HOOVER 


MODEL 


5696 BENEFITS 


Moderately priced, extremely 
flexible in its work functions 


Long service under rugged, 


every day operating condi- 
tions 


Tool and materials needed 
for service work are readily 
accessible 


Normal functions of light line 
job provided by winch and 
folding derrick 


Racked by 66:yeern of Cree- 
tive Engineering Service to 
the Public Utility Industry — 


cro o> Oo ee er eens Oo ese Oe 


Dept. 3T, York-Hoover Corporation 
York, Pa. 


Please send me a copy of Bulletin No. 946 covering 
your 5696 Combination Unit. 


Name 
Company 
Address 


City and State 





listed in the Warren telephone direc- 
tory. The directory also states “Fo. 
specific information about direct dialing 
to other towns, please consult your Di- 
rect Distance Dialing directory or your 
operator.” 
Direct 
Each 
furnished one or 


Dialing Di- 


subscriber has 


“Your Distance 


rectory.” been 
more copies of a spe- 
cially prepared “Your Direct 
Dialing Directory.” 


Distance 
This directory con- 
tains all necessary instructions relative 
through the Direct 
Distance Dialing system, a list of the 
dialable 


to placing calls 


points in the home 


area as 
well as a list of the principal cities in 


Mr. and Mrs. J. D. Garrett Jr. of Lewis- 
ville, Ark, 


the other 


Telephone Co. customers. 


areas accessible to Warren 

These principal cities are listed al- 
phabetically by states and include the 
Area Code. The words “and vicinity” 


follow the name of each principal city. 
This is to indicate that locality points 
within 


the exchange areas as well as 
many of the near-by points are acces- 
sible by Direct Distance Dialing. 

The directory also contains several 
pages for the listing of personal num- 


Left to 
J. W. Baker of 
Spokane, Wash.; 
P. L. Thoren of 
Chicago, and B. 
B. Harder of 


Sumter, S. C, 


right: 


bers and information. 


To enable operators to quickly an- 
whether a 
by the 


tomer and, if so, furnish the area code 


swer inquiries as to par- 


ticular point is dialable cus- 


if required, the following procedures 


have been adopted. 


Switchboard Bulletin. 


listed on the 


Of the points 
switchboard bulletin a 
small red triangle is placed to the left 
of each of the points dialable by the 


customer. 


The absence of an area code, in the 
routing instructions, indicates that the 
point is in the home area and no area 
code is required and the customer need 
dial only the access code and the first 
letters of the office 


five numerals of the 


two central 
and the 


number. 


name 
listed 


If the point is in an area other than 
the home area, the area code is under- 


lined in red. In some instances, due 


to special routing instructions for the 


operator, it was necessary to insert 


the area code, underlined in red, op- 
posite the name of the point. On calls 
to these points the 


dial the area code in addition to the ac- 


customer must 
cess code and the two letters and five 
numerals of the listed number. 


Points Not On Switchboard Bulletin. 
The operator receiving a request as to 


Left to right: 
W. J. Holladay of 
Fayette, Ala.; B. 
Monty Fobes of 
Tomah, Wis., and 


Mrs. Fobes. 


whether a point not on the switchboard 


bulletin can be customer dialed, in- 


serts the other cord, of the pall of 


cords used in answering the customer, 
idle trunk to the Toll 
Desk, and passes the request to 


the Route Operator. 


In front of 


Rate and 


in an Rate and 


Route 


Toll 
Route Guide is a list of all 
that 


each state in the 


toll centers in state and the au- 
thorized route. 
If the toll center 


tomer dialing, it is 


is accessible by cus 

underlined in red. 
The area code, if in an area other than 
the home area, is also underlined in red, 
Here, again, due to special routing in- 


structions it iS necessary, in some 


instances, to insert and underline in 


red, the area code. 
The 


inquiry as to 


Route Operator receiving an 


customer dialing possi- 
bilities to a particular point, first looks 
at the toll center list of the 
If the point is on 


is underlined in 


prope! 
this list 
advises the 
operator that the point can be customer 
advises her of the proper 
If the point is on this list 
and is not underlined in red she advises 
the operator that the point is not ac- 
cessible for customer dialing. 


state. and 


red, she 
dialed and 


area code. 


If the point is not on the toll center 
list, the Route Operator then looks 
through the list of stations to deter- 
mine, first, if the point is listed as “2 
bt & She 
then center list to 
determine 
lined in 
is listed as “2 


and second the toll center. 
refers to the toll 
if the toll 
If the point 
L + §” 


underlined in 


center is under- 


red. in question 
and the toll 
red, the Route 
Operator advises the operator that the 
point can be customer 

code _ if 
operator so 
Unless the point in 
tion meets both of these conditions, the 
subscriber is advised 


center is 


and the 
The 
advises the 


dialed 


proper area required. 
switchboard 
subscriber. ques- 
that the point is 


not accessible for customer dialing. 


This method is similar to the method 
for determining regular routing infor- 
mation and has eliminated the need for 
another special Tele- 
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i MANUFACTURING CORP. 


> THE MODEL ‘‘R’’ DEHYDRATOR (AUTOMATIC) 


The Model "'R" Dehydrator is designed to supply dry air to telephone 
cables. Among its many outstanding safety features are: 


¢ Hi-Lo pressure switch for alarm The Model "R" Dehydrator 


¢ Humistat for alarm above (Automatic) is designed for 


4°/, RH. 


Power failure relays and ; S eslile 1 r 
separate fustat or less of cable. It is a wall or 


small installations of 80 miles 


By-Pass Valve & Alarm for relay rack-mounted type, ap- 
excessive R.H. proximately 24" high, 28" wide 


Mechanical control valve for 


stand-by air supply (O.P.N.) and 8" deep. Operating volt- 
in event of power failure age is 115 volts, | phase, 60 


Additional safety features on cycle, and the output is 700 
air compressor 


ao maximum, with a dewpoint of 


standard cubic feet per day 


Air Compressor —40°F. and power consump- 
Power consumption—2 AMPS tion of 2 AMPS. 


MOBILE POWER UNIT MODEL "A" 
(Model MPU-4-C) , Air Compressor Dehydrator 


Generator (slow speed for quietness) , . 
2500 Watt, 110-Volt DC Exchange unit equipment de- 
signed to supply chemically 
Pump—2800 GPH dry air for telephone cables, 
Diaphragm to Model MPU-4-¢ Safety mutt | aerial and underground, this 
remove seep- | unit can supply as many as 
age and drain 60 cables. It is equipped with 
back ' volume recording air meter, 
, ase high and low pressure alarm 
ae Di a switches, humidstat and hour 
under pressure mnoter. 
* Completely automatic in 
repairs operation 
Satieed wlll i a ; ¢ Air purifier to eliminate 
or without 1 oil mist 
pump and com- 


* Incorporates the latest 
pressor. 


satety devices 


phone or write 


S & G MANUFACTURING CORPORATION 
P.O. Box 1309 * New Orleans 10, La. e JAckson 5-3142 
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has found it to be a 
satisfactory method. 


PABX and PBX Traffic 

One of the frequently asked questions 
has “How well Direct Dis- 
tance Dialing been accepted by the 
PBX and PABX find the 
answer to that question the toll state- 
ments, for one billing period, of 70 of 
the approximately 150 PBX users were 
analyzed to determine the 


phone Co. most 


been, has 


users.” To 


percentage 
of messages completed through the Di- 
rect Distance system of the 
total toll messages of these customers. 


Dialing 


The 70 toll statements analyzed were 
made up of 15 steel manufacturers and 
fabricators, 10 financial institutions, six 
electrical product manufacturers, three 
automobile health 


transport 


sales agencies, six 
three 


miscellaneous 


and welfare agencies, 


companies, and 27 con- 


cerns. 

Of the 28,780 messages analyzed 15,- 
760, or 54.8 per cent, were completed 
through the Direct Distance 
system 13,020, o1 


Dialing 
and 45.2 per cent, 
The 54.8 pel 
cent completed through the DDD sys- 
tem for the PBX users compares very 
with the cent for 
office for the month of July. 
It seems to that the 
PBX users as a group have favorably 
accepted the Direct 
system for the 
toll calls. 


were operator handled. 


favorably 56.2 per 
the entire 
indicate, also, 
Dialing 
thei 


Distance 
completion of 


While the PBX users as a group have 
favorably DDD 


Variation in 


accepted the system 


there is wide the degree 
of acceptance by the various groups and 
individual PBX 

Of the groups previously mentioned, 
the financial institutions had the high- 
est percentage of (80.8 pe 
cent) completed through the DDD sys- 
tem, while the steel manufacturers and 
fabricators had the (40.7 pe 
The range for the individual 
users was from 8.6 to 95.5 per cent. 

It is that if 
were whereby the 
making the call 
fied in 


users. 


messages 


lowest 
cent). 


believed method 


PBX 


could be 


some 
devised sta- 
tion identi- 


order for the company to 


John Aigler (left) and W. O. Pinyerd, 
both of Bellevue, O. 


properly allocate the cost of their tele- 
phone service to thei 
and if the 
son-to-person 


various depart- 
ments, handling of per- 
through the DDD 
system, as mentioned in the September 
Re aders Dige st 
Direct Distance Dialing by PBX users 
will be 

The 


many 


calls 
, is successful, the use of 


greatly increased. 


analysis brought attention to 
will 
take time to call your attention to only 
one of them. There were 70 messages 
for the YMCA of which six, or 8.6 per 


cent, were 


rect 


interesting comparisons. I 


completed through the Di- 


Distance Dialing system. During 
this same period, however, there were 
only 24 messages for the YWCA of 
16, or were com- 


Now, 


who is 


which 66.7 per cent, 
pleted through the DDD system. 
talks the 


more ready to accept new methods and 


then, who most and 


ideas, men or women? 


Traffic Increase? 
question of 


One 
to toll 


paramount interest 
yperating and management per- 
sonnel is, “What increase, if any, will 
traffic with the 


Direct Dial- 


there be in our toll 
of a 
ing system?” 
This is a difficult question to 
answer as DDD attempts and toll board 
offered calls cannot 


installation Distance 


most 


be added together 


Left to right: 
Harold Thompson 
of Clear Lake, la.; 
E. G. Carlson of 
Creston, la., and 
Leith Johnson of 


Northlake, Hl. 


for comparison 
vious 


with records of 
periods. We did, 
tempt to obtain a measurement in War- 
ren by using message data. 

The messages for 
of the months of January, 
and March over the corresponding 
month of the year for the 
years 1953 through 1956 was 6 per cent. 


pre- 
however, at- 


increase in each 


February 

previous 

However, the increase in January, Feb- 
’ } 


ruary March of 1957 
corresponding months of 1956 was 10, 


and over the 
10.5, and 8.5 per cent, respectively, or 
per cent. It 
reasonable, therefore, to assume 
that an 
cent 


an average increase of 9.7 
seems 
increase of from 3.5 to 4 per 
was 


obtained by the installation 


of the Direct Distance Dialing system. 


Major Considerations 
I would like to outline briefly some 
additional which I 
affect operation 
ing but 


items believe not 
traffic 
influence to a great extent the 


Direct Dis- 


only and sav- 


customer’s acceptance of 


tance Dialing. 


(1) Adequate Trunk Provision. <Ac- 
cess trunks to the Direct Distance Dial- 
ing system should be provided on the 
basis of the 


customer encountering a 


trunk condition not 


busy more 


than 
once in each one hundred attempts. 
Trunks in 
trunks in 
have access to a final group, should also 
be provided on the basis of the 
tomer encountering a busy trunk condi- 
three 


final 
those 


groups, as well as 


groups which do not 
cus- 
tion in not than 
in each 100 attempts. 


more 


attempts 


Operator 
vided to 


trunks or the 
connect the 
operator, for the 


trunks 
customer to an 


pro- 


recording of the 
calling customer’s telephone number in 
the DDD system, should be provided on 
trunk 
answering by 


a “no delay” basis and each 


should be arranged fo 


any DDD operator. 


(2) Adequate DDD Equ pment. All 


directing, storing, and record- 


ing units should be provided on 


timing 
prac- 
tically a “no delay” basis. They should 
not only be adequate to care for the 
normal 
there margin to 
care for unusual peak periods without 
unduly delaying the customer. 


day-to-day fluctuations, but 


should be sufficient 


(3) Adequate Positions. 
Where identification of the 


calling customer is used, adequate posi- 


Operator 
operator 
well as 


tions, as adequate 


trunks, should be provided. 


operator 
A sufficient 
should be 
provided to enable the force to be in- 


number of these positions 
creased to meet any load condition and 


still maintain a prompt answer. 


Where special positions, on a sepa- 
rate line of switchboard, are provided 
for this purpose, there 

(Please 


may be some 


turn to page 


158) 
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PENTA TREATMENT! 


It’s Cleaner, Protects Better 


And Costs No More - 


Take your pick of three important reasons why you should 
preserve wood with PENTA treatment! Any one of them 
should cinch the matter. 


1. Costs no more — Service records show PENTA treat- 
ment gives poles, cross ties and other lumber for exposed 
structure extra long life. Yet PENTA treatment costs no 
more than ordinary preservatives. 


2. Won’t leach out — Because PENTA is an oil-borne 
rather than water-soluble preservative, it doesn’t leach out, 
leaving wood vulnerable to rot and termites. 


3. Clean to handle — Construction and maintenance 
supervisors know that workmen handle clean wood faster, 
more efficiently — and with fewer kicks! 

Reichhold is a major supplier of PENTA to the wood 
industry and to wood users. If you haven’t done so yet, 
investigate this modern method of protecting your lumber 

Creative Chemistry . re nena po a name of your nearest Reichhold 


Your Partner ox 
i" i = REICHHOLD 


Synthetic Resins « Chemical Colors « Industrial Adhesives * Phenol 
Hydrochloric Acid « Formaldehyde « Glycerine « Phthalic Anhydride 
Maleic Anhydride * Sebacic Acid « Ortho-Phenylphenol « Sodium Sulfite 
Pentaerythritol « Pentachlorophenol « Sodium Pentachlorophenol 
Sulfuric Acid « Methanol 


REICHHOLD CHEMICALS, INC., 
RCI BUILDING, WHITE PLAINS, N.Y. 
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Utility Anti-Strike Law 
Upheld by Mo. High Court 
The Missouri Supreme Court during 
the week of Sept. 29 ruled constitu 
tional all the provisions of the Missouri 
utility Anti-strike 
been questioned by 


public Law which 
had three 
in an appeal of an injunction (TELEPH- 
ONY, Feb. 15, 1958). 

Known as the 
the law 


operation of 


unions 


Act, 
and 


King-Thompson 
state 
vital 


permits seizure 


any publie utility 


when a work threatened. 
lock- 
penalized by fines 
under the act and workers jeopardize 
their job if they refuse to 
continue work during a period of state 
seizure. 

Three 
gaged in a strike against the Laclede 
Gas Co. of St. Louis, appealed an orde 
by Circuit Ivan Holt Jr. 
granting the state an injunction against 
the unions. 


stoppage 1s 
Those responsible for a strike 01 
out may be heavy 


seniority 


labor unions, which had en- 


Lee 


Judge 


The strike started on July 1, 1956, 
following which the company was seized 
by former Governor Donnelly for op 
by the state. The 
return to work 


eration 
fused to 
brought 


unions re 
and the state 
suit against them to enjoin 


work 


The injunction was granted 


them from participating in a 
stoppage. 
July 13, 1956 and the unions returned 
to work the next day. 

This 


preme Court 


decision of the Missouri Su- 
is the first time the con- 
stitutionality of the entire act has been 
decided. 

Morris J. 
unions, had argued that the law should 
be declared invalid because it conflicted 
with the National Labor Relations Act 
and the Taft-Hartley Act. He 
data the fact 
utility anti-strike 
invalided by the U. S. 
Court. 


Levin, representing the 


gave 
that a 
had 


Supreme 


as supporting 
Wisconsin law 


been 
The Missouri Supreme court said: 


“The dominant purpose of the King- 
Thompson Act is the protection of the 
health and welfare of the people when 
threatened by the interruption of serv- 
ices of utilities operating under gov- 
ernmental franchise or permit... . It 
is an exercise of the police powers of 


114 


Courts and Commissions 


the state. . This is consistent with 
the policy of the (federal) Labor Man- 
agement Relations Act.” 


The court 
utilities 


that 


considered 


went on to say since 


cannot be wholly 
separate from their employes, Missouri 
Public 


nizes 


Service 


this 


Commission law recog- 


and imposes penalties on 


employes as well as on utilities for 
their wrongful acts. 


“The 


powel 


exercise of the state police 
is superseded only where repug- 
conflict with a federal act 


is so direct and positive that the two 


nance or 


acts cannot be reconciled,” the court 


ruled. 

In setting aside the Wisconsin act as 
a precedent, the court maintained that 
the statutes involved are substantially 
different. The 
for compulsory 


Wisconsin act provided 
Mis- 
The Wisconsin act 
provided for a strikes. The 
Act render a strike 
unlawful until determined by the gov- 
ernor that public interest is threatened. 


arbitration; the 


souri act does not. 
ban on 


Missouri does not 


The court refrained from expressing 
an opinion on the constitutionality of 
the act’s provisions for loss of seniority 
It said that no 
determination 


and monetary penalties. 


had been made for 


of this. 


case 


On the point that the act contravenes 
the right to strike, the court ruled the 
law does not abolish this right but only 
subordinates it to the public interest 
which is the right 


state’s under its 


police powers. 
The 


act’s 


had 


provision fo. 


that the 
seizure is an un- 


unions contended 


lawful delegation of legislative power. 

“The 
regard 
cally,” the court 
that the 


the purpose in an act with detail being 
left to the executive. 


this 
specifi- 


deficiencies of this act in 


are not pointed out 
said. It 


legislature describes 


went on to 
indicate 


One provision in the act reads that: 


“It shall be unlawful for any person, 
employe, or representative as defined in 
this chapter to call, incite, support or 
participate in any strike or concerted 
refusal to work for any utility or for 
the state after any plant, equipment 
or facility has been taken over by the 
state under this chapter, as means of 


enforcing any demands against the util 
ity or against the state.” 


The 


sion iS SO 


unions this 


ndefinite 


claimed that provi 
that 


speech, 


vague and 


it violates the rights of free 


peaceable due 


othe. 


assembly, process, and 


constitutional guarantees. 


The court said 


think 


Vague ol in- 


that it did not 
the language is fatally 
definite and that it 
understood. 
As fo! 


speech 


could be commonly 


denying the right of free 


and peaceable assembly, the 


cited a decision of 
Court of New Jersey 


such 


court the Supreme 
that 


justifiable 


which said 
restraints are 
only ‘to prevent and immediate 
which the 


protect’ 


grave 
dange} to interests 
lawfully 


restraints must 


states 


may and any such 


be reasonable.” 
The court then said that 
(the three 
any interference with assembly or free- 
of speech or that picketing had 
forbidden. Picketing, the court 
said, is not an unqualified right, but is 


the defend- 


ants unions) did not 


show 
dom 


been 


also subject to police power. 

As to the contention that this provi- 
sion denies utility employes equal rights 
under the law, the 
that it is within 
authority 


and opportunities 


court declared legis- 


lative deal 


with businesses connected with the pub- 


to classify and 


lic interest. 
As for the 
provision 


this 


service, 


that 


compulsory 


interpretation 
imposes 
the court found the unions’ interpreta- 
tion and 


strained unwarranted. 


Southern Bell Rate Plea 
Turned Down in Louisiana 
The Public Service Com- 
mission on Oct. 10 conceded Southern 
Bell & Telegraph Co. de- 


serves some increase In 


Louisiana 


Telephone 
ruled 
the company can’t have any raise be- 
cause it has behaved 
(TELEPHONY, Mar. 8). 


rates but 
“arbitrarily.” 


formal order which, in effect, 


throws out Southern Bell’s application 


In a 


for a 13-million-dollar increase in rates, 


said a $1,- 


918,707 raise would be “just and rea- 


the three-man commission 


sonable.” 


But it denied the application “in its 
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TE UNIVERSAL DIGIT ABSORBER 


FOR CONVERTING EXISTING SWITCHBOARDS 
INTO FULL 2-5 NUMBERING 


LOL ATIALS” 


I a; 


, ; Ee | 


H é gg saa: h 
Other UNIVERSAL Equipment: Pe = ye 


COMPUTER INTERCEPT 
Code-to-Selective RINGING CONVERTER niente einaiseinin deni we 
TRUNK DIGIT REGISTER quires 17” on a 19” relay 


rack. Capacity 12 units. 


(itd DIRECT DISTANCE DIALING 
$a 


@e0% REQUIRES A 2-5 CODE 


Few dial switchboards of earlier design have provisions for adding 

digit absorbing features economically. The Universal Digit Absorber fills 

this need easily and at nominal cost. Installation requires very little time and 
does not interrupt service. 


The ever-increasing requirements of Extended Scope Dialing on a universal numbering 
arrangement are easily handled by the Universal Digit Absorber. The Digit Absorber is a 
factory assembled, fully-wired, applique unit that can be connected to any existing dial 
switchboard to pad in three digits of exchange code (ABX) or four digits in the case of a 
three digit dial board. 


There are two types of Universal Digit Absorbers, depending on the complexity of the 
exchange codes assigned: 
19-S unit will handle exchange codes, as illustrated by AB-X, where the “X” digit is 
not a duplicate of the “A” or “B” digit. 
19-L unit is required where the “X” digit is a repeat of either the “A” or “B” digit. 


In addition, Universal offers a Trunk Digit Register which can be applied to “Trunk on Line” 
dial boards where five or more digits are required to be delivered to a 3 or a 4 digit tributary 
exchange. This unit also affords added link hunting time and safeguards against partial 
digit registration. 


* Pat. Pend. 


SHHSSSSSSSSSSSSSSSSSSSHHSSESSHAEHESHSSSSESESOOSESSEOSSESSESHESESESHESEHSSESESSHESHSESSESEESESSESESESSHEHSSESSESEESESESESEE 


FOR FULL PARTICULARS 
PLEASE WRITE DIRECT TO 
UNIVERSAL 
OR CONSULT YOUR DISTRIBUTOR 
FOR DETAILS 


ot ee # 


SS aOR Cee TEA 


UNIVERSAL 


CONTROLS CORPORATION 


OFFICE AND PLANT — CARROLLTON, TEXAS 
MAIL ADDRESS-P. O. BOX 13122, DALLAS 20, TEXAS 


Telephones: Carrollton 3885 Dallas CH 7-3123 


SSSSSSSSSSSSSSSSESESSESSSESESSEESSEEES 


ON ORDERS DIRECT TO UNIVERSAL, BILLING WILL BE THRU YOUR PREFERRED DISTRIBUTOR. 
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P clamps are the most widely used method of attaching drop 
wire to buildings. Lest you may worry about a P clamp causing 
slipping of the insulation or jacket on Alphaduct Neoprene 
Jackered Drop Wire — read about this Alphaduct service test. 
This test is made daily. 

A sample of Alphadoct wire is inserted in a P clamp with 
12 imches Of the wire projecting from the top of the clamp. 
The bail of the clamp is then inserted in the upper jaws of a 


tensile testing machine, and the end of the wire is stripped free 
mete 


‘ 


jac and inserted in the other end of the 
machine. 
ino _ jaws of the machine are then gradually separated until 
_ the conductor breaks. The conductor must break before there 
ANY slipping of either the jacket or the insulation. 


Don't have any worries about a little old P clamp hurting 
ALPHADUCT drop wire. Try Alphaduct. It’s dated by a color 
coded thread so you can see for yourself how long it lasts, 
how much money it saves. 


ALPHADUCT wine ano caBLe COMPANY - NEW BRUNSWICK, W. J 


NATIONAL DISTRIBUTORS * AUTOMATIC ELECTRIC SALES CORP., NORTHLAKE, ILL. 
LEICH SALES CORPORATION, CHICAGO, ILLINOIS 

REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 


| 
| 
| 
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entirety” on the ground that the com- 
pany had supplied its Louisiana sub- 
scribers with “grossly inadequate serv- 
ice.” 

The company, the commission 
charged, has “arbitrarily curtailed a 
necessary expansion program in this 
state, thereby failing to perform its 
obligations as a public utility to such 
an extent as to require the commis- 
sion to deny to the company the in- 
crease to which it would otherwise be 
entitled.” 

The formal order left the way open 
for the company to apply for the 
$1,918,707 boost “at such time as it 
can offer satisfactory proof that it is 
rendering adequate service to its Lou- 
isiana subscribers.” 

Southern Bell’s cited basic reason 
for its application was that present 
earnings are not sufficient to permit 
borrowing money for badly needed ex- 
pansion in Louisiana. 

Company officials indicated they will 
appeal the decision immediately to 
Baton Rouge district court. Homer 
Bartee, Louisiana general manager, 
said, “The decision is a severe blow 
to Louisiana’s growth and development 
and to continuing telephone progress. 

- . We have no alternative but to 
appeal the commission’s decision to the 
courts.” 

Southern Bell asked for the increase 
in August 1957, following a commis- 
sion-ordered rate cut in 1956, which 
was sustained by the state supreme 
court. Under that court decision the 
company was forced to refund to sub- 
scribers nearly one million dollars. 

Returns since then, the company 
claimed, had shown a revenue cut 1.9 
million dollars deeper than the com- 
mission had caleulated—as the recent 
order tacitly admitted. 


Incorporation, Stock, 
Rate OK For Ala. Company 

The Alabama Public Service Com- 
mission on Sept. 30 approved the ap- 
plication of the Hopper Telephone Co., 
Altoona for incorporation. 

The company also was granted per- 
mission to issue $300,000 worth of com- 
mon stock. 

A new schedule of rates applicable 
to the new automatic system being in- 
stalled also was approved by the com- 
mission. 


Raise Hearing Set in W. Va. 

The West Virginia Public Service 
Commission set an Oct. 3 hearing date 
on the application of the Short Line 
Telephone Co., Pine Grove, to increase 
its rates by $16,179 annually. The 
raise would be effective for the com- 
pany’s Hundred, Littleton, Smithfield, 
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THERE’S AN ue 


& VW & a «, Ti C 7 6—8 and 10” 3—Way Anchors. 


6 and 8". 2—Way Anchors. 8— 10 


A | C Hw oO ed and 12” 4—Way Anchors. Use 


Eversticks — they are FIRST CHOICE 
FOR EVERY USE for maintenance work and new 


construction. 


6—8—10—12—16" Expanding Types . 
19 and 23° Cone Types The Everstick Anchor Co. 
All of certified malleable iron. Long life--rust resistant. FAIRFIELD, IOWA 
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Pine Grove, and Wadestown exchanges 
serving 1,833 subscribers. 


AT&T Lowers Rate Request 
For Teletypewriter Service 

American Telephone & Telegraph Co. 
on Oct. 16 asked the Federal Communi- 
cations Commission for permission to 
reduce its proposed increased charges 
on private line teletypewriter service 
(TELEPHONY, Oct. 4). 

The had asked to 
revenues from this service 26 per cent. 


company increase 
It now proposes to revise rate schedules 
to limit the increase to 22 per cent. The 
proposed would cut revenues 
from 11 million dollars to 942 millions. 
Western Union Telegraph Co. wants to 
reduce its rate raise to 23 per cent. 


change 


Approve Rate Increases 
For Two Minn. Companies 
The Railroad & Ware- 
house Commission on Oct. 6 approved 
the application of the Western Tele- 
phone Co., Springfield, for authority to 
raise rates. 
The Western 
$67,000 in 
Springfield 
current 


Minnesota 


company has 
plant acquiring 
property in 1952 and its 
rates give it a net income of 
$11,837, out of operating revenues of 
$92,672. This the company 
with a rate of return of 4.75 per cent 
on a rate $246,961. Under 
the rates, operating revenues in- 
crease to $98,755 with expenses rising 
to $83,959. This gives the company a 
net income of $14,796 providing it a 
5.99 per cent 

The Springfield exchange provides 
common battery service to 1,042 local 
and 438 

Old 


lows: 


invested 


the 


since 


provides 


basis of 
new 


rate of return. 


rural stations. 


and new net rates are as fol- 


Old 
One-party business .......$6.50 
Two-party business 5.75 
Multi-party rural business 4.30 
One-party residence : 
Two-party residence 
Four-party residence 
Multi-party rural residence 3. 


Ne uw 
$7.00 
6.25 
4.75 
3.60 
3.10 
2.60 
3.60 


! Also on Oct, 6, the ap- 
proved the application of the Blue 
Earth Valley Telephone Co., Blue 
Earth, for a rate raise. 

The 1952, in- 
creased its plant investment by $180,- 
000 
Guckeen 


commission 


company has, since 


planning to convert the 
Huntley 
operation In 


and is 
and exchanges to 
automatic about 
ber 1959. 

Under the old the company 
had operating of $290,360 
with total expenses of $272,420, giving 
it a net of $17,940. On the 


118 


Septem- 


rates, 
revenues 


income 


rate base of $685,966, this provided the 
company with a rate of return of 2.61 
per cent. 

With the new rates, operating reve- 
nues will increase to $345,474 with to- 
tal expenses of $311,196, providing the 
company a net income of $34,278. The 
company’s rate of return under these 
new rates will be 4.99 per cent. 

The company operates exchanges at 
Blue Earth, Wells, Guc- 
keen, and Huntley serving 5,015 com- 
pany-owned 902 


Winnebago, 


stations and switch- 


line stations. 
The company’s old and new rates are 


as follows: 


Blue 


more ; 


Earth, 
Manual 


Wells, Winnebago, El- 


Old New 
(Gross) (Net) 
...$3.25 $5.00 
3.00 4.50 


One-party business 
Two-party business 

Multi-party rural business 2.75 3.00 
One-party residence 2.25 3.00 
Two-party residence 50 
Three-party residence 25 
Four-party residence me ft 00 
Multi-party rural residence ‘ 50 


ww 


bo bo bo be 


New 
on conversion for 


rates to be effective 
the Guckeen 
Huntley exchanges are as follows: 
One-party business ............. $6.00 
Two-party business 

Multi-party rural business 

One-party residence 

Two-party residence 

Three-party residence 

Four-party residence 

Multi-party rural residence 


automatic 


and 


Manual rates will be effective after 
Oct. 31. The automatic rates will be- 


come effective after conversion. 


To Rehear N.C. Voiding 
Of Franchise Agreements 


The North Utilities Com- 
mission on Oct. 14 granted a petition 
for a rehearing of its Sept. 4 order 
which directed the Carolina Telephone 
& Telegraph Co., of Tarboro, to stop 
providing free service to municipalities 
in exchange for franchises, but 
that the matte? 
for the courts for a test 
Oct. 18). 

The Nov. 
be only on the free service ban and was 
petition of the city of 

although municipalities 
have such free 
service will be permitted to present evi- 


Carolina 


indi- 
is headed 
(TELEPHONY, 


cations are 


rehearing, set for 13, will 
granted 
Wilson, 
which 


upon 
other 
been receiving 
dence. Free service or reduced rates to 
parties other than municipalities also 
are involved. 


In its Sept. 4 order, granting Caro- 
lina T&T a rate increase of 1.5 million 
dollars, the ealled for a 


halt to its practice of giving free serv- 


commission 


ice to cities and charitable institutions. 
Last year, the company granted free 


service or reduced rates which would 
have netted it $41,873 and the commis- 
sion served notice on Carolina T&T and 
all other telephone companies that in 
the future, the revenue they would have 
received without free 
taken into account in figuring 
profits for rate-making purposes. 
the free 


municipalities drew protests from the 


will be 
thei 


service 


Elimination of service to 
municipalities involved and the city of 
Wilson filed a petition asking for a re- 
hearing on this 
that it 
and 


portion of the order, 


stating was “arbitrary, vague 
unsupported by any compe 
tent 


tion 


hearing ... or proper investiga- 
into the facts.” In its petition, 
the city of Wilson contended that such 
service is not free but is rendered “for 
a valuable consideration.” 

In granting the request for the re- 
hearing, the commission that 
testimony developed at the rehearing 
would be Wilson’s an- 
nounced plans to test the order in the 
courts. It that it would not 
back position, which 
holds that free service under the agree- 
ments 


noted 
necessary in 


indicated 
down in its 
violates the law because it dis- 
criminates against other customers and 
amounts to a franchise tax. 


O. Bell, Independents, Ask to 
Take Over Mutuals’ Service 

The Ohio Bell Telephone Co. on Oct. 
3 asked the Ohio Public Utilities Com- 
mission for permission to purchase the 
facilities of the New Riegel Mutual 
Telephone Co. and part of the Alvada 
Mutual Telephone Co. 

Asking to serve the rest of the Al- 
vada company’s territory were the 
Arcadia Mutual Telephone Co. and the 
Vanlue Mutual Telephone Co. 


Ask Sale OK in Wis. 
Public Commis- 
sion on Oct. 22 was to have heard the 
joint application of Prairie Farm, 
Ridgeland & Dallas Telephone Co., the 
Dallas Cooperative Telephone Co. and 
the Hillsdale Western Telephone Co. 
for authority to sell their properties to 
the Chibardun Telephone Cooperative, 
Inc. 


Three 


Wisconsin’s Service 


Schedule Mo. Rate Plea 

The Missouri Public Service Commis- 
sion on Oct. 10 set a hearing for Oct. 
application by the Mark 
Rural Telephone Co., Bethel, to 
increase rates. 


OK WL&T Raise in Kansas 

The Kansas Corporation Commission 
on Oct. 9 authorized Western Light & 
Telephone Co. Inc., Great Bend, to in- 
rates by $26,129 
to 2,612 subscribers in Kiowa, St. John, 


29 on an 
Twain 


crease its telephone 


(Please turn to page 162) 
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@ SMALL e COMPACT e RUGGED 
@ EASY MANEUVERABILITY 


SPECIFICATIONS 


Power — Model AENL Wisconsin engine. 
Shipping Weight — 750 Ibs. 
Frame — Rigidly Welded '%” steel plate. 
Tires — 4x8 Pneumatic, traction type. 
Digging Chain — Tough Roller Chain with easily detachable Cutters. 
Bearings — Roller Bearings with zerk fittings. 
Ball Bearings, permanently sealed. 
Trenching Width and Depth — 

3 inches wide up to 52 feet deep. 

4 inches wide up to 32 feet deep. 

6 inches wide up to 22 feet deep. 

(Obtained by different length booms and boom control). 

Self-Propelled — Drives on all four wheels while digging, rear wheels 
while in transport gear. 


Hydraulically Controlled Digging Boom 


The digging chain on Bus Brown 

Trenchers has been proven to be 

TRENCHING IS MORE PROFITABLE WITH THE the most economical digging 
BUS BROWN TRENCHER MODEL 346 WHICH OFFERS: Re ii ca 


are unequaled for performance 
More Economy and durability 
Maximum Efficiency at Minimum Cost 


One Man Operation Eliminates High Labor Costs Digging Chain remains stationary while ela’ 
More Speed machine is powered forward 
Standard on all Model 346 Machines 


Digging Speed and Maneuverability Leads to Faster Job Completion nothing extra to buy) 


Simplicity — Compact and Simple Design 
Eliminates High and Extensive Maintenance Costs 
Designed For Many Digging Jobs — 


Water Lines 

Gas Lines 

Underground Electrical Wire 

Lawn Irrigation 

Underground Telephone Cable 
Signal Cable 

Laying Out Limits For Excavations 


PATENTED 


Adjustable Auger leaves clean trench, 

depositing dirt in neat ridge on each side Another of the many unequaled features of this machine 

of trench for easier backfill. is the balancing on the two front wheels for easy steering 
while moving forward, loading etc 


MANUFACTURED BY 


BROWN MANUFACTURING CO., INC. 


WOODBINE, IOWA 
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INDEPENDENT TELEPHONY MARCHES ON 


Continued 


of you who read member letters 


-and I hope you all do because if you 


our 


don’t you are overlooking a lot of vital 
information— that 
partment not been 


know 
has inactive. In 
fact, we have suffered so much fall-out 
from the FCC, which is located directly 
across the street from our Washington 
headquarters, that you might 
have become 


our radio de- 


say we 
radioactive! 
this matter of adequate 
radio frequencies for our companies is 
no laughing matter, and I cannot over- 
emphasize the importance of it. You 
will recall that some months ago the 
FCC served notice that we are to lose 
frequencies in the 890-940 band which 
some of our companies have been using 
for point-to-point services instead of 
wire While we can still operate 
on these frequencies, we ultimately will 
have to give them up because the FCC 
says they are needed for national de- 
fense purposes. As of the present, ade- 
quate replacement frequencies have not 
been allocated by the FCC, but our as- 
sociation has been and is actively en- 
gaged in an attempt to solve this prob- 
lem. 

As most of you know, the FCC did 


Seriously, 


lines. 


from 


page 29 


establish a new service, effective Aug. 


1, known as Telephone Maintenance 


Radio Service. This is a great new 


application of radio for which we have 
been fighting for some time, giving the 
telephone industry radio frequencies it 
can use in its and 


construction main- 


tenance activities separate from those 


must furnish a 
When these 


granted, association 


on which it 
the public. 


were 


service to 
frequencies 
our was 
amazed at the number of inquiries re- 
garding them from many of the smaller 
companies. It is that 


companies are finding the use of mobile 


evident many 
radio in their operations to be of prac- 


tical and economical value. 
So you see we are actively looking 
out for the 


companies in 


interests of Independent 
the radio field. There is 
every hand that radio is 
te be one of the chief tools of the future 
as the telephone business tends to get 
off the land 
through the air waves. 


evidence on 


ground via lines and go 

Radio and toll compensation are but 
two of the areas in which our associa- 
tion itself. Our 
activities are too numerous to 


here, but the fact 


concerns additional 
detail 


is our organization 


S6A 


POSTPAY 


PAYSTATION 


CARRIER 


WRITE FOR DETAILS 


ASK FOR 


BULLETIN N2 9584 


is the national workshop, conducted on 
behalf of 
telephone 


thousands of 
both and 
small, that comprise an important seg- 
ment of the economy. The 
association is the mouthpiece of these 
companies in matters of common con- 


Independent 
companies, large 


American 


cern arising in various government de- 
partments in Washington, in the halls 
of Congress, and in relationships with 
the Bell System and other business en- 
That is why I say that no 
Independent telephone company can af- 
ford not to be actively affiliated with 
the United States Tele- 
phone Association. 


terprises. 


Independent 


Isolationism Dangerous 
These are times of revolutionary sci- 


entific developments, many of them 


bringing shattering economic 


and 
ciological changes; these are days of 


international 


sOo- 


tensions, when 


most na- 
tions are striving with often frustrat- 
ing efforts to establish working prin- 
ciples for a reasonable degree of world 
harmony. These lend em- 
phasis to the need for hanging together 
in the face of common perils. Isolation- 


situations 


ism for a single company or a single 
industry is dangerous. 

Whether we like it or shall 
continue to find ourselves targets of un- 


not, we 


fair political and economic attacks by 
the enemies of 
system. 


our private enterprise 
And, so, today, I feel that we 
demonstrable for a new 
unity, a new feeling of mutual relation- 
ship among those who have faith and 
confidence, as well as a financial stake, 
in the private enterprise system. If we 
tolerate each other’s differences of opin- 
ion, if we learn how better to get along 
with each other, if we adopt the right 
mutual attitude 
ophy, we 
great 


have a need 


and spiritual philos- 
regard the future as a 
adventure. Adventure has been 
defined as a state of mind—and spirit. 
It comes through faith and with com- 
plete faith there is no fear of what 
faces us—in life—or in death. 


will 


Faith, we are told, is the substance 
of things hoped for. With faith, it is 
as easy to reach for the moon as it is 
to reach for the top of the fence that 
hems us in—if with it a 
little ambition and imagination. Even 
a child can thrill to the promise: “Ask 
and it shall be given to you; seek, and 
ye shall find; knock, and it shall be 
opened unto you.” 


one mixes 


Must Work Together 
tecognizing that our industry is be- 
ing confronted with a new challenge in 
carrying out its traditional public serv- 
ice obligation, we will need to work 
with each other in meeting our prob- 
lems as we come into our common heri- 
tage. 
(Please turn to page 122 
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"K’ pay station products 


In addition to the standard 400 booth, B-N offers these proven products: 


INDOOR BOOTH Handsome, clean lines. Features automatic ventilating, cool light, swivel seat. 


® ALL GLASS BOOTH Harmonizes with surroundings. Avoids blocking views, merchandise. 
Strong — 4” tempered glass. 


® DIRECTORY STAND Newest, best, simplest. 10,000 page capacity. Protects books. 
Saves space. No binders. 


® BUILT-IN BOOTH SET Door and frame sets — single or multiple — for built-in installations. 
@ MULTIPLE BOOTH SET Easy-to-install connecting panels. No drilling necessary. 


@ CUSTOM DECORATOR BOOTHS Infinite ‘variety in combinations of porcelain enamel and 


in-glass laminates. 


@ DIRECTORY RACKS For in-booth use. Protects books, stays open at selected page. No binders. 
Write for detailed information and name 
of your nearest distributor... 


Benner-Nawman, Inc., 3421 Hollis Street 
Oakland 8, California 


booth is a busy booth! 


REINSTATED! 


@ Phonette and Symphonette 
Sheaffer with Regular 
Sheaffer Swivel Socket 


] Other Styles 
Also Available 


Write for Catalog 


3024 NORTH FULTON DRIVE, N.E. © BOX 11911 © ATLANTA 5, GA. 
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How 
gether? 
right in 


can we work more closely to- 
The right here— 
this Obviously, this is 
a role designed and made to order for 
the industry’s state and national trade 
Here, in the United 
States Independent Telephone Associa- 
tion, we have the 


answer is 
room. 
organizations. 


means and the 
chanics, if you please, for checking our 


me- 


progress, for propelling our movement 
forward, for protecting our common 
interests, and for jointly facing up to 
the job that lies ahead. 

To grasp the meaning of what our 
association can mean to us, you have 
only to observe the attendance at this 
convention 


which is 


ciation 


and consider the program 


before you. What your asso- 


has done in the past year can 
better in the future if 
we only realize the potential of this in- 
strument 
USITA. 

Consider what 
better legislation, 
better employe 


be done even 


within our hands, our own 


has been done 
better 


recruitment 


WE ARE ALL PART 


Continued 


well 
about public 


relations, 


out of the duties and responsibilities 
to be vested in it under the expected 
enactment. 

“We have advised Administrato. 
Wickard of our desire to be of service 
to him in the administration of the 
law and our willingness to give him the 
benefit of our experience in dealing 
with the problems he will inevitably 
face, particularly in the early stages 
of carrying out the terms of the legis- 
lation.” 


The administrator, Mr. Wickard at 
the time, accepted our offer of coopera- 
meeting held with 
him in his office in the Agriculture De- 
partment Building in Washington with- 
in a few days thereafter, participated 
in by USITA officers and representa- 
tives of our Small Company Committee. 

I have referred to this little bit of 
history in order to lay the ghost to 
some of the tales that have been spread 
by some people about the part which 
the USITA played in the enactment of 
federal legislation. That part was one 
that helped save the telephone industry 
from the beginning of public owner- 
ship; it saved the telephone subscriber 
from the possibility of having dupli- 
cated service in many communities and 
being compelled to pay two separate 
telephone bills; and it helped make the 
legislation as finally agreed to a much 
more workable plan in other important 
respects. 

I am going to do some straight talk- 
ing here. When it comes to telephone 
trade organizations, there is only one 
real one in the nation. It is the USITA 
which has behind it six decades of 


122 


tion, and a was 


what we have 
been able to develop by way of sound 
better 
cial, traffic, engineering and plant prac- 


policies. Consider well 


advice on accounting, commer- 
tices, and our help to the small compa- 
nies. 

This is the mood in which, I hope, 
you will appraise all these things un- 
folding before 
this is all good; but it 
could be even better, if we only realize 
the immensity of the job ahead and the 


your eyes and ears at 


convention. It 


benefits to be gained from active en- 
thusiastic participation in the work of 
this association. 
Never have we been better prepared 
for important service to our companies 
than now. Our Program of Work con- 
tains a large number of vital projects. 
With the help of all of you we can go 


forward to new achievements. 
I have confidence that we are going 
to do these things. 
And Lord 


keep you ’til we meet again! 


may the good bless and 


OF GREAT INDUSTRY 


from page 43 


service—a kind of service and a quality 
and quantity of service that have won 
for the organization the deserved thanks 
and gratitude of those who have been 
least the 
the few that have been willing to enjoy 


members, and at respect of 
a free ride without being members. Let 
me emphasize that in dealing with na- 
tional affairs, 
advantage whatever in divisiveness. 
Those providing service, I 
am confident, support the trade 
organization that, over the years, has 
delivered the bacon, that has provided 
a high quality of leadership, that has 
a full-time competent, trained, profes- 
sional staff, that has well-informed and 
helpful committees that serve as valu- 


there is no merit or 
telephone 
will 


reservoirs of information and ad- 
that has 
effective- 
ness on the legislative battle field and 
in toll compensation and other matters, 
and that has demonstrated that it not 
only has a capacity for real service, but 
actually renders that service and has 


able 


vice available upon call, 


numerous monuments to its 


been rendering it for many years. 
Based on official action taken by our 
board of directors on several occasions, 
the heart of the USITA is big enough 
to embrace any company, cooperative, 
or other telephone organization regard- 
less of its corporate or other identity, 
and regardless of whether it borrows 
from the REA, a local bank, individual 
investors, or an insurance company. 
The only qualification is that it must 
be a part of the Independent telephone 
industry, not affiliated with the Bell 
System. We have respect for our friends 


in the Bell System and have many 
business and friendly relationships with 
them, but under our by-laws they alone 
are not eligible for membership. Maybe 
I should add that the Bell System has 
never sought membership. I 
shares our view that it is far preferable 
that the Independent 
industry have its own association, with 


believe it 
segment of out 


however suitable mechanism for coop- 


branches of 


necessary in 


eration between the 


the industry 


two 
wherever 
order to assist in providing a national 
communications service to the American 
people. 


In my humble opinion, I stand second 
to none in a genuine respect and sym- 
pathetic regard for the welfare of our 
smaller companies. In 


I know 


my, perhaps, 


ineffective I have devoted 
deal of time and attention to 
their problems. I have not 
in doing all I set out to do, but I want 
that my loyalty to the 
cause of Independent telephony, as it 
has 
pered, continues in undiminished form. 
As a member of the USITA board of 
directors, I pledge the continuation of 
this loyalty. 


way 
a great 
succeeded 


to assure you 


been known and grown and pros- 


But, let me refer again to the deci- 
sion of the USITA REA 
borrowers, as declared by our manag- 
ing body. As far 


respecting 
back as 1952, ou) 
board of directors adopted a resolution 
putting its stamp of approval on REA 
loans for those Independent companies 
that have exhausted othe) 
capital, or that may find it necessary 


sources of 


or desirable in their own independent 
judgment to borrow from the govern- 
ment. The stated the 
directors believed that many of the ob- 
jectionable terms and conditions in the 
original REA loan documents had been 
eliminated and that these 
are now reasonable and just. 


same resolution 


documents 


I know something about those docu- 
While Mr. Wickard was still 
REA administrator, I worked long and 
hard in my office at Bellevue, O., and 
at repeated conferences with REA peo- 
ple in Washington, in 


ments. 


revising the 
loan 
A total of 28 changes, some of 


mortgage note and associated 
papers. 
them significant, were made in these 
documents, and they apply alike for the 
protection and benefit of all borrowers, 
whether they be commercial companies 
or cooperatives. The REA 
the of these changes and put 
upon them its stamp of approval. While 


not perfect—nothing is 


recognized 
merit 


perfect in a 
world in which there are human frail- 


ties—I believe these documents today 
are in some respects more liberal than 


many similar documents of private 
lending institutions. It is to these docu- 


ments that our board of directors six 


TELEPHONY 





TOWER CONSTRUCTION CO. 
converts your communication 
requirements into an operating 
system through their COMPLETE 
SERVICE that includes: 


—Custom engineering to fit your 
specifications 
—Erection of towers and antennas 


—Preparation of the site; 
Construction of roads and 
buildings 

—Installation of power services, 
including engine generator sets, 
and installation of communica- 
tions electronic equipment 


From ‘‘on-the-board" to‘‘on-the-air,”’ 
one order. . . one responsibility! 


TOWER CONSTRUCTION CO. IS ON THE JOB! 


Proof that TOWER delivers on the toughest jobs can be 
seen in these recently completed installations: 


GENERAL TELEPHONE of the NORTHWEST (mountain site) 
CALIFORNIA INTERSTATE TELEPHONE (mountain site) 


SOUTHWESTERN STATES TELEPHONE OF TEXAS 
(prairie on solid rock) 


INTER-COUNTY TELEPHONE, FLORIDA (high water table) 


mt 
ot, 
A A 


CONSTRUCTION CO. J MAIL COUPON FOR FREE 92-PAGE BOOK 


2715 HAWKEYE DRIVE on Microwave Towers—Reflectors—Buildings—Special Towers 


<ipee 1 ~TOWER CONSTRUCTION CO. 
SIOUX CITY, IOWA db | 2715 Hawkeye Drive, SIOUX CITY, IOWA 
Tower Erectors ae ‘| 
and Fabricators man | z 
the World Over! co. ie Address 
ser Mie pei GR ens ecduientnscdeseticeesrssovereieiecues State 
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years ago addressed itself in the fav- 
orable terms I have described. 

There is another aspect to the REA 
telephone program. It is en- 
abling small Independent 
companies to 
their and continue in 
existence as important parts of their 
communities. 


lending 
many com- 
mercial improve and 
extend service 
It is helping other com- 
finance the acquisition of 
adjacent companies and become, with 
greater 


panies to 


combined resources, more self- 


sustaining and better able to employ 
competent personnel with resulting im- 
proved managerial, 


talent 


supervisory and 
rende1 


service to the telephone using public. 


technical available to 
3ut, it is helping to do even more than 
this. It is also preserving many Inde- 
pendent companies as essential parts of 
the Independent industry. And in doing 
this, it is tending to assure the preser- 
vation of Independent telephone manu- 
facturers healthy competition 
among them. This, too, is in the public 
interest. 


and 


There are a number of problems that 
are peculiar to REA borrowers. It was 
recognition of this fact that caused ou 
board of directors to bring into being 
an REA 


caused the 


Borrowers and 
this, the 


first, borrowers conference in conjunc- 


Committee, 
also holding of 
tion with and as a part of our national 
convention. 


You know what these problems are 


better than I. One, I know, 


involves 


the question of mandatory competitive 
bidding on equipment purchases, a mat- 
ter that has been on the agenda of the 
REA Advisory Committee for at least 
the last two years. 
that 


My own views on 
known. At least I 
have given expression to them. Other 
subjects include the REA minimum ac- 
counting requirements, the amount of 
accounting, engineering and other as- 
sistance that borrowers feel they may 
have a right to look for from the REA 
headquarters or its field staff. Still 
another is the red tape that seems to be 
an inevitable part of any large govern- 
mental establishment, however good the 
intentions of those in ultimate author- 
ity may be. And there are still other 
problems, but I shall undertake to go 
into only one other. 


subject are 


There are two “splinter” trade asso- 
ciation groups which seek support of 
their organizations on the ground that 
they are necessary to protect the 2 per 
cent rate of interest on REA loans. 
Everyone in this room knows that the 
present average cost to the government 
of borrowed money is higher than that 
by more than 50 per cent. This is a 
fact of public knowledge. It is also a 
fact that the United 
in its composite judgment decided that 
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States Congress 


it was in the over-all best interest of 
this country to subsidize partially the 
provision of telephone service in cer- 
tain areas. A little more than a decade 
ago the Social 
Security Laws that are now a part of 
our economy. When enacted these laws 
were condemned as being socialistic, but 
they are now accepted as a part of the 
government’s program in the interest of 
the over-all good. 


Congress also enacted 


Congress fixed the present 2 per cent 
interest rate in the REA act. I can 
little if any likelihood that 
legislation detrimental to the interests 
of the farmers of this country will be 
enacted. 


envision 


Congress is not under con- 
certed attack on this issue, and, speak- 
ing as only one individual director of 
our national 


association, I foresee no 


occasion for taking any position on this 
matter. It is a matter for congressional 
determination, and only Congress can 
change it. 

If the subject ever became a live and 
active one, it 
managing 


would be time for 
body to decide 
tion, if any, should be taken by the 
USITA. But in the political climate 
likely to exist for some time to come, I 
don’t look to see the 


our 
what ac- 


subject become 
active. 

At such a conference as this, and in 
the favorable atmosphere provided by 
the USITA convention, most of the 
that peculiar to REA 
borrowers can be made the subject of 


problems are 
discussion. There is an old saying that 
in the open forum of debate, the truth 
rises to the top. 


BROADER SERVICE HORIZONS 


Concluded from page 79 


ing and 
leads. 


delivering 
Such an 


information on 8 
arrangement 1s 
study and is 


also 
under 


FOOS 


referred to as a 
(Four-Out-Of-Sixteen) system. 

I can not give you a precise estimate 
of the cost of the proposed TOOT sub- 
set. However, the designers are shoot- 


ing for a cost which will 


permit a 
sending (outlying) station to be rented 
for under $5.00 a The 


more 


month. 
include 


receiv- 


ing terminal will 


com- 


ponents than the 


subset and 
is expected to cost about five times as 
much. However, this balance of costs 
(between sending and receiving points) 
is admirably suited to “data gather- 
ing” systems where there are a large 
number of sending points feeding in- 
formation 


sending 


into a central data process- 


ing center. 


Customer contacts in connection with 
Dataphone trials have indicated a con- 
siderable need for this kind of a 
tem—one in which the sending station 
is very inexpensive. It appears that 
considerable complexity can be afforded 
at the central location because one unit 
there will serve many outlying points. 

The provision of 
cost data transmission arrangements 
(in the $5.00 per month class) will 
open up a whole new field. I have seen 
development models of card-reading de- 
vices and 10-button keyboard devices 
which are comparably low-cost. Much 
of the ordering, status reporting, pro- 
duction recording and similar trans- 
missions which are now by voice will 
be man-to-machine in the future. 


sys- 


very simple low- 


Customers and business machine peo- 
also indicated the 
a subset which is somewhat more so- 
phisticated than the present digital 
subset—one having a higher bit rate 
capability. This would be used between 


ple have need for 


locations where very large volumes of 
data are to be transmitted. Work is 
continuing in the Bell Laboratories on 


the exploratory development of such 
with the objective of obtain- 


improved error performance 


a subset 
ing both 
and increased transmission speeds. It 
is probable that some of the Independ- 
ent manufacturers and Independent 
laboratories will contribute towards 
the solution of these problems just as 
they have done in 


the past. 


SO many instances 1n 


The 


recall 


Future 


You will that at the 
I spoke of how a large industry can 
not “level off’’, how it 
or it goes down. I 
how, if one upward, 
there is still the opportunity to grow 
outward—to expand the usage of basic 
facilities. 


outset 


either goes up 
further spoke of 


can not grow 


Lest I be misunderstood by 
someone who might that tele- 
phone interest in data 
transmission is solely for the purpose 
of continued growth, let me hasten to 
add that I am firmly convinced that 
data transmission 


assume 
companies’ 


is something which 
telephone companies could not escape 
even if they wished to. 

I do not 
possible for us to prevent our custom- 
ers from transmitting data over our 
plant. Therefore, I think the problem 
which faces the telephone industry is 
not whether we are to transmit data, 
but how we are to transmit data. May 
I suggest that the Dataphone concept 
under which telephone companies pro- 


believe it would even be 


vide only a subset—performing a nec- 
essary and useful function, as well as 
protecting the other users of our serv- 
ice—is a most attractive approach. We 
are just beginning to “scratch the sur- 
of finding to handle the 
expanding transmission 
that will inevitably accompany 
the growth of office automation. 
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"rhe Strand with 
"Three Separate 


Coating Weights 


~ 
coating oe , 
coating: 
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To meet the full range of field conditions, Bethlehem offers strand 
with three separate coating weights — A, B, and C. Coating A, the 
lightest, is equal to extra-galvanized. Coating B is twice as heavy. 
C, which offers the greatest protection of all, is a triple-weight coat- 
ing. Thus you can get exactly the right “armor” for each individual 
installation. 

The coatings are made of dependable zinc, which guards the steel 
wires from corrosion. Whichever weight you choose, the coating will 
be uniform and ductile, and tightly bonded to the steel. 


BETHLEHEM STEEL CoMPANY, BETHLEHEM, PA. On the Pacific Coast Bethlehem products 
are sold by Bethlehem Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Cut yourself in on 


with LENKURT Carrier for microwave 


...direct interconnection 


Typical Lenkurt 45-Class Basegroup 
Channel Bank provides channelizing and grouping 
equipment for 12 voice channels, yet occupies only 22% 
inches of vertical rack space. Type 45C Carrier provides 
for economical expansion in 4-channel groups by the 
simple addition of interchangeable plug-in units. 


Lenkurt Basegroup Transfer-Converter 
permits transfer of 12-channel groups between Lenkurt 
45-Class systems and Western Electric J, K, L, or CCITT 
conforming systems. It eliminates expense of extra chan- 
nelizing equipment—permits different carrier systems 
to be connected in tandem without demodulating the 
individual carrier channels to voice frequency. 
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Toll business is growing at an almost incredible rate — 
but nothing like what can be expected as nationwide toll 
dialing is achieved. Are you preparing to get your full 
share of these mounting toll dollars? 


If not, we suggest it’s time to get started. Let Automatic 
Electric engineers help you develop your toll circuits 
with universally accepted Lenkurt Carrier and Micro- 
wave equipment. 


Universal 45-Class Carrier 


Lenkurt Carrier is the simplest, fastest, most economical 
way to add new circuits. Lenkurt’s famous 45-class 
Carrier systems—for open wire, cable and microwave— 
offer the unique advantage of direct interconnection at 
carrier frequencies. Thus, your entire carrier network 
can be completely coordinated! No need for expensive 
back-to-back equipment to convert carrier to voice fre- 
quencies, and then back to carrier. Maintenance is 
simpler — distortion reduced — performance improved. 
Think what it means in savings to you! 


New Lenkurt Microtel Type 74A 
Lenkurt’s new Type 74A Microtel for the 6000 mc band 


is the latest, most advanced microwave equipment on 
the market. Utilizing miniaturized plug-in components 
similar to those in Lenkurt 45-class Carrier equipment, 
it offers extreme flexibility—meets expansion needs from 
as few as four channels to high-density intercity systems. 


Automatic Electric offers you Lenkurt Carrier and 
Microtel in a complete package—engineered, furnished 
and installed. If you want, we'll do the surveying—erect 
microwave towers — take complete responsibility for a 
“turn-key” installation, including on-the-job and factory 
training of your people. May we send you more 
information? 
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toll revenues! 


==) open wire or cable “|| 


at carrier frequencies! 


Rigid Quality Control—Three of more than 150 quality 
control stations at the Lenkurt Factory. These stations perform 
a 100% inspection of master oscillator units, regulators and 
power supplies for 45-Class Carrier systems. Highest stand- 
ards of precision manufacture and inspection at every step 
mean lowest costs over the years. 


Automatic Electric Sales Corporation 
Northlake, Illinois 


I would like more information on Lenkurt Carrier 
Microtel (~~ Please have your representative call J 


NAME 


Lenkurt Microtel Type 74A takes less floor space— 
requires smaller antennas—uses fewer tubes—consumes less 
power! A single terminal can accommodate 4 to 240 channels; ADDRESS 
system can be expanded to 960 voice channels, plus 64 super- 

visory, remote-control or telemetering channels, without 

additional antenna equipment. 


COMPANY .. 


AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 
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ENGINEERING—A NECESSARY EVIL? 


Continued from page 64 


ignored by some companies’ manage- 
ment. It is this phase of the engineer’s 
task, incidentally, with which the 
USITA course at Michigan State Uni- 
versity has been concerned in an effort 
to create an awareness of and an abil- 
ity to cope with such aspects of the 
engineering job. 

In the engineering department of the 
larger operating companies, this engi- 
neering responsibility rests in the plant 
extension section. Because it is so im- 
portant that we all be aware of the 
plant extension functions, even though 
in a small companv the general man- 
ager may have to cover them “in his 
spare time,” let’s look at them in a 
little more detail. The plant exten- 
sion functions are three major ones, 
as follows: 


(1) A long-range planning function 
exists to keep abreast of new develop- 
ments in the telephone art and the ap- 
plication of these developments, which 
offer improvements in service and fur- 
ther economy of operation. 

Long-range studies must be con- 
ducted to determine the best methods 
for the orderly and economical exten- 
sion of plant. Studies include such 


items as fundamental local exchange 
plans, fundamental toll centering ar- 
rangements, and general conduit plans, 
where such are applicable. 

Economic selection studies of alter- 
native plans are undertaken to deter- 
mine the most desirable means for the 
construction of large items of plant, 
such as buildings, central office equip- 
ment, major cables and conduit. Es- 
sential study data are assembled from 
the operating departments, such as 
traffic and commercial, and from the 
engineering department sources to as- 
sure proper consideration of all views 
and coordination of all requirements. 

These long-range plans are concerned 
with the general trends rather than 
with daily crises. The engineers doing 
this work try dispassionately to deter- 
mine the exact nature of the future 
telephone systems, to find the relation- 
ship of the separate items, to foresee 
problems and formulate plans on a 
long-term basis; in general, to bring 
the picture into proper perspective. 

This planning is not in the nature of 
pre-engineering the details; rather it is 
making an orderly arrangement of the 
necessary major steps to accomplish 
some clearly understood objective. Steps 
are major in the sense that they are 
costly or complex and require extensive 
coordination and planning. Such plan- 
ning should be early enough in time and 
specific enough in term to be effective 


as a guide, and broad enough to permit 
intelligent application. 


(2) Another function of plant ex- 
tension work is that of developing cur- 
rent plans to indicate the way in which 
scheduled plant additions and _ re-ar- 
rangements shall be made, so that the 
fundamental plan will be reached in 
the most desirable and economical man- 
ner. By coordinating the short-term 
plans with the studied results of the 
long-term plans, we are able to make 
the right decisions and avoid, under 
the pressures of immediate conditions, 
the expedient that may be the easy 
way, but not the best solution to a prob- 
lem. Expediency may look like a big 
strong fellow when you call on him 
today, but you’ll find that he is a weak- 
ling when you try to lean on him to- 
morrow. When long-range planning 
dominates your decisions today, tomor- 
row’s decisions will take care of them- 
selves. 


(3) Finally, there is the construc- 
tion budget responsibility. While this 
responsibility may be less formally in 
existence in the smaller companies, it 
nevertheless must exist. The construc- 
tion program together with its periodic 
revisions is prepared by correlation of 
estimates submitted by the engineers 
charged with a specific responsibility. 


Plant Extension work includes the 
maintenance of schedules and analyses 
required for supervision of the con- 
struction program. Current specific or- 
ders prepared for authorization of 


projects are reviewed to assure coordi- 
nation with the construction program 
and with general plans previously de- 
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termined. Special studies are made of 
the effect of the construction program 
on plant investment in operations. 


And, by way of summary, let’s an- 
swer our quizzical title, “Yes and no.” 
Yes, the telephone engineer’s job be- 
comes increasingly necessary as fixed 
plant investment more and more re- 
places the high expense of manual op- 
eration. Thus, the expense of labor 
which may be varied in accordance with 
the business cycle is, to an ever-increas- 
ing extent, replaced by the fixed charges 
of the labor-saving plant investment. 
No, engineering is not an evil, because 
good engineering doesn’t cost; it pays. 


REDUCING HIGHWAY COSTS 


Continued from page 71 


to effectively accomplish a job on the 
part of the utility and the state alike 
is possible. 

This discussion was entitled ‘“Reduc- 
ing Federal Highway Plant Relocation 
Costs.” I have deliberately said nothing 
about the controversial question of re- 
imbursement for federal highway re- 
locations. My purpose has been accom- 
plished if you now go home with one 
single idea—to save money by develop- 
ing the best possible liaison between 
your company and the governmental 
bureaus responsible for the federal 
highway program in your community. 

Telephone people are rugged individ- 
ualists. Our operations have frequently 
been brought up by the efforts of one 
man or one family. Our rugged, indi- 
vidualistic, owner-operator frequently 
operates without the benefit of the 
specialty personnel such as right of 
way agents or outside plant cost ac- 
countants. All of this information must 
be carried under our hats. 

I know one such man who operates 
a telephone company with 80 miles of 
pole line in the Sierra-Nevada Moun- 
tains of California. He can tell you 
how many woodpecker holes there are 
on the top of the 39th pole out from 
the central office and he can tell you 
what size pipe was used in the under- 
ground crossing at Five Corners out 
on the state highway. It is even true 
that despite the fact that the under- 
ground dip has been present beneath 
the state highway for the past 15 years 
it is not recorded in any files other than 
the memory of our utility manager. And 
it is probable that our utility manager 
considers that he has plenty to do with- 
out going to the state capitol or even 
the county seat to discover what plans 
there may be for highway relocation 
two or three years from now in his 
community. 

We have news for the telephone man. 
He must face the new facts—if he is 
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PARALLEL 
© DISTRIBUTION 7 
WIRE 


_ \.. ECONOMICAL TO 
TS, INSTALL... . 


A minimum of labor is involved in installing WB 
Parallel Distribution Wire. It is ideally suited 
for long span construction. The high molecular 
weight polyethylene jacket is unaffected by 
adverse atmospheric conditions and also 
protects against transmission interference 
caused by tree branches, kite strings and other 
foreign objects falling across open wires. 


WB Parallel Distribution Wire is made to the 
same high standards of quality that have 
maintained Whitney Blake leadership in the 
Independent Telephone Industry. 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 





going to reduce his costs of highway 
relocation he must dial “information” 
and find out what is going on. If he 
not have the time to become in- 
quisitive, then his state telephone asso- 


does 


ciation secretary must assume the job. 
Somebody has to be “in the know.” Let 
us go home from Chicago and find out 
what’s going on in our own communities 
in regard to highway relocation. 


REGULATION AND ACCOUNTING 


Continued from 


correlation of regulated accounting to 
the functions of regulation — particu- 
larly to the functions of regulation 
which have a bearing on the financial 
affairs of public utilities. 

In California, in the matter of se- 
curity issues, for example, if we pause 
te consider, we can easily evaluate the 
advantage of regulated or uniform ac- 
counting as a faculty for expediting 
regulatory audit, and consequently for 
expediting the regulatory decision on 
an application for authorization to is- 
sue securities. 

In California, the account form and 
content requirements for such capital 
accounts as capital stock, capital stock 
expense, capital stock discount, and 
capital stock premium, for bonds, bond 
issuance and discount expense, and 
bond premiums, to name a few, are re- 
quired of public utilities in greater 
elaboration than are the demands of the 
California corporation code, for ex- 
ample, upon the non-utility corpora- 
tions. This elaboration of detail in the 
instance of recorded entry, obviating to 
some degree and necessity for analysis, 
certainly affords economy of time re- 
quired for audit. 

Again, uniformity of other balance 
sheet asset and liability accounts, and 
of the income statement accounts, af- 
fords readier determination of financial 
ratios, the relationship of revenues to 
investment, and other financial yard- 
sticks with which you are familiar, and 
of periodic and intra-industry compari- 
sons of these data. 

Every one here, of course, is familiar 
with the major problem of rate adjust- 
ment, which confronted regula- 
tory body or office as well as every pub- 
lic utility for the past 10 or 
This has extreme con- 
cern in California where the effects of 


every 


12 years. 


problem been 


inflation have been compounded by ex- 
traordinary growths of population. 


It is not difficult to evaluate the vir- 
tues of regulated accounting as an im- 
portant aid to the requisite commission 
staff activities. The staff must prepare 
operational and investment studies, fon 
presentation in these rate cases, which 
set forth not only the facts contained 
in the applicant’s records, but also con- 
tain estimates of plant investment and 
operations based upon these recorded 
facts and projected into the future. If 
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page 50 


prescribed accounting was not in force, 
And, 
rate proceedings, as in the 


the task would be much greater. 
again, in 
instance of security issues, comparisons 
within an industry, if need be, are af- 
forded by account standardization. 

It is needless to indulge in conjec- 
ture as to what additional delays might 
-what the rate hearing backlog 
might be—by reason of lack of regu- 
lated accounts. As an example, I have 
in mind the case of a utility, different 
in character from telephone, operating 
individually in districts in 
California, with capitali- 
zation and management, which is now 
in the motions of processing its 50th 
rate application since 1946. 


arise 


some 20 
centralized 


In back of rate regulation, of course, 
is the factor of rate base. We are all 
familiar with the historical develop- 
ment of pricing methods in this field 
of contention—with the theories of 
reproduction of current market 
value, and of original cost when first 
dedicated to public use. 

Regardless of the pricing methods 
of the day, regulated account classifica- 
tion affords orderly access to the vari- 
ous categories of plant; accelerating 
not only the study of the constituency 
of plant accounts, but also facilitating 
the determination of related deprecia- 
tion. 


cost, 


And, again, account standardiza- 
tion permits intra-industry comparison. 

Before concluding, let us turn our at- 
tention for a moment to the subject 
of operational studies. The contribu- 
which regulated or standardized 
accounts afford management for the 
purposes of promoting business, for 
controlling for efficiency 
studies, and for periodic and industry 
these 


tion 


expenses, 


comparisons of data, again is 


obvious. 
In summarizing the discussion to this 


point, I can all concede — 
members of the utility industry as well 
as regulatory 
that 


tributes importantly toward facility in 


believe we 
commission representa- 


tives- regulated accounting con- 


compliance with regulation as well as 
facility in the administration of regu- 
latory rules and laws, for the benefit 
of utility and hence, for 
the benefit of the public utilities. 


customers, 


I would like to conclude this presen- 
tation with a discussion of two account- 


ing problems which seem to _ have 


reached considerable importance in re- 
cent years, at least in California. The 


two problems are: 


(1) Amount to be 
overhead. 


(2) Dissemination of information 
relative to interpretations of instruc- 
tions contained in systems of accounts. 


capitalized as 


The first problem, or the amount to 
be capitalized as overhead, has become 
an item of major importance in Califor- 
nia in recent years, due to the abnormal 
amount of construction required to 
the for This is 
a problem with which many of the tele- 
phone companies are concerned and it 
results, in part at least, from the fact 
that the prescribed system of accounts 
appears to require the capitalization of 
a certain amount of 


meet demand service. 


administrative 
changes. 


In applying this instruction to their 
accounting practices, most telephone 
have adopted a procedure 
which, when applied in a year of ab- 
normal construction, causes operating 
expenses to be below what 
might be normal. If such 
a recorded year is used for rate-making 
purposes and no adjustment is made 
for the abnormal amount of overheads 
capitalized, a company could conceiv- 
ably be granted rates which would pro- 
duce inadequate revenues in a normal 
year. 


companies 


reduced 
considered 


To overcome this problem, it might 
be advisable for telephone companies 
to give consideration to the adoption 
of accounting procedures which would 
provide for the capitalization of only 
that portion of the administrative costs 
which might be 
mental 
tion. 


incre- 
costs associated with construc- 


considered as 


Under such a plan or procedure, 
operating expenses would contain the 
amount of administrative costs which 
might reasonably be expected to be in- 
curred from year to year on a normal 
basis without being unduly affected by 
the volume of construction in 


any one 


year. 

The second problem to which I have 
the dissemination of in- 

accounting interpreta- 
tions, is one which you in the telephone 
industry might help to solve. As you 
all realize, the printed instruction con- 
tained in the system of accounts can- 


referred, or 
formation on 


not possibly cover all contingencies, or 
supply an answer to all the questions 
which may arise, and as a result, vari- 
ous interpretations are given to the in- 
structions. 


We on the commission 
staff from time to time receive inquiries 


California 


and attempt to answer all questions on 
a consistent basis, but necessarily our 
answers must reflect 


our interpreta- 
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Leich answers this question with its 6B Break- 
down Transformer. It clears or helps you locate 
cable faults easily. It offers a series of voltages to 
meet your various needs. It costs only $45.00. 

Here’s how it works. Many times you find a cable 
pair that’s “yer shorted (or grounded). In most 
cases a high voltage check is indicated. 

When the fault is due to a small amount of mois- 
ture or some slight defect in the insulation, a flash 
of high voltage may clear the fault. You can apply 
the voltage momentarily with Leich’s safer non- 
locking switch. 

Starting at 350, the voltage can be increased to 
500 or 700 volts as required. 


. 


subsidiary of GENERAL TELEPHONE 


Where can | get a 
Cable Breakdown Transformer 


that’s easy to use, and 
versatile, too? 


. 
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If the fault is more serious, use of the 6B set burns the cable 
pair to a “solid” short. Then it’s easy to locate the trouble by 
conventional bridge methods or tone pick-up. 

This handy device is a small investment that will mean sub- 
stantial savings to you in time and money. Write for our circu- 
lar today. 


LeEeicnk SALES CORPORATION 
427 WEST RANDOLPH STREET, CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. 

SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS 

SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLA 


manufacturers of telephones, switchboards and related apparatus since 1907 
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We do the ac- 
counting interpretations issued by the 
NARUC 
Statistics, as I am a 
committee, but these 
usually cover abnormal situations that 
would not the 
day-to-day questions which arise in the 


tions. have access to 
and 
member of that 


interpretations 


Committee on Accounts 


provide an answer to 
minds of telephone company account- 
ants. 


It is not the truly abnormal ques- 
with which I am concerned, but 
the day-to-day problem which the tele- 
phone company accountant encounters 
and which might be solved through the 
establishment of a 
house within 


tion 


central clearing 
the telephone industry. 
I feel quite sure that the various com- 
missions concerned in telephone regu- 
lation would 
undertaking, 


participate in such an 


and it is quite possible 


that the establishment of such a clear- 
ing center within the telephone indus- 
try would tend to reduce 
accounting, which results from a misin- 
terpretation of instructions, when ap- 
plied to transactions not 
encountered. 


erroneous 


previously 


In bringing this problem before you, 
that utility 
accountants generally, seem very reluc- 


I do so because it seems 
tant to call upon the regulatory agency 
for an interpretation of the account- 
ing instructions, quite 


possible they may call upon members 


whereas it is 


of their own industry if such a clear- 
ing established. It is 
quite possible also that a clearing cen- 


center were 


ter could issue accounting bulletins 


time which would be of 
great help to the industry generally as 


from time to 


well as to the regulatory agency. 


REPORT OF USITA EXECUTIVE VICE PRESIDENT 


Continued from page 33 


They agreed that Congress should be 
asked to legislation permitting 
the states to get up to 40 per cent of 
the present revenue which the federal 
government from the 10 
cent tax on local telephone calls. 


enact 


collects per 


On Sept. 8 of the present year the 
Federal-State Action Committee at a 
meeting decided to modify its proposal 
to 3 per cent of the federal tax of 10 
per cent and to authorize the treasury 
to distribute the revenue equivalent of 
an additional 1 per cent to the poorer 
states. 

If the plan goes through we may as 
well reconcile ourselves to having the 
with us for all 
It seems to me that our 
industry must resist it with might and 
main. 


telephone excise tax 
time to come. 


If a bill is presented at a subsequent 
me that 
a proposal representing such a radical 
departure from normal tax procedures 
would be seriously considered without 
comprehensive hearings by the House 
Ways and Means Committee and the 
Senate Committee at which 
representatives of the telephone indus- 
try and the telephone using public are 
given an opportunity to express their 
views. 

The plan is 
sound, unworkable. 


session, it is inconceivable to 


Finance 


proposed unwise, un- 


Internal revenue collections of com- 
munications excise taxes for the fiscal 
> 


year ended June 30, 1957 amounted to 
$613,209,000, broken down as follows: 


Long distance telephone, tele- 

graph, cable radio, etc.. .$244,251,000 
Leased wires 21,934,000 
Local telephone service.... 347,024,000 


$613,209,000 
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(b) Noteworthy Changes Made by 
Technical Tax Revision Bill. A volumi- 
nous measure called the Technical Tax 
Bill, H.R. 8381, making a 
myriad of technical changes in the tax 


Revision 


code was acted upon at the last session 
by the House in June and the Senate 
in August. Perhaps of primary interest 


to telephone companies were changes 


in terminology of various communica- 
The bill— 


tion services. 
(1) Redesignated “local telephone 
service” as “general telephone service.” 
(2) Redesignated “long distance’’ 
telephone service as “toll telephone 
service.” 
(3) Retained 
without change. 


“telegraph service’’ 
(4) Redesignated “leased wire, tele- 
typewriter or talking circuits special 
service” as “teletypewriter exchange 
service” and “wire mileage service.” 
and 


(5) Retained “wire 


service.” 


equipment 


also made 


The bill the following 
minor changes in communication taxes: 


(1) Installation charges were re- 
moved from the base of wire mileage 
tax (leased wire tax under present 
law) and the wire and equipment serv- 
ice tax. Such charges are already ex- 
cluded from the base in the case of 
general telephone service tax and pres- 
ently are not a factor in the case of the 
toll telephone and telegraph service 
taxes. 

(2) Terminal facilities were excluded 
from the base of the wire mileage tax. 


(3) Interior communications systems 
were excluded from the base of the 
wire mileage and the wire and equip- 
ment service tax. Such systems are 
those in which the service is rendered 
through the use of equipment solely on 
the premises of the subscriber. 


(4) The exemption for common car- 


riers, telephone and telegraph compa- 
nies, and radio broadcasting stations 
and networks was made inapplicable 
in the case of the tax on teletypewriter 
exchange service. 

All of these changes are to become 
effective Jan. 1, 1959. A 
report on the bill in question stated that 
the changes would result in an annual 


committee 


revenue loss to the government of $2.5 
million. 

(c) Bills Relating to the REA. In 
the President’s budget message to Con- 
gress early in the last session he said 
that one-half of REA 


electric rural in 


approximately 


power now goes to 


dustrial and non-farm residential 


sumers and that 
will 


con- 


these non-farm users 
for a large share of ‘the 
increasing demands in the future. In 
of this the stated the 


administration prepared to 


account 
view President 
would be 
assist both electric and telephone bor- 
rowers to obtain financing from private 
sources where the security is adequate, 
“and the loans could be paid within a 
reasonable time.” 


The purpose was to shift the burden 
of REA loans from the government to 
private sources. It contemplated a re- 
with the 


Agriculture as managing trustee. 


volving fund Secretary of 
The 
fund would include congressional appro- 
priations made available to the REA, 
amounts repaid by and 
funds raised through the sale of reve- 


nue 


borrowers, 


bonds. Issuance of revenue bonds 


up to 50 per cent of the assets of the 
revolving fund would be authorized. 
Under the plan the present statutory 
2 per cent interest rate would apply 
only to loans made from funds provided 
Other loans at higher 
rates of interest might be made by the 
if he felt the 
particular loan application war- 
higher 
a revolving fund, the proposed legisla- 
tion contemplated 


ance of 


by Congress. 


secretary 
of a 


ranted a 


circumstances 


rate. In addition to 
government insur- 
obtained from private 
sources. It recommended an appropria- 
tion of 1 million dollars to protect pri- 
vate against all The 
rate on such loans would have 
to be approved by the Secretary of the 
Treasury, and the amount of loans 
guaranteed by the government would 
be limited to 150 million dollars in the 
first year of operation of the new plan. 


loans 


lenders losses. 


interest 


No congressional sponsor of this pro- 
posal was found and hence it did not 
find any bill 


Bills 


reflection in introduced. 


were introduced in the 85th 
Congress to increase the interest rate 
on REA and other government loans 


but did not reach the hearing stage. 


At the last session Congressman 
Walt Horan (R., Wash.) introduced 
H.J.Res. 492 calling for the appoint- 
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See 


the right tool means a better job 


That’s why Utica offers such a broad range of standard tools— 
hundreds of pliers, wrenches and other hand tools direct from stock. 
And to keep pace, Utica is continually developing special and custom 
tools for the changing needs of industry. If your operation should 
suddenly call for a special plier or wrench, confer with your Utica 
Distributor. Counseling on the use and development of new and special 
tools is a regular part of his business. 

Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N.Y. 


USE Lb 1CA vee The tools the experts use [ 


® 
Hallmark of Quality since 1895 UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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In any field, it takes an expert to create a superior product. 
This is true in all lines of work, and especially when it 
comes to producing something as highly specialized as 
Group Pension plans. 


When your pension needs are handled by Prudential, you 
can count on a contract to fit your Group Pension situa- 
tion effectively and economically, because Prudential 7s 
an expert. Prudential plans include: 

Deferred Annuity 

Deposit Administration 

Group Retirement Income 

Maturity Funding 

Profit Sharing Pensions 


for more information: 


call your Prudential Agent or Broker, or the 
Prudential Home Office or Group Office nearest you. 


THE PRUDENTIAL 


Insurance Company of America 


a mutual life insurance company 


Newark, N. J. Jacksonville, Fla. Chicago, IIl. 
Home Offices: ' Houston, Texas Boston, Mass. Toronto, Ontario 


Minneapolis, Minn. Los Angeles, Calif. 


ment of a 12-man commission to study 
the REA lending program and report 
not later than Mar. 30, 1959... . 

The measures referred to made no 
legislative headway and will have to 
be reintroduced at the next session if 
they are to be pressed for consideration. 

(d) Bill to Increase Securities Evx- 
emption. In the first session of the 85th 
Congress the Senate passed S.2299 call- 
ing, among other things, for an increase 
to $500,000 in the present $300,000 
securities exemption under the Securi- 
ties Act. At Senate Banking and Cur- 
rency sub-committee hearings, our asso- 
ciation made formal appearance and 
presented a statement in support of 
the increase. ... 

After Senate passage the bill went 
to the House where it was referred to 
the Interstate and Foreign Commerce 
Committee. This committee was so 
deeply engrossed in a quarter of a 
million dollar investigation of the FCC 
and other federal regulatory agencies, 
that it failed to reach the bill before 
adjournment. All of the work that was 
devoted to this matter will have to be 
repeated next year. 

(e) Highway Reimbursement Provi- 
sions. The facility relocation cost pro- 
visions of the 1956 Federal Aid High- 
way Act were attacked in Congress 
early in the last session. It stemmed 
largely from a recommendation by Sec- 
retary of Commerce Weeks when ap- 
pearing before a sub-committee of the 
Senate Committee on Public Works. The 
secretary recommended not only that 
the reimbursement provisions be elimi- 
nated but that for reasons of safety 
utilities should be required to get off 
the highways except where permission 
may expressly be given. This came as 
a shock to all affected utilities includ- 
ing telephone companies. 

It was Senator Case (R., S. D.) who 
later in the session led the floor fight 
to water down the reimbursement pro- 
visions by reducing to 70 per cent 
(from 90 per cent) the reimbursable 
amount, limiting the reimbursement to 
states which under local law are “re- 
quired” to reimburse (as distinguished 
from being permitted), and exempting 
from reimbursement altogether removal 
costs on highway projects already begun. 

This serious emasculation was averted 
by a roll call vote of 47 noes to 38 
ayes. A_ switch of five votes would 
have been fatal. 

In 1957, Congressman Robert E. 
Jones of Alabama introduced two bills 
to sabotage the provisions not with 
serious thought they would be passed 
but rather to embarrass efforts at the 
local level to obtain needed implement- 
ing state legislation. 


Mr. Jones will probably resubmit 
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his bills at the next session of Congress. 

Thé circumstances point to the desir- F D = i | = IVI [~Ye) n r 
abisity of maintaining as close liaison ‘els ri Tale Ps | y 
as possible with the several state high- : i" 

way commissions in the hope that ulti- th ee el -t-}! re | | i | — a re 
mately they may adopt a more en- 


lightened view of the reasons which 
underlie the reimbursement principle.... ~~ AW i DB) ww | i i Ss 
(f) The Switchboard Operator Er- 


emption. The switchboard operator 
exemption is still a part of the Wage- ee 

Hour Act. But the base from which aa FOR PERCUSSION HAMMERS 
attacks have been made in more recent 

years has been broadened. In addition 

to meeting the onslaughts of the unions 

we have also had to resist demands 

from the administration. The platforms 

of both major political parties have 

favored expansion of coverage of the 

law. 

RAWL CHUCKS 
The Wage-Hour Act was enacted 


; it i ‘ Air or electric driven you need Rawidrills, 
20 years ago, in 1938. The 500-station : oad dite — (M/T, R/T, or T/S). They maintain their original 
exchange switchboard operator exemp- RAN ee nll ee ee ee 
tion came into being a year later fol- toe ; oes on gag I aaa have only 3 flat 
lowing many weeks of the hardest ? 
—_ gee FOR ELECTRIC ROTA 

kind of work in Washington by John RY DRILLING 
Agee, Cap Henry, Gus Lane, Redge 
Phillips, Ed Blomeyer, B. L. Fisher, , ae 

gue ' : RAWL SPIRAL 
Jack O’Connell and other persons. In fins: rh CARBIDE DRILLS 
1949, the exemption was boosted to 
750-station exchanges after much addi- The brazed-in carbide tip of Raw! spiral 


; jae : a= ces a _ i. ox"8 x ws drills cuts holes fast, straight, and with true 
tional work by our Employment Rela ; Le diameters. The special spiral fluting is designed 
tions Committee and your association to clear cuttings fast enough to prevent side 


. * : ‘ a 2 * slipping. 
officers. These legislative victories in 


1939 and 1949 serve as truly magnifi- P FOR HAND DRILLING 


cent testimonials to what can be accom- — 
plished through united effort and de- 

voted labor. They have kept many a 

small Independent telephone company 

alive. ... 


; You want the easiest cutting, fastest biting, 
In his State of the Union message drill possible. Rawidrills M/T and R/T (photo 


. ore . : left) fit steel Raw! drill holder, inside rubber 
to Congress in 1956 and again this Raw! grip, * — - sag 7 hand drill- 
ices ae a ———— a ing very comfortable. Type S/T has an enlarged 
year, President Eisenhower requested long fandle te deste deck. Ake ts eee 
Congress to broaden the coverage, and pointed. 


he pledged the “full peeprea of the All Rawldrills are accurately forged, ground, tempered and hardened from the highest quality 
executive branch to assist the Congress tool steel. 
in finding ways to attain this goal.” 


Chairman Kennedy of the Senate 
Labor Sub-committee last year intro- 


RAWL DRILL-HAMMER 


duced S.1853 to rewrite much of the Quickly converts any V4" high-speed rotary drill to 
‘ . z @ power hammer. Uses inexpensive, dependable, 
Fair Labor Standards Act and wipe Rawidrills M/T or R/T. Can‘t be beat for economical 


out entirely or water down severely Gritting. 
various exemptions. As to ours, his bill 
would limit the exemption to operators 


operating a switchboard in their } 2S. iii - 
perating a switchboard in their home - Send for this FREE 


To this plan we registered definite and 


- . 
detailed objections. .. . Masonry Anchoring 

What the Independent industry needs ia db k d Cc | +94 
is a little more time to work out its an oo an ata og ™ 
small exchange problem. At the present : Your Nome: 
rate of mechanization, conversion to Ceet Ceiitie 
dial operation will be completed in nine 
or 10 years. Repeal or watering down 
of our exemption in the meantime would | 
still jeopardize the existence of many 


SS 
small Independent companies. It would The RAWLPLUG Co ’ inc. 


also be harmful to many of the small P 
units of our multi-exchange operations. 230 Petersville Road, New Rochelle, N. Y. 


; 3 wise ; We also manufacture: Rawiplugs, Rawl-Drives, Raw! Scru-Leads, Raw! Lag-Shields, Raw! Calk-ins, 
(g) Community Facilities Bill. An- Rawl Hammer-Sets, Raw! Multi-Calks, Raw! Spring-Wings. - 
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New Kellogg K-31 
Carrier System 


ldeal for Rural Subscribers 


Kellogg’s new K-31 rural subscriber carrier system pro- 
vides telephone companies with toll quality subscriber carrier 
at low cost. The system is completely transistorized, features 
printed circuits, miniaturized sub-assemblies and plug-in 
construction. 

Standby power, consisting of two small batteries and a 
transistorized charger in a pole-mounted housing, is avail- 
able. This is possible because power consumption is less than 
three watts even during talking. 

K-31 has built-in compandors to assure quiet talking cir- 
cuits and is automatically regulated to eliminate the effect 
of changing weather conditions over a wide range of carrier 
line losses. 

Line-up and test procedure is very simple—a single level 
control for each direction of transmission. Terminating tele- 
phone type jacks are provided for ease and speed in testing. 
Installation time is held to a minimum by the use of a unique 
pole-mounted housing with built-in protected terminal 
blocks for external connections. 

These design features plus top quality components and 
workmanship make K-31 reliable and stable in its operation. 

Ask your Kellogg sales representative for full details. 


Kellogg Switchboard and Supply Company, 6650 South 
Cicero Avenue, Chicago 38, Illinois. Communications Divi- 
sion of International Telephone and Telegraph Corporation. 
Regional Offices and Warehouses: See two-page Kellogg ad- 
vertisement pages 48-49 for complete listing. 


other illustration of the need for watch- 
ing legislative proposals carefull , is 
to be found in the Community Facil jes 
Bill, S.3497, which when it passed the 
Senate on Apr. 16 called for an appro- 
priation of 1 billion dollars. When 
reported by the House Banking and 
Currency Committee the bill called for 
2 billion dollars. The money was to be 
used through the Housing and Home 
Finance Agency to make loans to muni- 
cipalities to build community facilities 
and public works, including utility fa- 
cilities. In a declaration of policy, it 
was stated that it is the policy of the 
Congress to assist municipalities and 
other political subdivisions in providing 
essential public works and public fa- 
cilities to enhance the health and wel- 
fare of the people. The U. S. Chamber 
of Commerce called it another hand- 
OUC. ... 


In section 202 (a) (6) as reported to 
the House on June 6 there was a 
prohibition against financial assistance 
with respect to any public facility 
“which would compete with an existing 
privately owned public utility rendering 
service to the public at rates or charges 
subject to regulation by a state regula- 
tory body, unless the state regulatory 
body determines that in the area to be 
served ... there is need for an increase 
in such service . . . which the existing 
utility is not able to meet... .” 

That exception clause was good as 
far as it went, but it would have pro- 
vided no safeguard in Iowa and Texas 
which have no state regulatory bodies. 
The USITA undertook to give some 
attention to this matter. 


Fortunately the House by roll call 
vote on Aug. 1 turned its back on an 
application for a rule to bring the meas- 
ure to the floor for debate, by vote of 
187 Nays to 173 Yeas. But for that 
happy ending, municipal ownership of 
telephone or other utility operation 
might have gotten a foothold in the 
two states mentioned which do not have 
regulation, as well as in other states 
if the regulatory bodies made the fac- 
tual findings described above. 


(h) The Area Redevelopment Aet. 
Although the House refused to take up 
the Community Facilities Bill above 
mentioned, it did pass the Area Re- 
development Act S.3683. Under the 
terms of this bill, loans and outright 
grants together with technical assist- 
ance in “industrial” and “rural areas” 
throughout the country could be made 
where unemployment conditions pre- 
aa 

An industrial redevelopment area is 
one where there has existed substantial 
and persistent unemployment ranging 
from 6 per cent to 12 per cent over 
specified periods of time extending from 
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six to 24 months. Rural redevelopment 
areas are those where there exist the 
largest number and percentage of low 
necome families and a condition of sub- 
stantial and persistent unemployment 


and underemployment. 


The most important provision in the 
bill of interest to telephone companies 
and other utilities was one authorizing 
grants to any state or political sub- 
division to bring utility facilities into 
being. A provision inserted by the 
House required clearance, however, by 
a state regulatory body before such a 
grant may be made. The _ provision 


eads: 


“Sec. 7T(e) No financial assistance 
shall be extended under this section 
with respect to any public facility which 
would compete with an existing pri- 
vately owned public utility rendering 
a service to the public at rates o1 
charges subject to regulation by a State 
regulatory body, unless the State regu- 
latory body determines that in the area 
to be served by the public facility for 
which the financial assistance is to be 
extended there is a need for an increase 
in such service which the existing pub- 
lic utility is not able to meet. ... 


In two states, however, Iowa and 
Texas, where there are no state regu- 
latory bodies, grants for the purposes 
described would have been possible 
without first obtaining state permission. 
And, even in states where there are 
state regulatory authorities diligence 
on the part of telephone companies and 
other utilities would have been neces- 
sary to make sure any action by the 
regulating authorities was an enlight- 
ened and realistic one. 

President Eisenhower vetoed this bill 
on Sept. 6. While both the Community 
Facilities Bill and the Area Redevelop- 
ment Act were, each in a different way, 
buried for 1958, their sponsors will 
doubtless seek to disinter them when 


Congress reconvenes. 


(i) Kennedy-Ives Bill Killed. Aftei 
the startling disclosures of the McClel- 
lan Committee respecting racketeering 
in labor unions, the American peo- 
ple had a right to expect some forth- 
right and conclusive action by Congress 
to control union activities. Instead of 


such action there was disappointment. 


1 June, the Senate passed the Ken- 
nedy-Ives bill, S.3974, having the stated 
purpose of protecting union members 
against wrongful practices, as well as 
making various changes in the Taft- 
Hartley Act. When the bill was sent 
to the House, Speaker Rayburn held it 


or his desk for more than 40 days. 


In that period, a number of “sleepers” 
in this measure were discovered. It was 


found that some of the provisions if 
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CEECO Type C16A 


TRANSISTORIZED 1000-CYCLE GENERATOR 
AND DECIBEL METER 


2 ow 


TYPE CI6A TYPE CV 
METER CASE ’ OSCILLATOR 


Check Your line Losses Easily ..- 
End Customer Complaints of Poor Transmission 


Take your own direct circuit readings from either end of cable 
—from any cable terminal to determine loading values. 


Check and locate trouble in carrier systems and audio circuits. 


Case measures 9!/." long, 6!/,"" wide, 334" high. Weighs only 
4 Ibs. 


Equipped with test terminals and test leads with clips—also 


jack for oscillator plug—meter scales read —I0 DB O DB 
“10 DB. 


Oscillator measures 2!/4"'x3"'x4" and weighs 10.3 ounces. 


Will operate 700 hours continuously—much longer, intermit- 
tently on self contained 2 cell mercury battery. 


Sold through all telephone equipment suppliers—attractively 
priced—complete set $148.00 FOB Chicago, Ill. 


Ue be ENGINEERING COMPANY 


5646 “West Race Avenue Chicago 44, Illinois 
Phone EStebrook 8-3109 





IMPROVE 


YOUR OUTSIDE PLANT 


CONSTRUCTION 
WITH BUCKEYE SERVICE 


COOK 
26 PAIR 
STRANTERM 


The new Cook Stranterm is the 

only cable terminal that can be sup- 

plied with either plastic or lead sheathed 

cable stub and has an optional protection 
feature for pairs requiring dischargers. 

Investigate the many economies and im- 

provements that are now available when the 

new Cook 26 pair Stranterm is included in 

your outside plant construction 


Catalog No. 352-1360 (lead cable stub) 


COOK 
11 PAIR STRANTERM 


One of the smaller and outstanding members of the 
Cook Stranterm line is this 11 pair terminal, a truly 
important improvement in cable and drop distribu- 
tion. Employing the same excellent design features 
as the 26 pair Stranterm, this smaller unit is a great 
asset for improving old and developing new outside 
plant systems. 


Catalog No. 352-1211 (lead cable stub) 


BUCKEYE TELEPHONE & SUPPLY CO. 


enacted into law would make it a crime 
for an employer to try, in almost any 
way, to influence the decision of his 
employes in labor matters. Tying the 
employer’s hands would give the unions 
a large advantage when trying to or- 
ganize employes. The employer’s right 
to free speech would be affected by im 
posing a criminal penalty for failure 
to file a detailed report of all expendi- 
tures that affect or influence his em- 
ployes. This language would include 
expenditures even for publications and 
letters. There were also objectionable 
provisions relating to picketing and 
other matters. 

Although hearings had not been held 
by the House Labor Committee, Demo 
cratic Majority Leader McCormack on 
Aug. 18 asked the House to suspend 
its rules and take emergency action on 
the bill. For this purpose a two-thirds 
vote was required. The House voted 
against that kind of procedure by vote 
of 198 Noes to 190 Yeas. Thus not even 
a majority of the House was willing 
to jump through the hoop. 


The evils and excesses brought out in 
testimony before the McClellan Com 
mittee will have to be tolerated anothe1 
year before Congress has a furthe: 
opportunity to pass acceptable remedial 
legislation. 


(j) Proposed Reimposition of Excess 
Profits Tar. Late in the last session a 
bill, S.4239, was introduced to reimpose 
the Excess Profits Tax Act of 1950. Its 
author, Senator Neuberger of Oregon, 
in a Senate floor speech on Aug. 6 
pointed to an expected federal deficit 
of 15 billion dollars and said that as 
long as inflationary pressures in the 
economy can be traced to defense needs, 
an excess profits tax is a necessary con- 
comitant to any measure contemplating 
economic controls on prices and 
wages. . 

(k) Proposed Standby Economic 
Controls. Simultaneously Senator Neu- 
berger also proposed, in 8.4238, standby 
economic controls of a character sub- 
stantially similar to those which had 
been proposed in a 1953 bill introduced 
by a bi-partisan group of eleven Sena- 
tors headed by Senator Capehart (R., 
Ind.). That measure was given a 
favorable report by the Senate Banking 
and Currency Committee five years ago. 

The Neuberger bill would authorize 
the introduction of rent, price and wage 
controls in the event of war or when 
ever the President on the basis of pre- 
scribed studies finds that inflationary 
pressures threaten the nation’s eco- 
nomic stability or whenever Congress 
declares a grave national emergency.... 


If such legislation is to receive seri- 
ous attention it should carry provisions 
exempting from the freeze the rates 
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of telephone companies and other regu- 
lated utilities, as previous economic 
controls did. Telephone companies and 
other utilities are already regulated 
enough by existing state and federal 
authorities. ... 


(i) The Tax Reduction Outlook. Con- 
gress works in a mysterious vay its 


wonders to perform... . 


In an election year the major politi- 
cal parties compete with each other in 
an almost profligate manner to see 
which can do more for the people, with 
everyone seemingly oblivious of the fact 
that government can’t give anything 


away without first taking it from some- 
one. The federal spendthrift policies PLA( E ; HANNE| MOl DING 
made it necessary at the end of the 


recent session to increase the national 


debt limit to 288 billion dollars through 
next June 30 and 283 billion dollars on 
a permanent basis. The latter figure is 
8 billion dollars above the ceiling that 


®) 
loth WITH Shure-Set 
Nothing in the history of our country 


during the past quarter of a century 
has been more striking than the claimed Tests show Shure-Set tool slashes fastening time 
‘ r of roth yemocre > ¢ te- . 
et by Barer ape cent “t 50 to 88% on ALL telephone jobs 
governmental expenditures. With te- The table below was compiled from a 70-job time study conducted 
RAY SOY PORE NR Se See ee by a major telephone company. It shows the tremendous time-saving 


cal parties hold to the theme that tax : t ‘ 5 
vediastien tn ti tele te ie a weed possible with the SHURE-SET R-260. The R-260 is versatile — use it 


that has been played over and over for direct setting of threaded studs, pins, wire loops and other fas- 
again. Bob Hope said recently that the teners ... or for drilling holes. Just four parts make it easy to use, 


federal budget is likely to hit the moon = ; e e 
hee <r al upgrading worker efficiency while substantially reducing fatigue. 


The 52 per cent corporate income 


tax takes more out of each corporation | 

than is left for the owners. The 1,000 | SHURE-SET versus MASONRY DRILLING 

bills relating to taxes introduced in the | 

easels nctaganmigg nt In Concrete In Concrete and Cinder Block 


recent Congress were an eloquent ex- 


pression of the wide-spread dissatisfac- Shure-Set (Masonry Drill Savings | Shure-Set Masonry Drill| Savings 


tion and discontent of the American (minutes) (minutes) % (minutes) (minutes) % 
people with the present tax system in . 
the United States.... = oomanan 51 
per 100’ wire 
The end is not in sight. Even before | ees - 
we fast 50 
the sputniks arrived, President Eisen- vein omens 


hower in his inaugural address on Jan. 1. W. Cable 


68 


21, 1957, charted a course for continued per 100’ cable 
foreign outlays. He said: per fastener 
“We recognize and accept our own Channel Molding 
deep involvement in the destiny of man per section 
everywhere . . . And beyond this gen- : 
eral resolve, we are called upon to act per fastener 
a responsible role in the world’s great- 
: Backboard 
est concerns and conflicts—whether 
they touch upon the affairs of a vast per backboard 
region, the fate of an island in the per fastener 
Pacific, or the use of a canal in the 
Middle East.” 











Note: The variance in savings between “complete job” and “per fastener” is due to difference in worker motions 
Sa required to set up the complete job and to effect each fastening. 

The President said we must be pre- 
pared to use “our substance to help 


others rise from misery, however far 


Ramset Fastening System 


the sound of suffering may be from our Trademark 


shores.” Before adjourning on Aug. 23, HAMMER-IN FASTENING TOOLS ee ee 
1958, Congress appropriated 3.2 billion PATENTS PENDING OLIN MATHIESON 
dollars more for foreign aid. In his BY THE MAKERS OF Rarmset® prooucts 


recent book Eugene W. Castle said that 


Vv \ 
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...hold the phone, 
Vill have it for you 
right away... 
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oOmptograp 


"220M" by Smptometer 


new features 
make figures fly... 
...and so simple 
to multiply! 


New Comptometer Customatic— 
World's fastest way to figure... 
now faster than ever. Try it 
FREE on your own work. See 
for yourself. 


New Multiplication Key—it prints the answer, and both of the factors, on 
two easy-to-read lines, 


New High Speed—220 cycles per minute. Over 30% faster than most other 
10-key listing machines. 


New More Flexible Keyboard—accepts figures faster. 


New Dual Purpose Lever— increases capacity to 11-digit listing, 13 totaling 
—for addition and subtraction. 


New Color—smart “Autumn Tan”—blends with modern office decor. 

New Variable Space Control—adjusts for single or double spacing. 

Plus these wanted features: Exclusive Automatic Visi-Balance Window— 
Single Cycle, Single Purpose, Control Keys—Adjustable Keyboard Angle— 
Two Color Printing—Quiet Rotary Action—Streamlined Styling—Concealed 
Paper Roll—and many others. 


Now Lease any Comptometer Business Machine on a nationwide leasing 
plan through Comptometer offices. 


COMPTOMETER CORPORATION 
1716 N. Paulina St., Chicago 22, Illinois 


0 Arrange free office trial for me on: 
© Send me literature on: 
) Comptometer Comptograph “220M” 
Comptometer Customatic 
} Comptometer Commander 


Name 


Comptometer Commander—Insures Firm 
accuracy in dictation. Lifetime 

Magnetic belt saves far more Address 
than machine costs. See for 

yourself. City i Zone State 








during the last two decades the United 
States has given or loaned to othe) 
nations the stupendous sum of $108,- 
847,770,000. 

He would be bold indeed who would 
venture a prediction as to when there 
might be an amelioration of a_ tax 
burden which is becoming more and 
more crushing with each passing year. 
Certainly it will not come about until 
there is a congressional will to curtail 
governmental expenditures at all levels 
and for all purposes; and that will not 
come about until the American people 
make their wishes known in terms at 
once firm and certain. .. . 


Citizens’ Responsibility 

The revelations of the McClellan 
labor racket committee on pay-offs, un- 
lawful picketing, boycotts, arson, union 
strong arm methods, the improper use 
of union funds and the arrogance of 
labor leaders are certainly enough to 
make one more than skeptical. Skeptical 
of the efficacy of the American educa- 
tional system and religious training, 
skeptical of law enforcement, skeptical 
of legislative processes, skeptical of the 
willingness of American businessmen 
tc do something about it. 

In far too many instances there has 
been apostasy from moral rectitude. ... 

The draining off by government 
through the process of tax laws of the 
rewards of human effort has long 
sapped at the roots of initiative and 
incentive. 

The growing development of a wel- 
fare state in which more and more 
people look to a benevolent Uncle Sam 
to bail them out is a token of the times. 
More and more pleas assail the ears of 
Congress each year for spending more 
and more money on more and more 
things. ... 

Government is getting bigger and 
bigger. We seem to ignore a warning 
by a statesman of old that government 
always tends to become a conspiracy 
against liberty. Even back in the days 
of Jefferson, when life was a good bit 
more simple than it is today, the sage 
of Monticello said: “We have more 
machinery of government than is nec 
essary, too many parasites living on 
the labor of the industrious.” 

There must be a reawakening. Ideal 
ism is not worth much unless it is put 
into practical effect. A special obliga 
tion rests upon businessmen. They are 
on the firing line. Daily they see evi- 
dence of the moral defalcation of labor. 
They are witnesses to the inroads of 
government in almost every avenue of 
human effort. We are all familiar with 
the lines: 


“Vice is a monster of so frightful mien 
As to be hated needs but to be seen; 
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But seen too oft—familiar with her 
face, 
We first endure, then pity, then 
embrace.” 
Businessmen have been successful in 
selling goods and services. They have 
not always been successful in selling 
good government. They must make a 
greater effort. There are some impor- 
tant elections coming up this fall, for 
national office as well as state office. how to et 
Laying their plans well in advance of oe g 
the day at the polls, more businessmen : 
must begin practising citizenship with 


vigorous action, not merely talking ry , 
about it. F 1 C e n $e S 


Citizenship involves action as well as 
beliefs. 
The well-known news commentator, - im . 
Raymond Moley, at his own expense 
has printed a pamphlet entitled “Politi- é 2 fo f y 0 Uu if te C h n l C i a n $ 
cal Responsibility” in which in an in- ag 
spiring manner he points to the need i 
for a reawakening of political respon- eS (without sending them to school) 
sibility on the part of everyone but 
especially businessmen... . 
Telephone people have traditionally 
been in the forefront of community 
activity. I am confident that in Novem- 


The greatly increased use of mobile communications and 
ber they will want to acquit their re- 


microwave relay systems by the telephone industry is creating 


sponsibilities as citizens and exercise a serious problem .. . how to get FCC licensed technicians. 


a potent influence in the selection of 
Siac Glen. Gilad ean Miames eek Sie Your company has a staff of technicians. They know and 
solide: dibieitigiians tilled e understand telephone work, but do they have an FCC license? 
: ' ° i Do they thoroughly understand electronic fundamentals? 


Industry Journals % The Cleveland Institute has specialized for many years in 


providing solid training in electronics and complete prepara- 
tion for commercial FCC licenses. The programs are successful 
and effective. They are backed up by a guarantee of success 
or a full tuition refund. 


Oui industry journals, sometimes re- 
ferred to as the trade press, have con- 
tinued to be effective in the dissemina- 
— “ ms hppa — a Te Don't limit the capabilities of your technical staff. Use 
data and other information of interest 
a proven program of correspondence training. Give your men 
a sound foundation in electronics so they will quickly grasp 
the problems involved in any piece of electronic equipment. 
Then get them licensed by the government so that any of them 
can handle equipment regulated by the FCC. 


to Independent telephone companies. To 
the editors of TELEPHONY and Tele- 
phone Engineer I want to express 
appreciation for an important job well 
done. The industry has many reasons 
for feeling grateful to those who so ably 
edit these publications. 


The programs are not expensive and they carry a full 
refund guarantee. For the cost of a postage stamp, you can 
get full details. We think you will benefit greatly by sending 


Perhaps one of the principal reasons the coupon. 


for the success of the journals is not ‘ 
alone the comprehensive coverage of ene Sy he ee ee Sea eee 
telephone news that is provided, but 
the independence of judgment reflected 
in their general editorial content. They 
are not the mouthpiece of the USITA 
or of any company or group, operating 
or manufacturing. 
Over the years these splendid publi- 


cations have cooperated with our asso- Fill out the coupon for your Free copy! 


Rett Cleveland Institute of Radio Electronics 
This does not mean their editorial . 4900 Euclid Ave., Dept. TE-24 
policies have always harmonized with J; - Cleveland 3, Ohio 

the views of our association. There 


ciation and the industry in many ways. 


; Please send full information on your Employers’ Plan 
have been differences of viewpoint at a a for training technicians. 

times and may be differences hereafter. 
This is their right, and ours. What it 
does mean is that the industry has had 
the benefit of these public media of 
news and views, sympathetically pre- 
sented whenever possible and when not 


NAME- ae =— 
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. BASHLIN Quality 
Tool Buckets ... 
(Built to Last 
Longer) The orig- 
inal Fibre Top 
Buckets 


2. Good, Tough Buck- 
skin Work Gloves 

3. BASHLIN Quollity 
Boots and Foot- 
wear 


4. BASHLIN Quality 
One Piece Steel 
ond Adjustable 

| Aluminum Climb- 

| ers with Replace- 


able Gaffs 


; 
t 
' 
| 


15. BASHLIN Body Belts with 
| additional Nylon Safety 
Feature 


f 


6. BASHLIN Leather and Nylon Safety Straps 
Distributors in Strategic Areas in U.S.A. 


Export: Copperweld Steel International Co. 
IN CANADA: A. B. Chance Co. of Canada Ltd. 
Toronto 


Ask for wee 
CATALOG NO. 156 


W.M. BASHLIN CO. 


GROVE CITY, PA. 


sympathetically, then certainly con- 
structively. ... 

I shall now bring the report to a 
close. But before doing so I would like 
to mention, in language I used several 
years ago, some of the things that must 
engage our attention in the period that 
lies ahead: 


(1) We must continue as a cohesive, 
coordinated industry when common 
problems arise so that by concerted 
effort, a pulling together, combined 
wisdom and strength may be brought 
to bear in providing satisfactory solu- 
tions. 

2) We must not lose sight of the 
fact that into the hands of telephone 
management have been entrusted the 
savings of the investor and that our 
position of trusteeship calls for never- 
ending vigilance to see that the inter- 
ests of the one indispensable man in a 
free economy receive adequate recogni- 
tion. 

(3) We must open up more and 
more avenues of financing so that ever 
increasing demands for telephone serv- 
ice may be met. 

(4) We must take advantage of the 
most advanced means of improving and 
extending our service, acting with bold- 
ness in accepting new technologies. 

(5) We must be careful to train men 
and women to take their place in the 
management, supervisory, technical and 
other branches of our business. 

(6) We must continue to be diligent 
on the legislative front in order to 
make certain on the one hand that 
harmful legislation is defeated and on 
the other hand that meritorious legis- 
lation may have a chance of enactment. 

(7) We must continue to be alert to 
detect regulatory and other govern- 
mental trends in order to be in a posi- 
tion to support the good and call atten- 
tion to the bad. 

(8) We must continue to conduct an 
aggressive merchandising campaign, 
bearing in mind that so far the indus- 
try has barely touched the surface of 
American use of the telephone not- 
withstanding the greatest saturation in 
the world. 

(9) We must ever remember that we 
are engaged not only in an essential 
calling but one impressed with a public 
use and hence subject to the high stand- 
ards of public regulation. 

(10) We must continue to provide 
dynamic and enlightened leadership so 
that as an industry we may acquit the 
public service obligations resting upon 
us. 


In giving attention to all of these, we 
have a right to look to the USITA for 


guidance, inspiration and leadership. 


Classical Liberalism Lives 

“Classical liberalism, long quiescent 
in America, is beginning to undergo a 
resurgence among thinking scholars. ... 
We are coming increasingly to realize 
that economic freedom is less important 
as an end in itself than as a necessary, 
but not sufficient, condition for political 
freedom’”—ARTHUR KEMP, Professor of 
money and credit, Claremont Men’s 
College. 


We have in stock, all 
sizes and types of spin- 
ning wire. We will be 
happy to quote current 
prices on any amount. 

For quick service 


write, wire or phone. 


SPINNING WIRE TO 
FIT ANY SPINNER 


© COPPER 

* COPPERWELD 

* ALUMINUM — 

© GALVANIZED 

® STAINLESS STEEL 
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TOLL SETTLEMENTS 


Continued from page 35 
individually. The toll engineer, as a 
member of the Washington staff, has 
the advartage of the expert assistance 
of the executive 
staff, all 
various 


vice president and his 
contribute in thei 
the study of the 
broad subject of toll settle- 
which phase of 
Independent telephone company opera- 
The the work 
toll settlements uses many of the 
dollars provided by 
The 


that were 


of whom 
fields to 
extremely 
ments 


covers every 


tions. expense of on 
these 
your 
studies of companies 
required to produce the 1956 
cents-per-message average schedules 
represented an outlay of approximately 
$104,000. This figure 
nize included in 
budget or the 
making 
would 


membership 


dues. 635 


does not 

the general of- 
of the 
the 


seem to be a 


recog- 
items 
fice 


time various 


companies in required 
studies. It reason- 
ible investment when it is realized that 
the results of this study 


tlements 


increased set- 


approximately 12 million dol- 


lars on an annual basis. 


And, 


businessmen, 


facts. 
when 


now let’s sum up the As 
that you 
are dealing with agreements represent- 
ing hundreds of millions of dollars, 
live in a world of fancy or 

You with facts. F 
support retention by 
part of the 
subscribers’ toll usage 
that means your fi- 
nancial well-being, in fact, over 27 


you know 
you 
cannot con- 
deal 
the 
large 


jecture. 
that 
company of a 
that 
produces; 


acts 
your 
reve- 
nues youl 
revenue 
per 
cent Reve- 
produced by settlement 
used by of our 
founded 
of our 
these 
com- 


of your revenues last year. 


nues that were 
schedules thousands 
schedules that are 
studies by 60 
for 

used by 
to make 
the 


companies; 
detailed 
companies; 
studies that 
panies which 
study to 
their 


on over 
procedures 

also may be 
desire a special 
determine adequacy of 


toll settlements. 


As the dollars involved in 
providing service interchanged with the 
Bell grows, the 
for and facts increase 
tion. toll committee 
and sub-committees are able, ready and 
willing to give their time and effort to 
the broad task of settlements, but the 
success of their efforts is dependent to 


number of 
System requirements 
study 

The 


in propor- 
association’s 


extent you. It cannot be a 
“let the other fellow do it’’ be- 
each had this philosophy 
accomplished. As 
the facts 
make the studies and analyses required 
by the 
properly 


a large on 
case of 
cause if no- 
toll 


and 


thing would be 


engineer, I accumulate 
toll committees to represent you 


industrywide. It is my duty 


and study information and 
to the 
toll 


its 


to obtain 


data as experience of our com- 


panies in settlements 


that 
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experience 


loses identity in statistics 
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goes on below 


with the 
CHANCE 
8-WAY! 


This gives you a mole's eye view of what 
“see" level when a Chance 8-Way 


Anchor is dropped into a hole the same size as the base 
plate and expanded into solid earth all around the hole. 


@ Mike the MOL UNDERGROUND OBSERVER 


8-Way Expanding Anchors give you all ‘round holding power 


Only the Chance 8-Way Expanding 
Anchor, with its 8 rib-reinforced 
blades, expands into solid earth all 
the way around to form a pyramid- 
like square. 


This design adds strength to expand- 
ing anchors. The pyramid enlarges 
the effective area of the anchor’s 
holding power. Blades that expand 


side by side leave no wasted space 
between them—can be shorter, less 
apt to bend, and expand in a wide 
area of solid earth all around the hole. 


Make the Chance 8-way your stand- 
ard for the kind of guying you can 
install and forget. Available from 
your anchor distributor, in sizes 
from 60 to 200 sq. in. in area. 


.and there are CHANCE ANCHORS for all other soil and guying conditions 
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WHY 

BURY 
MONEY IN 
NEEDLESS 
STREET 
PATCHES? 


Greentee Hydraulic Pipe Pushers 


like the one shown below quickly 

pipe 

minimum of ditching and backfilling 
j 


and no damage to roadbeds or pavement! 


instail 


under streets with a 


\ Greentee Pipe Pusher cuts job 


time and costs to a fraction. Can pay 
usually 


Model 


shown pushes 3/4” to 4” pipe about 


for itself on the first job 


; : 
does on the first few jobs 


> fr Yer 71) . re a t 
ft per minute with power pump. 
er unit available for larger pipe 


i So 


oncrete sewers. Instead of an- 
other useless street repair job, invest 
the same money in a valuable time- 
saving, worksaving GREENLEE Pipe 


Pusher! Write today for free literature. 


=> 
GREENLEE 


GREENLEE TOOL CO. 
2070 Columbia Avenue 
Ro-kford, Illinois 


which in the aggregate are used by the 
toll committee when dealing with over- 
all arrangements for 
the toll part of our business inter- 
changed with Bell System companies. 


settlements for 


Due to the limitations of time and 
staff, and in view of other equally, if 
not more important considerations, the 
toll engineer’s activities must be con- 
fined to the broad subject of toll prob- 
For the 
are not in a 


lems generally. reasons indi- 


cated we position to 
undertake studies for individual compa- 
nies. However, we shall be happy to 
provide all of the help we can in re- 
sponse to requests for information and 
assistance from 


our companies on set- 


tlements problems. 


I know that requests for studies and 
add to the burden of the 
insurmountable work fac- 
But, it is a 
ignored; not as 
the 
share of 


information 
almost now 
ing our operating people. 
task that 
long as we 


cannot be 
recognize importance 


of receiving our fair these 


important 
The 


mittees 


revenues. 


toll and sub-com- 


and 


committee 
the toll 
just as effective as you cause them to 


engineer will be 
be. They are dependent on you for the 
ammunition they need to carry the ball. 
that Past 
tory shows that the results will justify 


Give them ammunition. his- 


your efforts. My office, as one phase of 


your associations’ activities, stands 


ready to serve you. Its effectiveness 
can only be measured by the use you 
make of it the kind of 


with your help it can do for you. 


REA BORROWERS 


page 41 


and a job that 


Continued tron 


are shouldering the responsibility of 
full-fledged 
tems. We also have mentioned the fact 
that rapid mechanization of the indus- 
the 


toll dialing has been accompanied by 


operating telephone 


sys- 


try and institution of nationwide 
important changes in thinking, relative 
toll 


gamut of 


to extended area service and line 


The 


necting company relationships with the 


ownership. entire con- 


associated Bell companies is undergoing 


substantial modification. Some of these 


changes have been overdue for some 


time and others are yet to come. 


toll line 


and a re- 


that 
prerogative 
the 


service 


General recognition 
ownership is a 
sponsibility of Independent com- 

the 


serv- 


within its 
that 
mutually 


pany territory ; 
extended area 
beneficial function 


community of 


appreciation 
ice is a 
within a interest and 
should be provided on a 50-50 basis by 
the 


directories 


the participating companies; free- 


dom to provide your own 


and advertising revenues 


the 


access to 


without restriction; and recogni- 


NEOPRENE 


COTTON 


Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highly serv- 
iceable cord, extensively used in a wide 
variety of services. They are moisture and 
grease proof... easy to keep clean. 


NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every- 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 
Take your choice—Neoprene, Nylon or Cot- 
ton. They're all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock of cords for 
every purpose. 


Our geographical location 


im UA DED 


Cord and Wire Co. 


1723 W. MONTROSE 
CHICAGO 41, ILL. 
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tion that Independent companies, gen- 
erally, should have an equitable share 
of the toll revenues generated and 
handled by them, are important seg- 
ments of the changing scene that char- 
acterize our combined efforts. 


Industry Cooperation 


The job of rural telephony is an 
industry undertaking. Each of your 
companies is playing an important part, 
but the over-all success of our com- 
bined efforts will depend on the con- 
tinuing cooperation and assistance of 
the larger Independent and Bell com- 


panies. 


As Independents, you should look for- 
ward to, and assume the responsibility 
for merging and consolidating smaller 
units into more adequate and efficient 
operating systems. This must be done, 
however, without “bidding-up” acqui- 
sition prices and without excessive 
costs of any type. We should do every- 
thing in our power to discourage the 
efforts of some to inflate the value of 
ural telephone property far beyond 


its ability to produce. 


Ou efforts should continue to be 
directed toward the complete and full 
integration of rural and urban tele- 
phone systems. In some cases, it has 
been necessary for REA borrowers to 
assume the responsibility for the rural 
areas surrounding towns owned by 
other companies. The result has been 
the creation of more costly telephone 
service and it is our hope that this can 
be avoided to a maximum extent. If the 
companies owning such towns are not 
willing and able to serve the surround- 
ing rural portions of the communities 
of interest, they should be willing to 
sell or exchange such properties with 
companies that are willing to do the 
entire job. In many cases, this would 
result in increasing the efficiency of 
the selling company and enable the buy- 
ing company to serve entire communi- 
ties at lower costs and with more sat- 
isfactory service in every respect. 


By working together in this fashion, 
it should be possible to carry out the 
policy set forth by the Congress in 
establishing the rural telephone financ- 
ing program wherein it requires the 
administrator to make loans in a man- 
ner that would result in furnishing 
and improving telephone service to the 
widest practicable number of rural 


users. 


In closing, I would like to express 
my personal appreciation, and the ap- 
preciation of my associates for the co- 
operation that we continue to receive 
from all of you, from the Bell compa- 
nies, from the industry associations, 
regulatory bodies, suppliers, and all seg- 
ments of the communications industry. 
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When ordinary staples lose their hold in wood, contact 
pressure drops, and resultant air-gap static causes radio and 
television interference. KEARNEY Non-Static Ground 
Wire Clips prevent this interference by maintaining per- 
manent, high pressure contact with ground wires, entirely 
independent of how tightly the-clip is set in the pole. 


When this clip is driven, a hook automatically, perma- 
nently grips the wire, remaining free of all trouble-causing 
air gaps. Inexpensive and easy to drive, this clip holds 
fast in all woods. 


Easy to install: Just drive clip until point seats firmly in wood. Insert 
ground wire under hook, then drive until hook grips wire and starts 
protruding through slot in body. Bend end of clip over the wire 
and into the wood. 
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MEASURING 
lad 


Take all your out- 
door measurements 
this modern, time sav- 
ing way. ROLATAPE re- 
duces the risk of human error, 
since it records precise measure- 
ments in feet as it is rolled along— 
automatically and in full view 
of the operator. Sturdy, light- 
weight; equipped with auto- 
matic brake and built-in 
stand. Handle folds 


compactly. 


SEND TODAY FOR FULL DETAILS 


ROLATAPE Inc. 
1741 14th Street, Dept. T-10 
Santa Monica, Calif. 
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Without your understanding and sym- 
pathetic assistance, it obviously would 
be impossible for us to carry out a suc- 
cessful rural telephone program. We 
trust that we may continue to merit 
your confidence and your constructive 
criticism in our mutual efforts to extend 
and improve this most valuable service 
to the rural people of our country. 


RURAL TELEPHONE MARKET 


Continued from page 38 


In addition, the expected size of the 
loan funds required in the future sug- 
gests that REA borrowers begin to 
search for an additional source of capi- 
tal. At the very least, they should be- 
gin to discuss the question. There are 
few businesses of any size today that 
find it wise or prudent to rely wholly 
on a single source of financing. I make 
these observations in the firm con- 
viction that they are good for rural 
telephony. 


For my part, I can assure you that 
REA will continue to meet all legiti- 
mate requests for loan funds while I 
am administrator. I will continue to 
administer the Rural Electrification 
Act as it is written, and to carry out 
the intent of Congress. 


Both REA programs always have 
enjoyed strong Congressional support. 
They have received the enthusiastic 
support of millions of rural people, 
who have benefited directly by acquir- 
ing the same quality of automatic tele- 
phone service and electric service en- 
joyed by their neighbors in the city. 
And each year, there is wider accept- 
ance of REA’s telephone program by 
the industry at large. 


One of the secrets of this wide sup- 
port and acceptance, I think, is that 
we have tried to administer the tele- 
phone loan program in line with the 
needs of the borrowers themselves. We 
have tried to make our relations with 
borrowers truly a two-way street. 


For example, we rely heavily on the 
advice and guidance of a telephone ad- 
visory committee, comprised of bor- 
rowers, industry representatives, and 
a representative of this association. 
The REA staff meets with this group 
twice a year, and I can tell you that 
it is more than a sounding board for 
the administrator of REA. 


We work closely with our borrowers 
and with manufacturers in the develop- 
ment of new equipment and techniques 
designed to help telephone systems re- 
duce the cost of outside plant con- 
struction and maintenance, and at the 
same time, help them to provide and 
maintain adequate service in rural 


areas. 


During the recent years, these en- 


for Years- 
and Years- 
and Years- 
of Service! 


SCHAUER 


ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 
power requirement. 


See your Schauer Jobber. 
Write for Bulletin 1465. 


RECTIFIER DIVISION 


CHAUER 


MANUFACTURING CORP. 


4514 Alpine Ave. 
CINCINNATI 42, OHIO 
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gineering advances have included adop- 
tion of specifications for fully color- 
coded aerial cable, the development of 
new wire and cable designs which have 
made buried plant feasible, and the de- 
velopment of insulated wire plant for 
long-span construction. 


In the technical training field, REA 
has been working closely with its bor- 
rowers and their consultants. Recently, 
we have held workshop sessions on 
sales, budget, personnel, and manage- 
ment activities. We have held seminars 
for borrowers’ personnel and consult- 
ing engineers on a wide variety of sub- 
jects, including buried plant, central 
office specifications, numbering systems, 
and new developments in microwave 
and carrier. Newest of all, we have 
held a series of CPA symposiums to 
acquaint public accountants with audit 
requirements of REA telephone bor- 
rowers. The fact that our telephone 
borrowers ask for this type of activ- 
ity proves to me that the industry has 
vigor and a strong sense of community 
responsibility. 


REA is happy to be associated with 
this vital growing industry of yours. 
I hope that you will let us help you 
where we can in achieving your com- 
mendable goal of meeting the telephone 
needs of rural people. 


TOLL TICKETING 


Continued from page 46 


(3) Originating central office code. 


(4) Settlement code. 


The file is then processed by an 
electronic calculating punch. The cal- 
culator reads the rates from the master 
card, stores them, and by reading the 
class of call and the elapsed time from 
each mark-sensed toll card, rates that 
individual card. The terminating point 
or place called, together with the origi- 
nating central office and the settlement 
code are simply gang punched from 
card to card. As the above step is 
completed, the master cards are sorted 
from the file. Next, the collect, third 
party, and other miscellaneous calls 
are removed and sent to an interpreter. 


Summary cards to be used in the 
preparation of the interline report are 
prepared at this point. The cards are 
sorted by the previously mentioned 
settlement code, then tabbed and a 
summary card produced to carry for- 
ward this information to the interline 
date. 


The collect and third number calls 
are now analyzed and the complete card 
sent to the companies using mark-sens- 
ing equipment or cut in size to that of 
a 1A ticket for companies using other 
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Tey 


Cook “"IMPAK” Generators 


FOR 60 CYCLE 110v-220 VOLT AC POWER 
WHEN AND WHERE YOU NEED IT 


This complete line of 
mobile generators with 
a size for every require- 
ment provides “power 
at the pole.” With dash 
mounting control panel 
for your truck, this 
high output 60 cycle 
AC generator will sup- 
ply electric power for 
such portable and fixed 
equipment as: chain 
saws, drills, electric 
hoists, air compressors, 
flood lights — any 
portable electric tool. 
Available in wattages 
of 1,000, 2,200 and 
3,500 for 60 cycle sin- 
gle phase AC power. Up to a 5,000 watt rating is available in a three phase, 
60 cycle generator. Output voltage of 115-240 volts are available. 


COOK CABLECOAT 


PROTECTED AND 
UNPROTECTED 


Terminal blocks in this neoprene splice cover can be provided — protected 
or unprotected. Selective pair protection is also available with either the 
Cook Minigap or Mytigap arresters. Protected terminals available in 
6, 12, & 16 pr. sizes; Unprotected in 6, 12, 14, 16, 18, & 26 pr. sizes. 
Can be open and reached without damage at any time. 


Manufacturers, suppliers, and printers to Telephone Men 


For further information, specifications or 
quotations on these telephone supplies— 
write, wire or telephone — 


SUTTLE EQUIPMENT COMPANY 


401 N. 15th St., Lawrenceville, Ill, 135 S. La Salle St., Chicago 3, Ill. 
Phone: Lawrenceville 782 Phone: DEarborn 2-3108 
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AMAZING U.S. 
MICRO-POWER 


the slightest drop in voltage. 


Actually anticipates power failure 
BEFORE voltage drops below a usable 


4 ACTS... 


. automatically to guarantee abso- 
lutely uninterrupted power. Not one 
precious second lost in load transfers. 


SAVES... 


... UP TO $300 PER MILE on new 
Micro Wave installations. Just one 
compact Micro-Power Unit replaces a 
costly array of complicated equipment. 


For Complete Information Write . 


UNITED STATES 
MOTORS CORPORATION 


102 W. FIFTH AVE. OSHKOSH, WISCONSIN 
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billing procedures and processed as be- 


fore. 


The entire file is now sorted by tele- 
phone number and collated with the 
cards previously accumulated. 


I am sure you are aware that the 
Bell System has conducted trial instal- 
lations at Woonsocket, R. I., and Potts- 
town, Pa. We are advised that these 
trials have and 
the Bell is proceeding to the 
conversion to mark-sensing which they 
expect to have completed by the end of 
1960, with major metropolitan 
completed by the end of 1959. 


been most successful 


System 


areas 


Several larger Independent compa- 


nies are also installing mark-sensing 
programs to coordinate with tabulating 
equipment now in The general 
acceptance of tabulating equipment, and 
a trend by the industry to mark-sens- 
ing, standardization of the 
toll ticket card to be prepared by the 
The ticket is designed by 
regular 80-column 


use. 


requires a 


operator. 
using a tabulating 


card. Columns 1 to 29, inclusive, and 
50 to 80, inclusive, are required to have 
identical use by all companies. Columns 
30 to 49, inclusive, are left for each 
company to determine their individual 
requirements. The 


clude the following data: 


basic columns in- 


Columns Field Description 
Date 

From place and state 
Billing number 
Minutes 


27 Settlement 


28 Type 

29 Class 

50-53 Terminating toll center 
or local tax for intra- 
state messages only 
Terminating revenue 
accounting center 
From central office- 
alphabetic 

To place and state 

To central office- 
alphabetic 

Charge 


54-56 
57-59 
60-77 
74-76 


77-80 


The data in 53 and 
54 to 56 are not used by all Independent 
Bell System 
companies do use this information. You 
will note we have not classified Columns 


Columns 50 to 


companies, but various 


30 to 49, inclusive, but there is a rec 
ommended use included in 
of the experimental installations. It is 
obviously of importance to the industry 
that tickets sent to another company 
be standard with respect to size, punch 
field layout and the interpreting field 
layout. 


The 


nished in its entirety to companies now 


now some 


mark-sensed card can be fur- 


using mark-sensed equipment, or the 
card can be trimmed to 1A ticket size 
which include all the information 
required by any revenue billing center. 
It is suggested that Independent com 
panies planning to introduce mark-sense 


ticketing consult with their connecting 


will 


Independent or Bell company to assure 
coordination and attain such assistance 


as 1S needed. 


YOURE SELLING—SO WHAT? 


Continued from page 5 


providing ‘‘the best possible service at 
the least possible cost.” 

In view of the importance that ou 
program has in 
favorable 


sales maintaining a 
position in the market, it 
behooves us to place our individual 
sales efforts under the microscope and 
examine the various components to see 
how well we are meeting our responsi- 
bilities. To with, 


selves a few basic questions: 


start let’s ask our- 


Are you, as top management of the 
company, convinced that this actually 
constitutes one of your cardinal respon- 
sibilities to the public? 

Do you have a sufficient amount of 
personal interest in the development 
of the program that you furnish to it 
your personal participation and the 
necessary direction that is required to 
insure its success? 

Do you provide your program with 
enough qualified personnel, adequately 
trained and properly equipped to can- 
vass your present and prospective cus- 
tomers on a systematic, well-directed 
basis? 

Under your present sales program, 
are you able to effectively measure the 


results that are being realized and 
compare them to quotas and objectives 
that were established? 

Through the efforts of your sales 
people, do you receive a “play-back” 
from your customers that tells you the 
strong points as well as the weak ones 
of the various products and services 
that you have to offer, that furnishes 
information concerning how the cus- 
tomer uses his service and how much 
value he places on the various products? 


If, after careful consideration of these 
questions, you can honestly say that 
your program does provide them, then 
I feel you can justly claim that you 
are fulfilling your responsibilities in the 
field of sales, at least to the extent of 
providing the 
quaint your subscribers with the many 
products and services that are available 
to further enhance the 
basic telephone service. 


tools to ac- 


value of his 


The true measure of the success of 
any effort is to be found in its results. 
Let’s take a look at the record to see 
if the results give any indication that 
we are realizing our sales objectives. It 
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Figure 1. Display of 60 Kv line grounded at 27 miles. 


Locate circuit faults exactly 
--- 4 to 200 miles distant 


Communication and power lines 
Use on any open wire line 
Direct reading, simple to use 


Use at carrier terminal, powerhouse, 
sub-station 


Shorts, grounds or opens up to 200 miles away can be lo- 
cated within a few yards with the improved Sierra 124A Line 
Fault Analyzer. The instrument, operating on radar princi- 
ples, sends a high amplitude pulse along the line under test. 
Discontinuities, even capacitors and transformer banks, ap- 
pear clearly; a complete picture of the line and its condition 
appears on the radar-type ‘'A’’ scope 


Two Pulse Widths 


To insure maximum readability, two pulses—a 1 micro- 
second, 1,000 volt pulse or an 8 microsecond, 500 volt pulse 

are provided. Other features include a sweep delay, mov- 
able distance step, sweep repetition rate of 60 cps and a high 
intensity flat faced cathode ray tube. Provision is made for 
camera attachment to the scope face. 


Bulletin gives details, 
actual utility operating experiences 


Data subject to change without notice. 


Sierra Electronic Corporation 
A subsidiary of Philco Corporation 


Cs 4695T Bohannon Drive * DAvenport 6-2060 
Kra Menlo Park, California, U.S.A. 


CD) 


Sales representatives in Major Cities 
Canada: Atlas Instrument Corp., Ltd., Toronto, 
Montreal, Vancouver, Winnipeg 
Export: Frazar & Hansen, Ltd., San Francisco, 
New York, Los Angeles 
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COOL PE 


when the heat’s on! 


Despite temperature extremes, you can 
depend on Kennecott lead-alloy 

sheathed cable to give perfect service! Its 
exclusive “Young Process” lead sheath and 
precision-wound tape insulation shrugs off 
heat damage that would greatly shorten the 
life of other types of insulation and 
sheathing. Proof of this is that Kennecott 
Telephone Cable lines have been giving 
superior service since 1897. Get full 

details from the Chase sales office near you. 


ivs KENNECOTT 


TELEPHONE CABLE 


CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 
DISTRIBUTOR FOR 


KENNECOTT WIRE & CABLE CO. 


SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 


CHASE WAREHOUSES and OFFICES: 

Atlanta Cincinnati Grand Rapids Milwaukee New Orieans St. Louis 
Baltimore Cleveland Houston Minneapolis Philadelphia San Francisco 
Baston Dallas Indianapolis Newark Pittsburgh Seattle 
Charlotte Denver Kansas City, Mo New York Providence Waterbury 
Chicago Detroit Les Angeles (Maspeth, L.|.) Rochester 
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Sahl 


TELEPHONE 
INDUSTRY! 


Stahl Side Boxes — convert pick- 
ups into efficient Service Trucks. 


Stahl TMI-76 — Lowest-cost 
Telephone Body in the Industry! 
» 


Stahl TMI-76 — Engineered and 
built to rigid specifications. 


Stahl Cable Splicer Body — built 
for longest, hardest SERVICE! 


MAIL THIS COUPON 


TODAY FOR COMPLETE 
INFORMATION & PRICES! 


Check product in which you are 
particularly interested. 


Stahl Metal Products, Inc. 
3490 West 140th St., Cleveland 11, Ohio 


NAME 


ADDRESS 





has been my good fortune to have had 
an opportunity to review the results 
of various company’s sales efforts, and 
in each instance they have been either 
comparing the revenue derived to the 
quota established, or the revenue de- 
rived to the cost of the promotion. 


I question if we can properly deter- 
mine whether or not we are meeting 
our basic responsibility to the public 
by looking at the revenue and expenses 
alone. Possibly we should look at the 
results in light of the number and kinds 
of items that have been sold and com- 
pare this to the items we have to offer 
for sale. With this type of analysis, we 
can more properly determine if we are 
exposing our customers to the full 
product line. 


You might be surprised, for example, 
to learn that our full product line is 
in excess of 100 products and services. 
With this potential in our portfolio, I 
believe you will agree with me that our 
sales reports should carry a consid- 
erable variety. A detailed review of 
your sales results may show a very 
limited number of items reappearing 
month after month. If this should be 
the case, certainly it would warrant 
some further investigation and remedial 
measures to improve the product ex- 
posure. 


All employes should be alerted to the 
profit potential and the additional value 
to the customers that each of the prod- 
ucts and services represents. All of us 
have a natural inclination to devote the 
majority of our efforts on those things 
with which we are most familiar, and 
it is quite easy to slip into the habit 
of trying to interest the prospective 
purchaser in the few basic items with 
which we are most familiar and which 
in our opinion are what the customer 
really needs. 


It will be time well spent if you will 
remind your employes that the majority 
of our products and services are sold 
on a monthly recurring basis and that 
some of the least expensive items to 
the customer generate continuing reve- 
nue for the company over the years, 
and add convenience and value to the 
customers’ basic service. 


There is a good possibility that a 
review of your sales results in light 
of the variety of items sold may result 
in some material changes in your sales 
approach. It may enable you to main- 
tain better employe interest and en- 
thusiasm, provide better service to your 
subscribers by furnishing more com- 
plete communications tailored to their 
individual requirements, and, at the 
same time, substantially increase your 
fulfill 
your responsibility to effectively mer- 
chandise your products. 


revenue and more adequately 


New ROHN 


SELF SUPPORTING 


COMMUNICATION 
TOWER 


* 120 ft. in height, fully self-supporting! 


>% Rated a true HEAVY-DUTY steel tower, 
suitable for communication purposes, 
such as radio, telephone, broadcasting, 
etc. 


Complete hot-dipped galvanizing after 
fabrication. 


Low in cost—does your job with BIG 
savings—yet has excellent construction 
and unexcelled design! Easily shipped 
and quickly installed. 


FREE details gladly sent on request 


Representatives coast-to-coast 


ROHN Man ufacturing Co. 


N16 Limestone, Bellevue, 
Peoria, Illinois 


“Pioneer Manufacturers of 
Towers of All Kinds” 
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Now that I have by “sheer accident” 
mentioned the term merchandising, I 
feel obligated to digress momentarily 
and analyze this suggested sales pro- 
gram to see if it is consistent with the 
objectives as well as the basic philos- 
ophy of a merchandising program. Mer- 
chandising, as you well know, includes 
many things in addition to promotion 
and sales. However, the end result and 
the only justification for a merchandis- 
ing program is the realization of in- 
creased profits through increased sales. 

Viewing in retrospect the suggested 
components for an active sales pro- 
gram, it becomes quite obvious that 
such a program will do much more 
than just sell. It will actually provide 
a number of the basic elements of a 
merchandising program, for it will con- 
tribute to good product planning, assist 
in establishing realistic pricing, provide 
current information concerning cus- 
tomer and employe attitudes, promote 
and sell our goods. With these elements 
incorporated in a sales effort, we can 
be assured of a substantial contribution 
from them toward the attainment of the 
objectives of an active merchandising 


program. 


As far as we in the General Tele- MPR VED DE SIGN | 
phone System are concerned, I can s 


best summarize our feelings toward our 


Se nee eee ee Extended mounting slot now fits ALL 


us the sales department isn’t the whole d d ? 8”’ H 1 
company, but the whole company should stan ar or pin spacings a 
be the sales department. 


To realize the tremendous benefits eliminates costly re-boring. 


that an active sales program offers, we 


are planning for each of our operating ALUMINUM CROSS-ARM 


companies a sales organization, profes- 


sionally trained, who will devote their ? TRANSPOSITION BRACKETS. 


full time and will be responsible solely 


for the systematic canvassing of all our Many new carrier circuit designs call for mounting slot fits all standard 12” or 8” 

present and prospective subscribers. a reduction in wire spacing from 12” to pin spacings . . . eliminates the need for 

In addition, a small nucleus of spe- . Normally this means thousands of costly re-boring, and saves you thousands 

7 ‘ : new pin holes must be bored . . . an __ of dollars per year. If you are planning to 

expensive and time-consuming job. Now  re-space and transpose wires from 12” 

. . . the new, improved Case cross-arm to 8” spacings, be sure to check first 
transposition bracket with the extended with Case. 


cially trained sales personnel will co- 
ordinate the various programs on a 
system-wide basis, and will assist in 
the development and staging of special 
; : : : nes oa SOLD BY LEADING DISTRIBUTORS IN THE U. S. 

promotions on a recurring basis in the 

various companies in order to keep our CASE BRACKETS .. . STRONG, LONG-LASTING, ECONOMICAL, 
subscribers better informed concerning ESPECIALLY ADAPTED FOR CARRIER-CIRCUIT CONSTRUCTION 


the many items that are available that Write today for free illustrated brochure. 
would add value to their present serv- 


ice. The cooperation of this sales group TRANSANDEAN ASSOCIATES, INC. 

working with and assisting our regular 

employe sales effort will, we believe, in- 305 MAIN STREET, ORANGE, NEW JERSEY 

sure the attainment of the maximum 

market potential in our operating areas , r ) CROSSARM 

at the earliest possible time. ? — .. oe 
It is my firm conviction that any 

company, regardless of its size and 

location, will as a result of inaugurat- 

ing a properly planned sales program : 

realize material improvement in their ~ << SPAN-POINT 

revenue, their public relations, their = BRACKET 

employe relations, their regulatory re- 
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NEW KLEIN 


slitting tool 


for all types of 
control cable 


Patents 2398979 
2691822 


Cat. No. 1558 





Here is a new tool developed by Klein, 
designed to slit insulation from flexi- 
ble cords, PWC, telephone cable with 
vinyl or polyethylene jackets and bus 
drop. 

Handle of cast aluminum, light in 
weight and with convenient grip; 
knife of tempered tool steel may be 
sharpened and is easily removed for 
replacement. This tool slits insulation 
from a few inches to as many feet as 
desired swiftly and simply. Does not 
damage conductors inside weather- 
proof sheath. 

Write for bulletin giving complete 
information. 


FREE POCKET TOOL GUIDE 


A free copy of the new 
Klein Pocket Tool Guide 
will be sent on request 
without obligation. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard 
Electric Corp. 
New York 


oor MLEEN 


1200 McCORMICK ROAD « 


& Sons 
Chcage 0A 


CHICAGO 45, ILLINOIS 


lations and their shareowner relations. 
The benefits that accrue to the 
different segments of our business and 
the satisfaction that we 


many 


are providing 


a more complete service to 
tomers is my the 
Thomas statement—‘‘You’re 


So What!” 


our cus- 


answer to doubting 


Selling 


VOICE IN THE DISTANCE 


Concluded fron 


number of calls whose transmission 


would be too high, would reach an 
unsatisfactory amount. ... In 


mining 


deter- 
proper via net 
considerations 


loss, several 
must be applied in the 
intertoll trunks. The 
can be computed in intertoll trunk de- 


sign by using the following equation: 


designs of 


loss 


Via net loss equal to via net loss factor, 
times the length of link in miles, plus 
.4 db, plus the “b” factor. 

It may be necessary to permanently 
connect facilities of many types in tan- 
dem to form a link. 
via net 


In such cases, the 
each type of 
facility is multiplied by its length and 
the via net the length is the 
sum of these products, plus .4 db, plus 
the “b” factor. 

Those of 
(Class 5) will be mainly concerned with 
trunk hooking into 900- 
ohm (500-type subset) de- 
the VNL 
requirement of your 
office trunk if owned by you. To those 
who operate Toll Centers (Class 4) or 
better offices will fall the greater bur- 
there 
course, that must be considered. 


factor for 


loss 


loss for 


you operating end offices 
terminations 
impedance 
signed 


(via net 


plus 


loss) + 2 


plant meeting 


things, of 
There 
rearrangements 
and additions that are usually required. 
We quote from page 139 in the Pacific 
Telephone & Telegraph report 
“A Survey of Telephone Transmission” 
in which these items are listed: 


den, and are several 


are certain equipment 


Co.’s 


(1) “S” pads are removed from the 
intertoll trunk equipment. 

(2) Primary centers (Class 3) and 
offices of higher rank requires an aver- 
age office balance of 27 db (for the 
standard deviation of 3 db or less). 
Two-wire switching offices having a 
lower balance, usually require office 
balancing. 

(3) Trunks to local offices having 
a 1,000-cycle facility loss of less than 
2 db require a 2 db pad at the switching 
point. 

(4) Loaded terminal lengths using 
H88 or loading of lower cut-off fre- 
quency having over 2 db 1,000-cycle 
loss, do not require pads, but must be 
equipped with impedance compensators. 

(5) Non-loaded terminal lengths 
usually require 2 db pads regardless of 
facility loss. 

(6) Terminal lengths operated on a 
carrier, and those equipped with hy- 
brid type voice frequency repeaters, 
require no special treatment. (Lengths 
employing “E” type repeaters are 
treated as if they were non-repeatered). 


(7) In trunk equipment using 120 


page 68 


type coils, the drop side blocking capaci- 
tor is made one microfarad to improve 
low frequency return loss. 


(8) Operator telephone sets usually 
require a modification in the 
circult. 


receiver 


Now that we’ve discussed the via net 


loss plan briefly, let’s go back for a 
moment to the plain, simple problem of 
providing our telephone customers in- 
creasingly improved service. Let us stick 
to just the transmission part of the 
problem. As I stated before, 


the custome) bette 


service 
something 
I also stated, it 
is fantastic what has happened to ow 
birth and I 


most all of us are ready to recognize 


wants 


than he has now. As 


industry since its 


guess 


that anything can happen in the future, 


and certainly continued improvement 


must be forthcoming. 


How do we do it? As far as we know 


at this time, there is no panacea, no 


bright light to 


point out to us a sure-fire transmission 


short-cut, there is no 


improvement plan to end all plans. But, 
there is a clarion call that we can all 
heed; this the 
mands to be heard. Not by the strained 
tomb-like office, but it 
longs to be heard loud and clear despite 


“voice in distance” de 


ear in a quiet, 
the distraction noises, etc., and despite 
routing. The problem itself 
can be stated simply without the use 


alternate 


of superfluous platitudes. 


We must assign our trunks, our local 
loops to make it possible for customers 
3,000 miles apart to talk as naturally 
and as pleasantly as customers within 
We must provide talk- 
ing paths with very small transmission 


the same town. 
losses that are rugged and cheap. Our 
telephone sets, our electronic devices, 
must be continually improved. If we 
must not 
wide variations in transmission between 
paths. In toll 
have the the 
future within our grasp. loss 


use switching ... we allow 


alternate nationwide 

dream of 
Via net 
will guarantee the consistency of qual- 
ity, long sought by telephone people, and 
the “voice in the distance” once again 
will have the quality of the person at 
your elbow. 


dialing, we 


Cause Produces Effect 

“T will not be as those who spend the 
day in complaining of headache, and 
the night in drinking the wine that 
gives the headache.—GOETHE. 
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TELEPHONE CABLE 
a PRESSURE-GUARD 


PRESSURIZED 
CABLE 
SYSTEMS 


The need for an automatic device to stand guard at inter- 
vals along pressurized cables has long been recognized. Now 
United Electric Controls has the answer . . . The Telephone 
Cable PRESSURE-GUARD. 

Developed by U.E., in collaboration with the Bell System, 
the PRESSURE-GUARD is now available to all Telephone 
Companies as an aid in reducing cable maintenance costs. 

In the past the location of a cable leak was a matter of man 
hours in climbing poles and manually checking pressure 
points. When the pressure guard detects a pressure drop it 
introduces an electrical resistance . . . which indicates at a 
central monitoring source a cable leak and the location. 


Specifications Pressure-Guard 


a 0 to 15 PSI 

2 +l PSI on falling pressure 
4 ry, oz 

Proof Pressure ...... Jsecseey an 
Electric Rating ; v0.01 amp 110V DC 
Load Resistor....Carbon composition 330,000 OHM 1 watt 
Take-Off Tube ..............Tinned Copper 6’ x 4” x 0.035 
Drop Wire . 6’ Type SJO #18 stranded 0.2 conductor 
Size . a evenly ae” Bae 
Approximate Weight os 14%, Ibs 
These specifications may be modified in a great variety of 
ways to meet the requirements of any given application 


Field Adjustment Range . 
Factory Setting . 
Pressure Response 


UNITED ELECTRIC manufactures a complete line of 
temperature, pressure, and vacuum controls. For appli- 
cations requiring custom-built units or modified stand- 
ard units, call upon a UE application engineer for 
recommendations. Write for complete specification and 
pricing data on the Telephone Cable Pressure-Guard. 
Similar data available on all other UE controls. 


Ts 
rage United Hectic Controls 
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GALVANIZED 
STEEL STRAND 


You can’t always pick the terrain over which 
service wires must be strung—but you can select 
guy and messenger wires that will hold lines in 
spite of high wind, snow and ice loading. 


For long, trouble-free service, choose CFal 
Galvanized Steel Strand. It is made of steel with 
exactly the right chemical and physical properties 
to assure high strength and easy workability. It is 
carefully drawn, cleaned and galvanized with a 
tightly-bonded coat of pure zinc to produce a 
corrosion-resistant finish that won't flake or peel, 
even when severely bent. 


CFal Galvanized Steel Strand meets or exceeds 
ASTM Specifications A-122 or A-363, or can be 
made in seven- or three-wire constructions to meet 
your specifications. Your nearby CFal representa- 
tive or local electrical distributor can give you 
complete details. Call him today. 


(Fl GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION ane 

Cans? 
Albuquerque * Amarillo + Atlanta * Billings + Boise + Boston * Buffalo * Butte > Chicago 
Denver * Detroit + El Paso + Ft. Worth + Houston * Kansas City * Lincoln * Los 
Angeles * New Orleans * New York * Oakland* Oklahoma City * Philadelphia + Phoenix 
Pértland: Pueblos Salt Lake City*Son Francisco*San Leandro* Seattle* Spokane* Wichita 
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MACHINE PRODUCTS 


COMPANY, INC. 
Old Lincoln Highway at 
Pa. Turnpike, Trevose, Pa. 


O Cable Bender 


Over 500 various items of Line Construction Tools, Maintenance 


Aerial Tents 
Cable Benders 
Cable Blocks 
Cable Lashers 


Coaxial Cable 
Tools 


Lashing Wire 
Clamps and Grips 


Portable & Power 
Reels 


| B,C, 0, E & G Cable Lashers 


| Special Purpose Tools To Specifications 
Literature on Request 


& comme possess in nae ater immediate Shipment 





Cut line-up time from 
hours to minutes with Airtronics 


Packaged 
Program 
Equalizer. 


Now, a self-contained packaged 
program equalizer. Specifically 
designed for operation on standard 
program-loaded or non-loadéd com- 
munications cables and open wire, 
but may be applied advantage- 
ously to a variety of other circuits. 

The Airtronics Program Equal- 
izer has pre-tuned circuits in 14% 
KC steps from 5 KC to 25 KC. 
All adjustments made instantane- 


ously by simple switch settings to 
desired frequency. Accurate equal- 
ization in minimum line-up time. 

Using sweep generator tech- 
niques, equalizing costs go down, 
down, down. Airtronics Equalizer 
is available in portable,wall mount- 
ing, or standard 19” or 23” rack- 
mounting arrangements. Special 
purpose equalizers available on 
order. Write today for full details. 


Another Airtronics Product for the Telephone Industry: 


Portable 


Test Hybrid Set eliminates make-shifts, 


speeds 


acceptance tests on toll and interoffice trunks 


A 


AIRTRONICS INTERNA TIONAL CORPORATION 


PRODUCT OF 
ae 


Sy 


P.O. Box 8576, Fort Lauderdale, Florida (6900 West Road 84) 


ACCIDENT CONTROL 


Continued from page 81 

ACCIDENT 

Now the fifth factor natural 
result of the first four Any of 
these factors or a combination of them 
lead to the next factor, and that is 
the accident itself. Now this factor, 
in turn, may or not result 
the sixth factor— 


is the 
factors. 


may into 


INJURY 
This is 
quence. We can 


OR DAMAGE 


known as the 
deaths, 
lacerations, etc., 
broken 
Therefore, accidental injury or damage 
is the natural result of a 
events which occur in a fixed and logi- 
cal order. It is like a 
This then is the 
an effective accident 


also conse- 


include frac- 
tures, abrasions, also 
smashed equipment, parts, ete. 
series of 


chain of se- 
vital clue to 
prevention 
gram—break or block the sequence. 

Now 
to interrupt this chain reaction at some 
point before the accident 
have said that we 
if possible. Now, 


quences. 
pro- 
then, as I said, our problem is 
occurs. I 
must block it 
these are the barriers 
that are used in a truly effective acci- 
dent prevention program. Now let’s 
take the first factor. What is the 
barrier here? It is the— 


also 


PROPER SELECTION 

The first opportunity for this is at 
the time of the employment interview 
and then the 
examination. 


pre-employment physical 
The employment inter- 
determine the applicant’s 
qualifications for the job and the doc- 
tor’s examination will determine the 
employe’s physical and mental fitness. 
After the worker is hired, it is up to 
the foreman or supervisor to exercise 
careful judgment in his 
men for the work he 
perform. 


view will 


selection of 
assigns them to 


PROPER ATTITUDE 
Now then, 
factor. 
of the proper 
We must 
that safety 
secondary 
Safety is of prime importance 
job, and it must be 
both large 
routine and special. 
doctrination or 


let’s examine the behavior 
Here we will erect the 
attitude 
understand 


barrie} 
towards safety. 
and 
come about 


appreciate 
does not as 2 
reaction to something else. 
on any 
planned for on 
and both 
Now, proper in- 
training courses are of 
importance in breaking the new 
worker in properly “safety-wise.” His 
first impressions are lasting, and they 
should reflect the best that the company 
has to offer 


tion viewpoint. 


all jobs, small, 


prime 


from an accident preven- 
REPORTING OF UNSAFE 
CONDITIONS 
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SS mister, is this pole gonna 
\ be here from now on? «if; 


Ho 2 


x \ \ 
Y ~ 


Maybe not from now on, but it will last for years and 
years. That is unless it's struck by lightning or some- 
thing. This is a T-C pressure treated pole. T-C's pressure 
treatment makes ‘em last. Our company uses T-C poles all 


the time. We found they last . . . almost from now on. 


Distributed by 


AUTOMATIC ELECTRIC SALES CORP. 
AND LEICH SALES CORP. 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 


we FORD MOTOR COMPANY 
with TELKEE, the Modern 
System of positive Key Control SHAWNEE. 


“88” BACKHOE and SPECIAL Heavy Duty LOADER 


Economy Priced! 
Today’s fastest backhoe. Digs 12’ deep, dumps at 9’9”, 


At Ford’s new Sharonville, Ohio plant—and at 

dozens of other Ford plants across the country— 

TELKEE Systems assure constant, fool-proof swings 188°. This hard-working tool reduces costs, 

control over the keys to every lock. TELKEE requires yee egg - wt verestite ond 

moves eosi rom tocation to tocation. ul e 

meg jane pty Pen sae ace wae 

ems 

and keys. : 
Available in capacities from 21 to 2240 key gend f° — premanteitanyniee 

changes, there’s a TELKEE System to fit your specifics" satin aoe perdi ; Rete Aresronpnin 

ffice. Write today for ‘“The Key poe son Soe ee eee ee 

a Se Thing” Blade, Crane Hook, Fork Lift, and Street 

° : Broom. 


P. O. MOORE, INC. Serving in many industries all over the world. 


A Subsidiary of SUNROC Corporation SHAWNEE MANUFACTURING CO.INC. 
The MOORE KEY CONTROL System 1947DB -N.Topeka Ave. * Topeka, Kansas 


GLEN RIDDLE 16, PENNSYLVANIA 
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TELE-POWER Duct Systems 
for communications and 
power and light wiring 


COMBINATION DUCT SYSTEM 
HAS SEPARATE COVERS 


Tele-Power Duct Systems have separate covers for 
these two important reasons: 1. The telephone in- 
staller or electrical contractor needs to install or re- 
move only the cover for the wiring that concerns him. 
2. The high and low potential wiring cannot be ex- 
posed to each other. 


Send for new folder. 


THe WAREMOLD “company 


HARTFORD 10, CONNECTICUT 





PRESSURIZE YOUR TOLL, TRUNK AND SUBSCRIBER CABLE 
WITH DRY AIR, THE MOST ECONOMICAL GAS AVAILABLE 


THE PUREGAS REFRIGERATOR COMPRES- 
SOR AIR DRYER IS A FULLY AUTOMATIC, 
DEPENDABLE LOW COST SOURCE OF DRY 
AIR FOR MAINTAINING CABLES UNDER 
PRESSURE. 


UTILIZES COMPRESSION, REFRIGERATION 
AND EXPANSION PRINCIPLES TO REDUCE 
THE RELATIVE HUMIDITY OF AMBIENT 
AIR FROM 100% AT HIGH TEMPERA- 
TURES TO APPROXIMATELY 2% AT 70° F. 


THIS SYSTEM OF DRYING MAKES POS- 
SIBLE A RELIABLE, MAINTENANCE FREE 
= AIR DRYER WHICH IS MORE ECONOMI- 


Features Include: CAL THAN NITROGEN FOR CONTINUOUS 


ADJUSTABLE HIGH AND LOW FEED PRESSURIZING OF AERIAL AND UN- 
PRESSURE ALARM 


TYPE 


QUALITY COMPONENTS 
BAKED ENAMELED CABINET 


22" Wide by 15" Deep by 39" High For Complete details write to: 


PUREGAS EQUIPMENT CORPORATION 


578 OAK STREET, COPIAGUE, L. I.. NEW YORK 


Unsafe conditions is the next factor. 
Here we will erect a barrier of prompt 
reporting of unsafe conditions so that 
corrective action can be taken. This 
is tied in very closely with the previous 
barrier. If a worker is given prope) 
orientation, he will accept the reporting 
of unsafe conditions as one of the basic 
responsibilities to his fellow worker. He 
should make the reporting of unsafe 
conditions a part of his job and should 
always be on the alert for them and 
report them promptly so that corrective 
measures can be taken. 


SAFE WORK HABITS 

Now this next factor, as I have indi- 
cated, is the cause of 88 per cent of 
all accidents occurring in industry—the 
unsafe action of the worker. The bar- 
rier that we put up here is called safe 
work habits. Here again, this ties in 
with THE PREVIOUS TWO BAR- 
RIERS. Of course, safe work pro- 
cedures are established by the company, 
and it is up to the supervisor to see 
that each individual worker under- 
stands and accepts the proper work 
procedures and that the worker himself 
acquires safe work habits. He should 
definitely get into the habit of working 
safely. This good work habit will carry 
him through even under circumstances 
when for some reason or other he is 
not quite up to par. Don’t take chances; 
follow safety rules; don’t short-cut; 
don’t be a chance-taker. A chance-take 
is a fool. When you take a chance, 
what do you gain?—A few minutes, a 


| little effort? But, what do you risk? 


Your life! 
PROTECTIVE EQUIPMENT 

In certain jobs in spite of what we 
do, we cannot completely eliminate the 
hazard so that we must plan to control 
the hazard and reduce the exposure. 
For example, we know that in the op- 
eration of a grinder, or drilling in con- 
crete and in other similar operations, 
particles will fly so we wear eye pro- 
tection to protect our eyes. We erect 
barriers and take other steps to protect 
those in the immediate vicinity. In 
instances where electrical circuits must 
be worked live, we use rubber gloves 
and other rubber protective equipment. 
Now if an accident does occur when 
we are working under these conditions, 
we will entirely eliminate the injury o1 
at least reduce the degree of injury. 


FIRST AID 

The final barrier is first aid. If an 
injury is suffered, we can almost al- 
ways prevent more serious results by 
prompt first aid and medical treatment, 
but I would like to stress here that first 
aid courses taught properly can actu- 
ally strengthen the barriers established 
earlier of proper attitude and safe work 
habits. 
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Accident prevention can now be por- | 
trayed as a science and as a work that | 


deals with facts and natural phe- 
nomena. It is a problem that may be 


solved by the same kind of reasoning | 


that is successfully applied to many 


other problems concerning which there 


seems to be a better general under- 
standing. As in mathematics, there 
are theorems in accident occurrence, 
for example: 

1. A personal injury occurs only as 
a result of an accident. 

2. An accident occurs only as a re- 
sult of an unsafe act or an unsafe con- 
dition. 


3. The unsafe act is committed or 
the unsafe condition exists because of 
the fault of persons. 

4. The fault of persons is acquired 
through their environment or are in- 
herent. 


Accident prevention is just that sim- | 


ple and logical. The problem is getting 
all employes to understand and accept 
what has been presented here. It can 


be done if each individual understands | 


and is sold on what you as a super- 
visor are trying to accomplish. 


NEW METHODS 


Continued from page 84 


ard methods obsolete. An awareness of 
new methods and a knowledge of new 
equipment as it is made available can 
result in operating economies. 


Along with the many new methods | 


used in plant construction, economies 
can be realized in the field of carrier 
systems. More and more pole mounted 
rural and subscriber carrier systems 
are seen each day. The savings in 
plant construction is undoubtedly fa- 
miliar to everyone. 


This year has seen the introduction 


of concentrator units in outside plants. | 


These pole mounted units have been 


proven in Europe and are now being | 
developed in this country. Units are | 
arranged so that 21 lines can be han- | 


dled by five trunks or 42 lines by ten | 


trunks. This arrangement lends itself | 
to the saving of many cable pairs be- | 


tween the central office and the con- 


centrator location. Units have been de- | 
veloped with built-in power supplies | 


requiring very small drains. 
As new methods are devised and 
used, the associated problem of train- 


ing personnel in their use cannot be | 


overlooked. As new devices are used 


the expected cost reductions cannot be | 


obtained unless personnel has been 


properly trained in the use of these | 


methods. The best method in _ the 


world is doomed to failure if the peo- | 


ple who are to use it are not made 
thoroughly familiar with “What” they 
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WHITNEY BLAKE 


neoprene 
jacketed 


fh TELEDUCT’ 


station 
wire... 


The built-in steel rip wire in WB 
Inside-Outside Station Wire adds quick, 
easy stripping to the already recognized 
advantages of this popular neoprene 
jacketed wire. It’s superior weathering 
qualities so necessary for long runs 
outside, it’s attractive neutral brown 
color that is unobtrusive inside, makes it 
possible to use only one type of wire 
for each installation . . . another 
WB product that provides savings to the 
Independent Telephone Industry. 

ead 

in GL 


This wire is REA approved 
WELL BUILT WIRES SINCE 1899 


WHITNEY BLAKE COMPANY 





NOW 


a Complete Program 
To Train Telephone Technicians 
Quickly, Easily, Economically! 
BASIC FUNDAMENTALS AC-DC 
ELECTRICITY, ELECTRONICS, CARRIER 
THEORY AND OPERATION ADVANCED 
TELEPHONE CARRIER TECHNIQUES. 

For Individuals or Company Classes 

Home Study or In-Residence 

Now, for the first time a practical, com- 
prehensive training program developed in 
collaboration with major American tele- 
phone companies and equipment manu- 
facturers and perfected in actual use by 
plant engineers and installation technicians. 
TT! fully qualifies you to install, operate 
and maintain telephone equipment. 
Write for complete information TODAY! 
Use this convenient coupon! 


——— TELEPHONE TRAINING INSTITUTE ——— 
P. O. Box 1986 Dept. A 
Portiand 11, Oregon 
Please send me full information about TTl's 
unique training program. 
Name____ 
Company 
Address 
City 





Zone State 


Porcelain Products’ 


TELEPHONE 
INSULATORS 


KEEP YOUR CUSTOMERS HAPPY 


Made of highest quality dry-process 
electrical porcelain ... Porcelain Products’ 
telephone insulators assure long, continu- 
ous service . customer satisfaction 
Porcelain Products, Inc. has served the 
telephone industry for decades, offering a 
complete line of insulators that meet 
AT & T and REA specifications . . 
simplifying installation . reducing 
maintenance. Write for complete infor- 
mation, today! 


Porcelain Products, Ine. 


CAREY onto 


are doing, “Why” they are doing it and 
“How” they are to do it. This can only 
be accomplished by the use of proper 
training techniques. 

Training techniques are available to- 
day for any company regardless of 
size. These techniques range from the 


simplest to the most elaborate. If a 
method is developed which saves costs 
and results in more efficient operations, 
it deserves to be presented with the 
latest and best training techniques. 
One will then be assured of the best 
results in the utilization of the method. 


MARK SENSE TOLL TICKETING 


Concluded from page 102 


the mark sense process to toll tickets 
change in the toll 
board equipment with which the oper- 
ator works. 


necessitates some 


(1) Ticket slots (associated with 
keys) need to be extended or replaced 
with a new slot of sufficient length to 
accommodate the longer mark sense 
ticket. It is estimated that proper size 
slots could be obtained at $4.40 per pair 
—for a position with eight cords the 
cost would be approximately $17.60. 

(2) The Type 33 Calculagraph must 
have the left handle offset to clear the 
wider mark sense ticket. Recent esti- 
mates indicate the factory cost for this 
modification would be approximately 
$14.40 per clock plus handling charges. 

(3) Ticket storage boxes in the face 
of the board would need to be modified 
or new boxes provided of sufficient 
width to accept the wider mark sense 
card. It is estimated that replacement 
boxes would cost about $8.00 each with 
approximately a $2.50 installation 
charge for each. 

(4) While traffic is not involved with 
drawings and specifications it is of in- 
terest to note that approximately $2.00 
per position would be expended in 
bringing these up to date to reflect the 
above changes. 


The larger and heavier mark sense 
ticket presents problems as to how to 
get them traffic to accounting 
without The best method 
found to date seems to be a special car- 


from 
damages. 


rying case similar to a laundry mailing 
The question of mailing vs. 
or other transportation is one that will 


case. bus 


need to be decided in each exchange de- 
pending on volume, distance to account- 
ing center, etc. 

Industry trials of mark-sensing to 
date have reflected no savings in traffic; 
in fact, traffic costs may be somewhat 
higher until the operators develop pro- 
ficiency in mark-sensing techniques. 
The Bell System trials indicated, how- 
that a 
realized. 


ever, company savings can be 
It would be foolhardy to say carte 
blanche that the mark 


will produce a savings for all compa- 


sense process 
nies and for this reason each company 
should make complete cost studies be- 
fore deciding whether to change from 
their current operation. I am sure that 
the USITA Committee on Mark-Sens- 
ing and the connecting Independent or 
Bell companies will be happy to assist 
any company in completing a cost an- 
alysis on which to base their decision; 
if a definite savings cannot be shown, 
adoption of mark sense processes would 
seem questionable. 

The data which has been presented 
was, in the main, developed from the 
limited industry experience which cov- 
ers a relatively short period. The 1958- 
59 trial runs planned by the Bell Sys- 
tem and larger 
should develop more information and/o1 
confirm findings to date thus assisting 
the industry in the 
nomic feasibility of adopting this new 


several Independents 


determining eco- 


practice. 


EFFECT OF DDD ON TRAFFIC 


Continued from 


hesitancy in providing sufficient posi- 
tions to meet these peak traffic periods. 

The method used to provide these 
positions in the Warren toll office, does, 
I think, provide a 
and economical 


most satisfactory 
arrangement. It 
ables the operating room management 
personnel to maintain a balance be- 
tween assignments for Direct Distance 
Dialing operation and operator handled 
traffic. 

Ten of the regular outward toll posi- 
tions were slightly modified for DDD 
operation. 


en- 


The installation of this equipment on 
the positions in no way impaired their 


page 112 


usefulness as a regular toll position. 
The normal operating arrangement is 
for the completion of regular toll traf- 
fic. They are only in the condition for 
answering Direct Distance Dialing calls 
during the interval from the time the 
“Access” key is operated and the “key- 
ing-up” of the last digit, of the seven 
digits of the calling customer’s tele- 
phone number, about four seconds. 

As not more than three operators, up 
to this time, have required to 
satisfactorily care for the Direct Dis- 
tance Dialing traffic, it will be readily 
appreciated that there are not only 
sufficient positions for growth but to 


TELEPHONY 


been 





NO HOP, SKIP OR JUMP 


SPCC SES EEE OSES EEEEEEE 


OVER THE FLOOR 
: WIRES GO ANYWHERE 


eeeeeeeeeeeeeeseeee 


FLEXIDUCT — 
A QUICK EASY 
INSTALLATION, SAFE — 


F 


NEW wricHtT 


Type C’ Pull-A-Ways 


THREE sizes—1'/2, 3 and 6-Tons 


ce TA-TON an 3-TON 


FEATURES 


e Lubricated forlife 
e Hooks 
are drop-forged 


e Special alloy- 
steel chains 


e Chain sheaves 
of drop-forged 
alloy steel 

e Gear teeth cut 
to precision limits 
e Load brake 

is dependable 
and safe 

e Weights: 

14 -TON, 23% Ibs. 
3-TON, 36% Ibs. 
6-TON, 63 lbs. 


Write to York, Pa., office for 
complete information 


eeeeeeceeeeee 


STUMBLE-PROOF 


SOPH SSESESSSEEEESESESESEEE 


Rubber Flexiduct, already proved by thousands of 
users, solves your over the floor wiring problems 
effectively, economically, and efficiently. 

Can be applied quickly and easily with special cement 
on any type floor without use of screws or fasteners. 
Adheres firmly, yet can be removed without difficulty. 
Available in two sizes accommodating up to 50 con- 
ductors yet using 6 component parts including Riser 
and angle fittings. 


Get maximum safety and 
wire protection at less cost. 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, = 
San Francisco, Bridgeport, Conn. 


Contact your jobber or write 


WINDERS & GEIST, INC. 


2219 No. Cotner Bivd. Lincoln 5, Nebraska 


Arrow’s T-25 Staple Gun 
Saves You Time and Money! 


SAVE! 


For Wire Up To %4” in Diameter 
Radiant Heat, Telephone, Inter-com, Burglar Alarm, etc. 


. . . Bell, Thermostat, 


SAFE! 


Can’t damage wire be- 
cause staples automati- 
cally stop at right height! 
Won’t even break %4” 
hollow glass tubing. 


FAST! 


Proved by test 6 times 

vot faster than old hammer 

: S : method. Saves you 70% 

A ; ; 1 in fatigue and efficiency 

. . . Saves many dollars 
a year. 


HOLDS! 


New staples get tremen- 
dous holding power from 
tack points that spread 
to lock themselves into 
wood! 


Directory 
for the 


Tapered striking edge gets into tight corners! 
Citizens Telephone Company 


T-25 AUTOMATIC STAPLE GUN for wires 
up to 1/4” in diameter. Uses 3/8”, 
7/16” and 9/16” round crown staples, 
galalloy coated for high rust resistance. 


LIST $15. 


Printed by 
R. R. DONNELLEY & SONS COMPANY 


350 E Twenty- nd Street, Chi 16 
eT rey Pet nt ee Write for catalog W*+2-2-2-4, A ae ,0 2-0 Ae dd 


and information. ONE JUNIUS STREET, BROOKLYN 12, N.Y. 
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- COMMERCIAL 


It’s as simple as that! . and 
Commercial installations are 
proving this point to hundreds 
of users year after year. So 
whenever you order cords—re- 
member, A-B-C and be satisfied! 


You name ’em...we make’em! 


© Straight Neoprene-Jacketed Instrument 
Cords with twisted or parallel inners. 


© Neoprene-Jacketed Retractable Cords. 


® Nylon Operators’ Cords and Switchboard 
Cords, with or without plugs. 


© Neoprene Handset Cords with moulded 
strain reliefs. 


All Commercial Instrument Cords 
Now Available in Color 


Write for Catalog, Samples 
and Prices. 


COMMERCIAL CORD 
@) compPaANy, INC. 


CLIFTON SPRINGS, N. Y. 
Phone: HOward 2-2311 


care for any unusual peak periods for 
some time to come. 

There are two lamps, one white and 
one red, mounted on a standard lo- 
cated on top of the switchboard mid- 
way between the 10 positions. These 
lamps enable the chief operator and 
her maintain constant 
supervision as to the promptness with 
which the trunk signals are being an- 
swered and the adequacy of the opera- 
tor trunks between the Direct Distance 
Dialing system and the positions. 


assistants to 


The white lamp is a multiple of the 
trunk lamp on the positions. When 
this signal is flickering ‘‘on” and “off’’ 
the staff is that 
an adequate number of positions are 
assigned for this purpose and that the 
signals are being promptly answered. 
If this lamp should remain steadily 
lighted it indicates that additional op- 
erators are required. 


supervisory assured 


The red lamp provides a visual sig- 
nal when all trunks are in 
use and customers attempting to place 
calls through the Direct Distance Dial- 
ing system are being delayed in pass- 
ing their station number to the opera- 
tor. Any time this lamp should light, 
the chief operator or her assistants will 
call the chief switchman immediately. 
If no trouble is found, the chief switch- 
man will the traffic engineer, 
whose duty it will be to determine if 
additional trunks are required. 


operator 


advise 


Access to Dialable Points 
While it is important to pro- 
vide sufficient DDD equipment to have 
adequate trunking and a liberal force 
to answer the Direct Dis- 
Dialing they will, of 
themselves, produce no savings. 


most 


customers’ 
tance signals, 

These savings will materialize only 
when handled traffic is 
verted to customer dialed traffic. 

While practically all possible short- 
haul customer dialable traffic will au- 
tomatically convert to customer dialing, 
it is essential, if maximum traffic sav- 
ings, as well as compensation payments 
received the traffic agreement, 
are to be maintained as near as possi- 
ble at their prior level, that all pos- 
long-haul traffic which can, 
without violating authorized routing in- 
structions, be 
dialing. 

This authorization should be done 
only by someone who is familiar with 
both 


procedures. 


operator con- 


under 


sible 


authorized for customer 


routing and nationwide dialing 


Records 

You 
the records being maintained by War- 
ren Telephone Co. traffic engineers to 
keep management and operating room 
personnel advised of the performance 


may be interested in some of 


and operation of the Warren DDD sys- 
tem. 

Peg count and “all trunk busy” me- 
ters have been installed to record the 
performance of all essential units of 
the DDD These include 
ticketer attempts, operator attempts, 
tabulator attempts, ATB’s on transend- 
ers, access code trunks, circuit groups 
and units. These 
meters are read each day, at midnight, 
except during the two peg count days 
each month, when they are also read 
each hour from 8 a.m. to 5 p.m. to ob- 
tain “busy hour” data. 


System. 


other miscellaneous 


Basic information, as shown in Table 
1, is compiled as early as_ possible 
each day and entered on forms avail- 
able to management and operating room 
personnel to them as to the 
daily performance, not only of the 
DDD system, but the operator-handled 
traffic as well. 

At the end of the week the data in 
Table 
and copies are furnished the manage- 
and operating 
This data is also platted daily on a 
graph. 


advise 


1 is typed as shown on Table 2 


ment room personnel. 


This data, together with certain othe: 
basic data, is for each business day of 
the month, and is entered on a special 
record in both daily and accumulative 
At the end of the month the av- 
erage of of these 
pared as shown in Table 


form. 
each items is pre- 
3 and copies 
are forwarded to management and op- 
erating room personnel. 

othe) are kept by 
the traffic engineer to check the pe? 
formance of the DDD system and to 
that the customers of Warren 
Telephone Co. have access to all cus- 
These 


include average business day messages 


Various records 


ensure 


tomer dialable points. records 
for both customer dialed and operator 
handled traffic ticketer 


attempts per customer dialed message, 


and operator 
percentage of dialed 
sages of total messages, percentage 
of “busy hour” of total day for various 
items of traffic, and records of all points 
accessible for customer dialing. 


customer mes- 


If you now have a Direct Distance 
Dialing system in service and are not 
keeping records on basic items, I would 
recommend that 
possible. I 


you start as 


would 


soon as 
recommend to 
the rest of you that as DDD systems 
are placed in service in your offices that 
you start compiling this information 
the day the system is placed in service. 

Without this data you do not know 
where you have been, where you are, 


also 


or where you are going. 


Maintenance Cost, Savings 
While 


not 


maintenance costs or savings 
usually considered in a dis- 


cussion of matters pertaining to traffic 


TELEPHONY 


are 





operation, I would like to touch on them 
briefly as I know there are several 
in this group who are particularly in- 
terested in this phase of Direct Dis- 
tance Dialing operation. 


Not being familiar with any other 


DDD system, other than the one in- | 


stalled in Warren, I must, of necessity, 


confine my remarks to that particular | 


system. 


The DDD equipment was installed in 
a room provided for this particular 
apparatus. It is so laid out that it can 
be increased to more than double its 
present size without an addition to 
the building. If and when an addition 
to the building is made, each compo- 
nent part of the system—ticketers, tran- 
senders, perforators, etc.—can be added 
to and grow in a systematic and logical 
arrangement. 


The system was installed and has 
been maintained without any increase 
in the maintenance force due to its in- 
stallation. The alarm system of the 
DDD system is tied in with the alarm 
system of the local office. 


toutine testing of the DDD system 
has been coordinated with that of the 
local system. 

We believe, although we have no data 
to substantiate this belief, that the 
installation of this system in a sepa- 
rate room, without crowding, has been 
a material factor in the low mainte- 
nance cost. 


Non-Billable Messages 

Another question of high priority re- 
lates to the number of DDD messages 
which are returned from the billing 
department as unbillable due to either 
an error in the customer’s number or 
no master rate card being available 
for the central office code dialed by 
the customer. 


For a 69-day period, during July, 
August and September, a total of 298,- 
029 messages were handled through the 
DDD system. Of these, the billing de- 
partment reported 580, or .19 of 1 per 
cent as being non-billable. Expressed 
another way it represents one appar- 
ently unbillable message in each 514 
DDD messages, an average of 8.4 per 
day. 

The unbillable IBM cards, on which 
the message data is tabulated, are for- 
warded by the billing department to 
the chief switchman and the traffic en- 
gineer to determine, if possible, the 
cause of error and if correct billing in- 
formation can be determined. 

From these analyses, minor troubles 
in the DDD system have been cleared 
and it has been possible to return many 
of the IBM cards to the billing depart- 
ment for billing. 
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FOR TODAY’S aud TOMORROW'S NEEDS 


FULLY COLOR-CODED 
TELECABLE 


Simplify your cable splicing and 
terminal installation by asking 
for the new fully color-coded 
Whitney Blake TELECABLE . .. 
it offers the same high quality 
that has made TELECABLE 

a recognized leader in the 
independent telephone industry. 
An 8 mil aluminum shield 
applied longitudinally replaces 
the 4 mil spiralled shield 
formerly used on all popular 
sizes. Manufactured in 
accordance with REA 
specification PE-22. 


Quality is remembered 
long after price is forgotten. 


INDEPENDENT 
j 
\ 


WELL BUILT WIRES SINCE 1899 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 





IF WE MISSED YOU 
IN CHICAGO eee 


Please write for details! 


There is a 
DROPOSITORY 
specifically 
suited to 
your needs 


Complete 
SELF-SERVICE 
Equipment for 

Payment of Bills 
“after hours" 


PAYMENTS 
MODELS 


ECONOMICAL 
PLATE-GLASS 
INSTALLATIONS 


(may be installed in WALLS) 
The 


MOSLER DROPOSITORY Corp. 


formerly a division of Cramer Safe Co. 


GRANDVIEW, MISSOURI 
Telephone (KC exchange) SO 1-8911 


SAFEGUARD 


Your 


TIMBER PRODUCTS 
With 


- WILLIAMS - 


SPECIALIZED 


Inspection Service 


Inspection of poles, crossarms, 
lumber, piling and cross ties. 


Inspection of the 
treatment of 
products. 


preservative 
these timber 


Analyses of wood preservatives. 





Consultation and specification 
writing. 


A. W. Williams 
Inspection Co.. Ine. 
Main Office and Laboratories: 
Mobile, Ala. 


Branch Offices: New York, N. Y. 
St. Louis, Mo. Portland, Ore. 


INSPECTORS STATIONED 
THROUGHOUT U. 8S. A. 


Established 1921 — Member A. C. I. L. 








It is my belief that if actual figures 
were available as to the number of mes- 
sages returned for billing, the actual 
non-billable messages would not be 
greater than .15 of 1 per cent. 


One of the principal causes of er- 
rors was due to the numbering system 
in effect. Prior to Sept. 21, the tele- 
phone numbers in five of the units hav- 
ing access to the DDD system had tele- 
phone numbers consisting of five num- 
erals, while the numbers in the three 
other units consisted of two-letters and 
five numerals. As the calling cus- 
tomer’s number had to consist of seven 
numerals to satisfy the DDD system, 
it was necessary for the DDD opera- 
tors to “key-up” two zeros preceding 
each five-numeral number. As the ma- 
jority of DDD calls came from cus- 
tomers in five-numeral offices, the DDD 
operator would, at times, “write up” 
the two “zeros” on a call from a two- 
letter-five-numeral unit and not be con- 
scious of having done so. This arrange- 
ment also caused some confusion among 
the customers in giving the number of 
the telephone being used, as many had 
their homes in a five-numeral unit and 
their place of business in a two-letter- 
five-numeral unit, or the reverse. 

This longer in 
effect as, on Sept. 21, all numbers in 
all units were changed to two-letters- 


arrangement is no 


five-numerals. Although no data has as 
yet been compiled to determine what 
improvement, if any, this has made in 
the number of errors in the calling cus- 
tomer’s number, it is my belief that 
there will be considerable improvement 
in correcting this type of error. 

One cause of messages to points in 
other 
billable is the conversion 
office to two-letter num- 
without any being 
available as to their possible conver- 
sion. As these are not 
listed in “The Direct Distance Dialing 
Reference Guide,” the billing depart- 
ment could not check them and the 
IBM card forwarded as 
being non-billable. In these 
was necessary to call the 
of the Bell secure 
the necessary information to prepare a 
master rate card. 


that the 


areas being reported as _ non- 
of a central 
five-numeral 
bers information 


conversions 


message was 
cases, it 
routing en- 


gineer company to 


I believe performance, in 
regards non-billable DDD 
very excellent one and 
speaks well of the performance of the 
DDD system and the DDD operators, 
and the Warren customers as well. 


Warren, as 


messages 1S a 


Let me say, in closing, that Warren 
Telephone Co. is than pleased 
with the performance of its Direct Dis- 
tance and the 
tion accorded it by its customers. 


more 


Dialing system recep- 


COURTS AND COMMISSIONS 


Concluded from page 118 


Ness City and Hoisington (TELEPHONY, 
July 26). The company had asked for 
a $33,965 annual increase. 


North Carolina Company 
Ordered to Serve 47 


The Morris Telephone Co., Roxboro, 
on Oct. 15 was ordered by the North 
Carolina Utilities Commission to serve 
“without undue delay” 47 residents in 
Person County who had asked for 
Southern Bell Telephone & Telegraph 
service. 

The Southern Bell 
to provide service from its Reidsville 
exchange, but the commission ruled that 
Morris Telephone Co. was “morally and 
legally obligated” to provide the serv- 
ice. 


residents wanted 


noted that the cost 
to Southern Bell would be excessive 
that Morris Telephone had ex- 
pressed a willingness to provide the 
service through its Yanceyville ex- 
The commission found that 
Morris had obligated itself to serve the 
petitioners (the 47 residents) who re- 
side within its service area, “and it is 


The commission 


and 


change. 


now its moral and legal duty to do so.” 


It also noted that the Morris company 
has said it is prepared to get service 
to the area 1959 while it 
sometime in 1960 before 
Southern Bell could provide service. 

Southern Bell at a hearing had con- 
tended it would not be feasible to serve 
the area through the 
change, and the commission agreed, 
stating that the $3,400 the company 
would realize in revenue would hardly 
be enough to pay maintenance 
and ad valorem taxes. 
had they 
and socially closer to than 
Yanceyville, but the said 
the mileage costs would be less through 
Yanceyville than Reidsville and it would 
be less expensive for Morris Telephone 
Co. to serve the area. 


sometime in 
would be 


Reidsville ex- 


costs 
The petitioners 
contended are economically 
Reidsville 


commission 


Ill. Independent Asks Raise 

The Chesterfield-Medora 
Co., Chesterfield, 
Illinois 


Telephone 
petitioned the 
Commission for an 


has 
Commerce 
increase in rates, it was reported on 
Oct. 1. The raise would be effective 
for the company’s Chesterfield, Medora, 
Hettick, and 
changes. 


tockbridge Piasa_ ex- 
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FOR 
EXPANSION OR MAINTENANCE 


TELEPHONES SWITCHBOARDS RELAYS 


A.E. type 40 Monophones Federal +25-C PABX Kellogg 
W.E. type 302 Handset North CX-1000 Western Electric 
Leich +90! Magneto BD-110 Automatic Electric 


PROTECTION A.E. Information Turrets Stromberg Carlson 


(Central office) SWITCHES JACK & LAMP STRIPS 


Cook Kellogg 
A.E. Connectors Western Electric 


Western Electric 

A.E. Selectors Stromberg Carlson 
POWER EQUIPMENT A.E. Repeaters Automatic Electric 
Subcycles KEY BOXES CARRIER EQUIPMENT 


Battery Eliminators 


Battery Chargers W.E. +6017-E W.E. +H-I 
(RECONDITIONED BY BUCKEYE) 


BUCKEYE TELEPHONE & SUPPLY CO. 


DEPT. T HU 8-0655 COLUMBUS 21, OHIO 


PENGO AUGERS 


...the most profitable 
tools you can buy! 


LOWERS 
3300 LBS. 


*. wee Single Line 
‘ - ‘ ‘ hr 
ino EXTRA HEAVY DUTY OFFSET 4 | N 3 6 TONS 
TWIN HELIX AUGERS FLIGHT AUGERS BORING HEADS | OR MORE 
For hole diameters For hole diameters (For any continuous-helix H with pulley blocks 
an 


14” through 84’) 6 through 36” — shown type earth drill or post 


with Gravel Guards) hole augers, 8” through a 
30” diameters) N +\ Unlimited cable travel 


... Portable .. . Hand 


14’ wire rope 


f ~~ fi’ H 
| i oa ei Operated 
,e ves } | 1 Eee || Standard equipment 


with refineries, engi- 


bell): {if neering contractors, 
- a] mines, pile drivers. rail- 
‘ | \ fem ways, electricians, tele- 


HEAVY DUTY SCREW BITS PENGO \ va phone and utility cos., 
wen tana f steel erectors, plumbers, 
’ sawmills, all rigging. 


OFFSET FOR 
BORING HEADS SMALL HOLES 


Write today for complete PENGO catalog of 
profit-making augers and accessories; please 


Mississippi 
address Dept. 0-10. East of Mississippi 


Princeton Griphoist, Inc. 
32 George Street 
Boston 19, Mass. 

West of Mississippi 

ENGINEERING CO., INC. Griphoist, Inc. 

424 Bryant Street 


Santa Clara, California , j E San Francisco 7, Calif. 
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TEST 
EQUIP MENT 


COMMUNICATIONS UNIT Model M 
© For Inter-com Use 

© Saves Time & Money 

© Restores Service Faster 


Unit enables point of work 
communication in check- 
ing and aligning exchange 
equipment. Transistor pow- 
ered amplifier with com- 
bination transmitter- 
speaker, batteries and 
switching. Output + 3 
D B into line. — 12 D B from line pro- 
vides sound output which can be heard from 
20 to 30 feet. Units may be operated 
through carrier equipment. 


QTEWART BROTHERS 


v f Instrument Laboratorie 


Chicago 10, Illinois 


R.G. HALEY & CO. 


SPITZER BUILDING 
TOLEDO 4, OHIO 


Obituaries 

JOHN O. Tipp, 58, district manager 
for the United Telephone Co. of Mis- 
souri at Maryville, Mo., died unexpect- 
edly on Oct. 1 at Maryville. Mr. Tidd 
succumbed to a heart condition after 
a short, three-day illness. 

He began his telephone career in 1920 
Kan., later 
and operating the Perry, Kan., ex- 
change. From 1925 until 1929 he 
worked for the Southwestern Bell Tele- 
phone Co., resigning to join the United 
System at Odessa, Mo., as troubleman. 


at Lawrence, purchasing 


He held manager’s responsibilities at 
Appleton City and Lebanon, Mo., and 
Siloam Springs, Ark., until 1945, when 
he purchased the Braymer, Mo., ex- 
change. In 1947, he rejoined the United 
System, managing the Nodaway Tele- 
phone Co. at Maryville. 
he became 


In later years, 
district manager of the 
northwest portion of the United com- 
pany’s Missouri system at Maryville. 

Mr. Tidd was a member of the Theo- 
dore Gary Chapter of the Independent 
Telephone Pioneer Association. 

He is survived by his widow, a son, 
and two brothers. 


GEORGE SHEETS, for the past eight 
years Washington representative of 
Stromberg-Carlson, a division of Gen- 
eral Dynamics Corp., died on Oct. 11 in 
Washington after a long illness. 

Mr. Sheets, a native of Findlay, O., 
was a veteran of World War I, in which 
he served in the Balloon Service of the 
U.S. Signal Corps. From 1919 to 1941 
he was a manufacturers’ representative 
in Pittsburgh, and later in New York 
City. During World War II, Mr. Sheets 
served as a civilian employe of the 
Navy Department in Washington. He 
joined Stromberg-Carlson in 1950. 

Mr. Sheets in 1956-57 served as sec- 
retary of the Washington chapter of 
the Armed Forces Communications & 
Electronics Association, and at the time 
of his death was a member of that or- 
ganization’s board of governors. 

He also held memberships in the 
American Ordnance Association, the 
Air Force Association, National Secur- 
ity Industrial Association, American 
Society of Naval Engineers, and the 
National Aviation Club. 

He is survived by a step-daughter, 
Mrs. T. B. Koonce Jr., of Jacksonville, 
N. C., and a step-son, Fred Norman, 
of Guatemala City, Guatemala. 


Louis DerRoIsy, 58, of 
Electrique, S.A., Antwerp, Belgium, 
died recently of a heart attack. A grad- 


uate of the University of Liege and of 


Automatique 


A CHRISTMAS GIFT 


Headset Operators Will 
Appreciate and only $1.00 


1 attractive Tele-Muff Jrs.. 
in gift box, mailed to re- 
cipient with your name en- 
Send 


order and we will ship in 


closed. money with 


December or when you 


prefer. 


TELE-MUFF CO. 
Box 832 


San Fernando, California 


How to CONTROL and 
ALARM the TOWER LIGHTS 
of UNATTENDED Microwave 

and Communication Stations 


PHOTO ELECTRIC PANEL 
Automatically turns Tower Lights 
OM and OFF im accordance with 
FCC regulations 


FLASHER PANEL - Automatically 
Flashes Beacon Lamps — with 


 @ ue Z 
PERSE ***E9 


Model LC 201 


TOWER LIGHTING CONTROL UNIT 
(for Two Light Levels) 


Model LC 101 (for Single Light Level) 
Model LC 301 (for Three Light Levels) 
Models also available with separate 
Alarm Signal for each Beacon Lamp. 


Write for descriptive Bulletins 


r~—-HUGHEY & PHILLIPS, INC.-—. 


Manufacturers of 
300 MM Beacons, Obstruction Lights, 
Photo-Electric Controls, Beacon Flashers, 
Special Junction Boxes, Microwove Tower 
Light Control & Alarm Systems, Remote 
lamp Failure Indicator Systems, ond 
Complete Kits for: Tower Lighting, Sleet 
Melter Power & Control. 
3200 NORTH SAN FERNANDO BLVD. 
BURBANK, CALIF. 
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the Institut Montafiore, he had nearly 
30 years’ service with the Belgian affili- 
ate of Automatic Electric International. 
For some years Mr. Deroisy was a 
sales engineer representing the com- 
pany in Iran, Iraq, Syria and Turkey. 
At the time of his death he was in 
charge of engineering liaison with the 
Belgian Telephone Administration. 


Tell Officers of N. C.-Va. 
Cooperative Association 

The Carolina-Virginia Telephone 
Membership Association, Inc., Clinton, 
N. C., on Oct. 11 announced the follow- 
ing officers: President, L. A. Edwards 
of Clinton, N. C.; vice president, W. H. 
Hardy of Dobson, N. C.; secretary- 
treasurer, Thatcher Carr of Elizabeth- 
town, N. C., and executive secretary, 
R. M. Holland of Roseboro, N. C. 

Mr. Holland reports the association 
was incorporated under the laws of 
North Carolina on May 27, 1957, for 
the benefit of telephone cooperatives in 
North Carolina and Virginia. He fur- 
ther stated: 


“The main objectives of the associa- 
tion are education of employes of the 
cooperatives in the two states and dis- 
semination of information to subscrib- 
ers of rural telephone service as well 
as the public-at-large. 

“Also the association is working for 
better inter-connection contracts and 
for extended area service. 

“In general, it is the parent associa- 
tion for all rural telephone cooperatives 
in the two states.” 


apg Asks FCC To Expand 
U.S.-Bahamas Overseas Link 

Plans for an “over-the-horizon” radio 
system between the United States and 
the Bahamas were made known on 
Oct. 15 in an application filed by the 
Long Lines Department of American 
Telephone & Telegraph Co. with the 
Federal Communications Commission. 
The new system would supplement ten 
existing radio-telephone circuits now in 
service between the United States and 
the Bahamas. 

According to an announcement by 
Long Lines, the company was request- 
~~ authority to use frequencies in the 

2,110-2,200 megacycle band for the new 
system which is needed to handle ex- 
pected growth. 

Terminal facilities in the Bahamas 
would be owned and operated by the 
Telecommunications Department of the 
Bahamas Government while the U.S. 
terminal would be owned by Long Lines 
and located at Florida City, Fla. 


Empathy 

“There never was any heart truly 
great and generous that was not also 
tender and compassionate.’”’—SouTH. 
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WHITNEY BLAKE 


Available in Brown or Ivory Jacket in 22 
and 24 A.W.G. from 6 to 76 pairs. WB 
Inside Wiring TELECABLE offers many ad- 
vantages including: 


© Light weight for easy installation 
Moisture resistance for damp ducts 
Plastite insulation resists crushing 

Easily pulled when installing in ducts 
Unaffected by humidity 


Easy to terminate 


Full color-coded insulation assures lasi- 
ing polarity identification 


Jacket is tough, flame and abrasion ro- 
sistant 


Steel rip wire makes stripping easy 


Permanently marked with gage and 
number of pairs 


WELL BUILT WIRES SINCE 1899 
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( wait WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 





YOU NEED ALL THREE 
of these easy-to-read 


- TRAINING 
Mt fate, 


BOOKS 


. 
a ; 


T PHONE books 


re 


| THE ABC OF THE 


sprinted from the pop- 


6re 


ular series of articles by 


Frank E. Lee irrently 
in TELEPH- 
ONY. The books give 


appearing 


on-the-job application 


hnical know-how 


to thoroughly under 


stand the telephone 


job 


These are the books telephone companies are 
using ... over 30,000 ABC books have been 
shipped to large and small telephone com- 


NEW TRAINING BOOK 
RECOMMENDED BY TELEPHONY 


Here is a much-needed book 
on sales training for use by 
managers, department heads, 
superintendents, trainers, 
schools and libraries. 


The newest training techniques 
are given practical application. 
Included are indoctrination, re- 
fresher and by mail training; 
memory, reading and speech 
improvement; and training sup- 
plements—sales contests, meet- 
ings, manuals, house organs, 
and new recruiting and hiring 
methods. This new book is en- 
thusiastically endorsed by the 
top authorities—Arthur Motley, 
Pres., Parade Publications; Al 
Seares, V.P., Remington Rand; 


panies all over the world. Elmer Wheeler, Consultant; John Wilson, Retired V.P. Sales, 


National Cash Register; J. Mclinay, V.P., Marketing, Ray-O- 
VOLUME | COVERS Vac; Richard Borden, Consultant. 
Basic Circuits, Transmitters 
Receivers, Induction Coils, 
Generators, Ringers, Relays, Station Wire Installation, 
Line Protection, Dials, Auto Subscriber Station Installa- 
matic Switching, Principles tion, Fault Locating, Relay 
of Protection, Drop Wire In- Circuit Analysis, Loading 
stallation. Coil Theory. 


21 CHAPTERS 20 CHAPTERS 


VOLUME II INCLUDES 


Installation and Maintenance 


of Sub-Station Protection, Bound In 


Beautiful 
Executive 
Leatherette 


MAIL 
COUPON | *“ 
TODAY | a Zone State 


To: Book Department, 
TELEPHONY Publishing Corp. 
| 608 S. Dearborn St., Chicago 5, Illinois 


| Send me __. copies of ‘Getting the 
| Sales from Sales Training’’ @ $5.95 each. 


] Payment enclosed (postpaid) Bill me 


| Name 


VOLUME Ill COVERS Plant Trouble Reports and 
Storage Batteries, Meta Analysis, Central Office 
Rectifiers, Electronic Tubes Cross-connections, Routine 
Key Equipment, Carrier Cir Maintenance Schedules, Cir- 
cuits, Community Dial cuit Drawings, Wiring Dia- 
Offices, Central Office Serv- yrams. 

ice Objectives, Exchange 31 CHAPTERS 


| Company 7 __Position 


Ruling Principles of Utility Regulation 


RATE OF RETURN 


by Elisworth Nichols 


Order a set of the three ABC books for each 
of your men. 72 chapters—284 pages (8%%x 
11) in the three volumes. Hundreds of illus- 


trations. This is the BIG telephone training 
value. 


Order any volume separately or combine your requirements to 
take advantage of the lower quantity prices shown on this 
schedule. 


No. OF COPIES 
I— 5 copies 
6é— 25 copies 

26— 50 copies 1.20 ea. 

51— 500 copies 1.05 ea. 

50!1—1000 copies 95 ea 


-the book you've been 


waiting for 
VOL. | 
$1.50 ea. 
1.35 ea. 


VOL. II VOL. Ill 
$1.50 ea. $2.50 ea. 
1.35 ea. 2.25 ea. 
1.20 ea 2.00 ea 
1.05 ea. 1.75 ea. 
95 ea. 1.60 ea 


One of the most important subjects, if 

not the most important subject, con- 

stantly confronting utility managements, 

regulatory commissions and others con- 

cerned, is the amount of return to be 

allowed public utility companies and 

how best to determine that return. - 

After almost four years of research, study, 500 POO 
and analysis, Ellsworth Nichols, Editor $15. 

of PUBLIC UTILITIES REPORTS and 
author of other publications on regula- 
tion, has completed his new 


“RATE OF RETURN.” 


Throughout the work, emphasis is placed on the ruling 
principles of courts and commissions concerning the 
various factors to be considered, the weight to be 
accorded such factors, and illustrations of the applica- 
tion of the principles discussed. 


Frank E. Lee, Publisher 
1751—183rd Street 


USE THIS COUPON—ORDER NOW 


Homewood, Illinois Published by Pub- 


lic Utilities Re- 
ports, Inc. and kept 
up-to-date by pe- 
riodic pocket sup- 
plements 


volume 


Frank E. Lee, Publisher, 175|—183rd St., Homewood, Illinois 
PLEASE SEND THE FOLLOWING COPIES: 


VOL. | ee VOL. IIL 


Name 





The volume contains 25 chapters, each dealing with an 
important phase of the subject. 


Send All Orders to 


TELEPHONY PUBLISHING CORP. 
608 South Dearborn Street Chicago 5, Ill. 
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TUDOR AND YAGER, INC. 


Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 





| YATES CONSTRUCTION CO. | 


“Specializing in 
Telephone Construction" 


Cable Splicers, Telephone installers, Equip- 
Instaliers, Construction crews. 


1507 SOUTH SIXTH ST. PADUCAH, KY 
TELEPHONE 2-4623 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 


telephone industry 


Construction Crews Engineering 


Station Installers Appraisals & Reports 


Cable Splicers C. O. Installation 


Underground Duct Systems 
Telephone ST 44126 


P. O. Box 267 Jackton, Michigan 


“OFF-JOB TRAINING” 


by HARRY C. WALKER, Ph.D. 


Training Today Means 
Production Tomorrow 


With a quarter century of practice 
and experience in job training. Dr. 
Walker treats the teacher and learner 
fully. 

Written in straightforward English, 
there is an abundance of practical sug- 
gestions for lesson planning, classroom 
procedures, training aids, and many 
worthwhile topics. 


Price $1.75 each including delivery. 
6 


A New book for your job Instructors. 
Management, as well as each Depart- 
ment Head, Supervisor, Foreman, or Trainee 


realizes today the Importance of proper 
and efficient job training. 


ORDER FROM 
TELEPHONY PUBLISHING CORPORATION 


608 SOUTH DEARBORN STREET 
CHICAGO 5, ILLINOIS 
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ALLEN KANDER 
AND COMPANY 


NEGOTIATORS 


FOR THE PURCHASE, SALE AND FINANCING 
OF INDEPENDENT TELEPHONE COMPANIES 


ORDER FROM L. E. S. 


AND PAY LESS 


LINEMEN'S CONSTRUCTION roms 
PROMPT DELIVERY FROM STO: 


Send for Bargain Stock List No. aT. 


LINE EQUIPMENT SALES 
529 So. Dearborn St., Chicago 5, Ill. 


CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION. 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 





E. A. BOCK CONSTRUCTION CO., INC. 


Specializing in underground and 
utility plant construction. 


P.0. Box 836 Tele. E-4388 
Meyer & Moeller Rds. Fort Wayne, Indiana 


CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 


ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


WASHINGTON 
1625 Eye Street, N.W. 


NAtional 8-1990 
NEW YORK 

60 East 42nd Street 

MUrray Hill 7-4242 
CHICAGO 

35 East Wacker Drive 

RAndolph 6-6760 
DENVER 

1700 Broadway 

AComa 2-3623 


CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 











KILLOREN COMPANY 
Construction crews—Installers 
Cable Splicers 
30 years experience 


136 N. State St. Appleton, Wisconsin 
REgent 3-5549 


: TELEPHONE CONSTRUCTION, INC. 


©. BOX 267 JEFFERSON, IOWA 
EVergreen 6-2626 
Residence or after hours call 
EVergreen 6-2313 
for bids on 
Construction, Engineering, Installations 
for commercial telephone companies 


CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEdar 3-4210 


McGRATH 
ENGINEERING. INC. 


Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 


Engineering 
120 S. La Salle St. 
Chicago 3, iil. Tel: FRanklin 2-5924 





FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX Se ee MODIFICATIONS, AND 
ENLARGEMENTS, [T'S THE 


YT. &. 4. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 
Hayes Bidg., 12 E. Tenth St., Erie, Pa. 
CAN WE SE OF SERVICE TO YOU? 





ROBERT E. FOLEY 
CONSTRUCTION CORP. 
DONO NETS ArT 

tion and Maintenance of Overhead and 
ground Telephone Plant. Compiete po oars of 
A available for emergency requirements. 
48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 


167 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days beiore publication date. 


POSITION WANTED 
MAN WITH 15 YEARS EXPERI- 





ENCE in Central Office—dial, carrier, | 
Cable and wire experience. 


inter-toll. 
Southwest preferred. 
4160, c/o TELEPHONY. 


Write Box No. 


HELP WANTED 


CABLE SPLICERS, Statien Intall- 

Linemen. | 
Experienced men needed. Steady work, | 
good pay. Henkels & McCoy, 1800 John- | 
son St., Elkhart, Indiana, or 6100 N. | 


ers, Equipment Installers, 


20th St., Philadelphia, Pa. 


WANTED: Telephone Installers, 


Cable Splicers, Linemen, Central Office | 


Yates Construction Com- 
South 6th St., 


Telephone 2-4623. 


Installers. 
pany, 1507 
Kentucky. 


TELEPHONE ENGINEER—A west 


coast telephone system has an opening 
for an experienced and well qualified 
telephone engineer capable of making 
engineering plans for plant expansion 
and supervising central office mainte- 
nance and operation. Reply sending 
résumé to Box No. 4161, c/o TELEPHONY. 


WANTED TO BUY 





TELEPHONES—all types—any con- 
dition; candlesticks, wall sets, ete 


Write advising quantities available. 
Our truck will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 


| c/o TELEPHONY. 


Paducah, | 


WANTED TO BUY 


200-600 STATION EXCHANGE by 
individual with 20 years telephone ex- 
perience, including supervisory. Write 
giving complete details to Box No. 4113 





CASH AVAILABLE for com- 
mon and preferred stocks or 
bonds of telephone operating 
companies. Write Box No. 4050, 
c/o TELEPHONY. 


WANTED TO BUY 


TELEPHONE 
OPERATING COMPANY 


Write: Box No. 3856, c/o TELEPHONY 


FOR SALE 


LEICH 901-wall or desk magneto tele- 
phones. Cleaned, tested and guaranteed, 
$16.50 each. As removed from service, 
no broken or missing parts, $15.00 each. 


Turtle Lake Tel. Co., Turtle Lake, Wis. | 


PABX’S: 4, 25C com- | 
plete; 1, 6E complete; 15, 11P complete, | 
Please | 
address inquiries to Paul Wank, Gen- | 


FEDERAL 
1 Attendant’s key dialing set. 


eral Supplies Supervisor, General Tele- 


phone Co. of Michigan, Muskegon, Mich. | 


AUTOMATIC ELECTRIC 
TYPE No. 40 MONOPHONES 


% Large Quantity Available 
% Complete With or Without Dials 


% Mostly Synchromonic Ringers—Some 
With Straight Line Ringers 


% Will Sell “As Removed From Service” 
or Completely Reconditioned 


% Advise Quantity Required And We Will 
Quote Best Quantity Prices 


Whatever Your Needs ...... It Pays to Call on BUCKEYE 


BUCKEYE TELEPHONE & SUPPLY CO. 


P. O. Box 5707 


Columbus 21, Ohio 


Phone HU. 8-0655 











FOR SALE” 
BIG SAVINGS! 


210 HEMINGRAY GLASS IN- 
SULATORS. Brand New, Export 


ked. Per 1050. 
enim 


(lots of 5000 or more $18.75 ths.) 
prices f.o.b. Sacramento 


P.O. Box 1896-T 


LORIS SALES _ 97—2ncst. 


Sacramento, Cal. 


NEW POLE BRACKETS 


15e""x2"x12" Oak Creosoted. 
Standard one inch threaded 
end. PRICE: only 2¢ each for 
orders of 1000 or more. 


immediate shipment 
F.o.b. Oakland, Calif. 


GEORGE M. ACKER CO. 


3833 WILSHIRE BOULEVARD 
LOS ANGELES 5, CALIF. 


SPECIAL OFFER 


WD-2 FIELD WIRE—tTwisted Pair, Each 
Conductor contains 3 Copper, 4 Steel 
Strands with Rubber Insulation and Im- 
pregnated Weatherproof Braid. Put up 
on Steel Reels of 2 Miles Each. Mfd. for 
the Signal Corps. UNUSED—Ali Fresh, 
Fully Guaranteed @ $32.50/Mile DE- 
LIVERED! 


QUANTITY DISCOUNTS AVAILABLE 


TELEPHONES 


A.E. +40 Desk Monophones with S.L. or 
Synchromonic Ringers 
Dial Blanked 
Quantity of 25 
Quantity of 50 
With A.E. 24 DIAL 


$11.50 Each 
$11.00 Each 
$10.50 Each 
$13.25 Each 


W.E. +302 Desk Handset Telephone with 
S.L. or Synchromonic Ringer 
Dial Blanked $12.00 Each 
Quantity of 25 $11.50 Each 
Quantity of 50. $11.00 Each 
With W.E. 5H DIAL. .Add $3.00/Phone. 


FOB DESTINATION For 100 or More! 


LEICH 3901—Compact Magneto Desk or 
Wall Telephones @ $19.50 Each 
Quantity of 12 $18.50 Each 
Quantity of 24 $17.50 Each 

All Telephones Complete and FULLY RE- 

CONDITIONED with New Cords—GUAR- 

ANTEED! ! 

ALL NEW SUPPLIES IN STOCK FOR IMME- 
DIATE DELIVERY 
Rural Distribution Cable, Rural “‘C’’ Wire, 
Plastic Jacketed Cable including New 
REA Spec. 22—-FULLY COLOR-CODED 
ALL SIZES & GAUGES AVAILABLE AT 
LOW PRICES! 

QUANTITY DISCOUNTS! ! 

IMMEDIATE DELIVERIES! ! 


TELE-WIRE SUPPLY CO., INC. 


178-10 LIBERTY AVE., JAMAICA 33, N. Y. 
CALL AXtel 7-4756 


TELEPHONY 





INSPECTION SERVICE 


"AT TIMBER TREATING PLANTS" 

Of poles, crossarms, and preservative treat- 
ments. Analysis of wood preservatives. Con- 
sultation and specification writing. 

A. W. WILLIAMS INSPECTION CO., INC. 

MOBILE, ALABAMA 

New York * St. Lowis °* Portiand 
IMmspectors stationed throughout the U.S.A. 


ATLANTIC 


Creosoting Co., Inc., 17 Battery PiI., N.Y. C. 


PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philadelphia, Pa. 
Savannah, Ga. 


POLES 


B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash, — Creosoted Douglas Fir 
and Cedar Poles. 


Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 


Dierks Forests, Inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles, all sizes and lengths, pressure- 
treated, creosote or penta. Also creosote- 
2% penta mixture. Prompt shipment. 


Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N, Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 


International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 


International Paper Co., Wood Pre- 
serving Division, Sales—926 Grand Ave- 
nue, Kansas City, Mo.—Pressure-treated 
Southern Pine and Douglas Fir Poles. 
Creosote and Penta preservatives. 


Montana Pole & Treating Plant—Box 
2004, Butte, Montana. Penta-Pressure 
treated Lodgepole Pine and Western 
Larch Poles. Inquiries invited. 


Piedmont Wood Preserving Company 
—Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. 
Yards, Virginia, West Virginia and 
Connecticut. Address inquiries to Box 
1662, Spartanburg, 8S. C 


Texas Creosoting Company—s12 Main 
Street. Orange. Texas—Creosoted South- 
ern Yellow Pine ana Dougias Fir Poies. 
Can aiso treat with “Penta.” 
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HEY 


LOOK 


before you buy — 


— Shipped on approval — 


— You ain't seen nothin’ yet — 


To compare with our FAIR prices 


MANUAL SWITCHBOARDS 


Stromberg Carlson 
Super Service—400 line +106, 
C.O. or PBX—80 line 


Kellogg, universal—800 line K-100 
PBX, new & used. Fire reporting 
—40 line 


W.E. 605B, PBX or C.B. 551A PBX— 
20—40 line, 550B PBX—80 line, 
506, 506B Cordless, Portable 
551B, for fairs BD 110 (Army 
W.E. +12) universal 


Magneto Types—new 


A.E. Attendants & PBX 


EQUIPMENT al! mfg. 
Relays—line & cut-off 
Cord & Trunk equipment 
MDF & Protection 
Power & ringing equpt. 
Jack strips—lamp strips 
Repeating coils—all mfg. 


TELEPHONES 
(completely reconditioned) 


Western Electric +302 with F-I 
handset, 5-H dial. Ringers: St. 
line, Synchromonic 16, 30, 42, 
54, 66 cycle—Ready for serv- 
ice—immediate delivery. 


$12.50 


+302, as above, equipped with 
F-4 handset with T-I transmit- 
ter—U-| receiver (500 type) 
$15.00 


+302, as above, but blanked for 
dial (F-1) $10.00 
A.E. type 40, St. line, 16, 30, 42, 
54, 66 cycle ringers, with +24 


or later type dial (fully recon- 
ditioned) $12.50 


(coiled handset cords, 
add 50 cents) 


COPPERWELD LINE WIRE, #12 
(.080") 40% cond. new factory 
coils (average 100 Ibs.) 


A-1 export wrapped 
slightly tarnished 


quantity discounts FOB Los Angeles 


Shipped on Approval 


The Telectric Co. 


1218 Venice Boulevard 


Los Angeles 6, California 


Richmond 8-2249 


Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 
6100 North 20th Street Philadelphia, Pa. 
Now Operating in 30 States 


OFFICES LOCATED AT 
I OS 6caceceuccieeosent Tel. 2-5650 
Ashland, Ohio Tel. 3-7543 
St. Johns, Mich Tel. 966 
Bloomington, Ill. ......... -..- Tel, 6-1850 
Schofleld, Wise. ...cccccccceces Tel. 9-2542 
Ocala, Fia. ..... ee MArion 9-1284 


PERFORMANCE Has Built Our Business 


CABLE PLOWING 
DON'T INVEST 


Hire -1- of our Plows 
-l- or More of our Men 
TODAY Call or Write 
TO: 

U. S. CABLE 
CONSTRUCTORS, INC. 


2002 E. Wisconsin Ave., P.O. Box 378 
REgent 4-9881 
Appleton, Wisconsin 





Acker Co., George } 
Acme Visible Records, Inc 
Airtronics International Corp 
Alphaduct Wire & Cable Co., 
Altec Lansing Corp 
Aluminum Company of America... 
American Chain & Cable Co., Inc. 
Page Steel & Wire Div 
Wright Hoist Div 
American Creosoting Corporation. . 
American Electrical Heater Co.... 
American Steel & Wire Co 
American Telephone & 
Telegraph Co. 
Anaconda Wire & Cable Co....... 
Ansonia Wire & Cable Co., The.... 
Arps Corporation 
Arrow Fastener Company, Inc..... 
Atlantic Creosoting Co., The 
Automatic Electric Sales 
Corp. 12-13, 88-89, 126-127 
Bakelite Company 
Baker Wood Preserving Co 
Barber Advertising 
Specialties, Walt 
Barber-Greene Co. 
Bartlett Tree Experts.... 
Bashlin Company, W. M 
Rell Telephone Laboratories, 
Benner-Nawman, Inc. 
Berry & Co., L. } 
Bethlehem Steel Co 
Biddle Co., James G..... a? See 
Bishop Manufacturi ing Cor rp. 
Blaw-Knox Company 
Bock Construction Co., ¥ 
British Insulated Callenders’ 
Cables, Ltd. 
Brown Manufacturi ing Co. 
Buchart Associates 
Buckeye Telephone & Supply 


The.. 


Company ... 38, 163, 168 


Budelman Electronics Corp 

Burgess Manning Company 

Burroughs Corp. 

C&D Batteries, Inc 

Cabaniss-Pogue Co. 

Cable Construction Co 

Cable Spinning Equipment Co 
Calculagraph Company 

Chance Co., A. 

Chase Brass & Copper Co ¢ 
Cleveland Inst. of Radio Electronics. 141 
Collins Radio Co 

Colorado Fuel & Iron Co., The. 
Commercial Cord Company, Inc.... 
Communication Equipment & 

Engineering Co. 

Comptometer Corporation 
Consolidated Electrodynamics Corp. — 
Cook Electric Company......... .53-56 
Copperweld Steel Co 

Crane Inc., Carl C 

Davis Construction Co 

Diamond Expansion Bolt Co., Inc... 
Donnelley & Sons, R. 

Duo-Safety Ladder Corp 

Electric Specialty Co 

Everstick Anchor Co 

Exide Industrial Division— 

The Electric Storage Battery Co. 97 
Fitchburg Engineering Corporation 91 
Foley Construction Co., Robert E.. .167 
General Cable Corporation y 
General Insulated Wire Works.... — 
General Machine Products Co., Inc..154 
General Telephone 

a Back Cover 
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Goodrich Chemical Co., B. F., The. . 
Gould-National Batteries, Inc 
Graybar Electric Co 

Greenlee Tool Co 

I So ing a cieeie csv beta wne 163 
Haley & Co., R. 

Harris McBur ie Company 

Henkels & McCoy 

Highway Trailer Company 

Hirsch Organization, Inc., Gustav. . 
Holan Corp. 

Hughey & Phillips, 

Indiana Steel & Wire Co 
International Business Machines 

Corp. 

International Harveste1 
Irwin Auger Bit Co 
Johns-Manville 

Kander & Company, Allen 

RIOT Stk, WI Dee ecccasceeenss 145 
Kellogg Switchboard & 

Supply Co. , 48-49, 136 
Kennecott Wire & Cable eee 
Keystone Steel & Wire Co.......... — 
Killoren Company eee | 
Klein & Sons, Mathias. . 
Kleinschmidt 
Koiled Kords, Inc 
Koppers Co., Inc. 

Wood Preserving Div 


* Company. . 


Leich Sales Corporation 10-11, 131 
Lindsay Telephone Supply Co...... 92 
Line Equipment Sales............. 167 
Lorain Products Corp., 
Loris Sales 
Lynch Carrier Systems, 
Magnolia Chemical Company, Inc... 
Malleable Iron Fittings Co 
McCabe-Powers Auto Body 
McGrath Engineering, Inc. 
Monsanto Chemical Co. 

Plastics Div. 
Moore, Inc., P. O 
Mosler Dropository Corp ; 
Murphy Engineering Laboratories. . 
Natco Corporation 
National Pole & Treating Div...... 
National Standard Co 
National Telephone Supply Co..... 
Neubauer Manufacturing Co....... 
Neuses, Inc., P. K 


Onan & Sons, D. W 
Orangeburg Manufacturing Co., Inc. 
Owens-Illinois 
Page & Hill, 
Parker, W 
Petersen Engineering Co 
Phelps Dodge Copper 
Products Corp. 


WESTERN REPRESENTATIVE: 
McDonald-Thempson, 625 Mar- 
ket St., San Francisco, Cal.; 
3727 W. Sixth St., Los Angeles; 
Colorado National Bank Bldg., 
Denver, Colo.; National Bldg., 
Seattle, Wash.; 3217 Montrose 
Blvd., Houston. Tex.: 2010 S. 
Utica, Tulsa, Okla.; 1423 S.W. 
Columbia, Portland 1, Oregon. 


Porcelain Produc ts, 

Porter, Inc., 

Preformed Line Products Co.... 

Prudential Insurance Co. of 
America 

Puregas Equipment Corp 

Radio Engineering Products, Ltd... 

Radio Frequency Laboratories, Inc. 

famset Fastening System 

Rawlplug Company, The 

Raytheon Mfg. Company 

Recordak Corp. 

Reichhold Chemicals, Inc 

teilly Tar & Chemical Corp 

Reliable Electric Company 

Remington Rand Div 

Rex Corporation, The 

Reynolds Metals Company 

tohn Manufacturing Co........... 

Rolatape, Inc. 

tunzel Cord & Wire Co 

S & G Manufacturing Corp 

Schauer Mfg. Co 

Secode Corporation 

Shawnee Manufacturing Co 

Sierra Electronics Corp..... 

Sig Supply Co 

Sloan, Cook & Lowe Co............ 

Southwire Company 

Stahl Metal Products, Inc......... 

Stainless, Inc. 

Stampings, Inc. 

Stewart Bros. 

Stromberg-Carlson Co. ............2-3 

Superior Cable Corporation 

Suttle Equipment Corporation. . 

Taylor-Colquitt Co., The 

Telectric Co. 

T.E.I. Corp. 

Tele-Muff ¢ 

Telephone Construction, Inc.... 

Telephone Training Institute 

Teletype Corp. 

Tele-Wire Supply Co., Inc.......... 

Telkor, Inc. 

Templeton, Kenly & Co 

Thornhill Publishing Co 

Tower Construction Co 

Transandean Associates, 

Tudor & Yager, Inc 

United Electric Controls Co 

U. S. Cable Constructors, Inc...... 

United States Independent 
Telephone Association 

U. S. Industrial Chemicals Co 

United States Instrument Corp.. .. 

United States Motors Corp 

United States Steel Corp. 
American Steel & Wire Co... 
Creosote Division 

Universal Controls Corp 

Utica Drop Forge & Steel Div 

Utility Body Co 

Utility Tool & Body Co 

Volkswagen 

Warren Manufacturing Co., Inc.... 

Weikel Line Company 

Western Electric Co 

Whitney-Blake Co. 

Williams Inspection Co., 
Inc., A. W 

Winders & Geist, Inc 

Wiremold Co., The 

Woodings-Verona Tool Works..... 

Wyoming Valley Equipment Div... 

Yates Construction Co 

York-Hoover Corporation 


. 129, 157, 161, 165 


TELEPHONY 





by USI 


Heart of the 
Central Office 


Telephone Exchange 


The Motorswitch has been proven 
in over a million lines of central 
office systems now in world-wide 
service ... overwhelming evidence 
of its universal acceptance. Use of 
the USI Motorswitch enables cen- 
tral office systems to combine the 
speed and flexibility of common 
control systems with the simplicity 
of step-by-step systems. 


HIGH STEPPING spPEED—Searches over a maximum of 360 contacts per 
second, compared to 30 to 40 on stepping switches. 


NEGLIGIBLE VIBRATION—Is an advantageous result of the Motorswitch being 
electrically driven and electrically stopped. Microphonics are reduced 
and noise levels in equipment rooms are lowered by the absence of 
ratchet-driven parts. 

PRECIOUS-METAL TWIN WIPER CONTACTS—In talking circuits provide 
lowest contact resistance and maximum reliability and are used through- 
out the Motorswitch construction. 


SOLDERLESS BANK CONTACT stRIPS—Reduce the required number of 
soldered connections by 90% . . . increase reliability . . . simplify regrad- 
ing... cut the need for grading and level hunting switches. 


VERTICAL BANK contacts -— Shrug off wear-producing dust. 


UNITED STATES INSTRUMENT CORPORATION 


CHARLOTTESVILLE, VIRGINIA 
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Directory 
earnings climb 


UR DIRECTORY “‘Revenue Men” 
32 strategically located sales offices 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render a 
Complete and Quality Directory Service. 


working from 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 


training—imagination—ideas—leadership 
and hard work, produce results which more than 


measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues in the more than 
800 directories we now produce for large and small 
Independent Telephone Companies prove the 
statement: “DIRECTORY EARNINGS CLIMB WHEN 
OUR ‘REVENUE MEN’ MOVE IN.” 

Write or phone our office nearest you for our 
Complete Directory Service Plan. 


Find It Fast 
In The 
Yellow Pages 
a 
WS 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street + 
Divisional Sales Offices: 
BLOOMINGTON, III. ° 
COLUMBIA, Mo . 


410 N. Prairie St . 
811 Cherry Street 

DURHAM, N. C. . 108 E. Parrish Street . 
ERIE, Penna. * G. Daniel Baldwin Building *  Tel.: 2-4187 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 
HONOLULU 14, Hawaii * 1236 Waimanu St. * Tel.: 504-231 


Tel.: 3-8095 
Glbson 2-6907 
Tel.: 5133 


DES PLAINES, ILLINOIS + 


VAnderbilt 4-2164 


LEXINGTON, Kentucky * 157 Walnut Street © Tel.: 4-7626 
LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
MADISON 3, Wisconsin * 214.N. Hamilton St. * Alpine 7-1667 
MANILA, Philippine Islands ° P. O. Box 673 
SAN ANGELO, Texas °* 110 South Taylor St. *  Tel.: 6738 
SPOKANE, Wash * South 11 Monroe ¢* MAdison 4-4336 





